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NEW YORK SHOWCASE: All-glass bank office on Fifth Avenue (See page 15) 


This Month: 


NEWS REPORT: A. B. A. CONVENTION by Harry V. Odle 


APPLYING WORK STANDARDS TO BANK OPERATIONS by C. C. Looney 





THE WORLD BANK MOVES AHEAD by Eugene R. Black 











He’s d---d if he does, and d---d if he doesn’t 


...the one way out is Mortgage Insurance 





Poor banker! If he forecloses on a mortgage, he’s a “heartless 
soul,”’ driving the widow from her home. If he doesn’t, then he’s 


a “sentimental fool,” risking the bank’s money on a hopeless case. 


Lucky the banker who has found the way out: MORTGAGE 
LIFE INSURANCE. He just stamps the mortgage “Paid in 


Full’’...the insurance pays off the entire loan. 


And what a host of good will he builds with his customers! The 
borrower knows that a small amount added to his monthly 
mortgage payment makes certain that, should he die, his wife 
will inherit a deed instead of a debt. 


You can see why so many bankers look upon Mortgage Insur- 
ance as the greatest thing that’s come along—both from the cold 
financial view, and for making the bank more human. Some go fur- 
ther: They offer Health and Accident Insurance, too, so that even 


a borrower’s disability cannot interrupt his mortgage payment. 


Does your bank offer these mortgage insurance plans? There is 
every good reason it should. Every reason to choose your plan 


now—from FEDERAL, a leader in this field for almost fifty years. 


We'll be glad to send you a complete portfolio; description of plans, 
sample forms, customer promotions. Write for Mortgage Plan Portfolio. 


SINCE 1906 


































Every good reason 
to choose 


FEDERAL 





Mortgage 
Insurance Plans 


Proven customer appeal. Nine 
out of ten borrowers having Fed- 
eral Mortgage Insurance request 
similar protection on other loans. 
Planned by bankers them- 
selves. Federal Insurance meets 
the banker’s exact needs—as 
stated by them. Planned by men 
with a long background in the 
mortgage field. 

Custom designed for you. The 
plans Federal recommends to you 
are based on a careful study of 
your operations. 

Completely flexible. Complete 
life protection with or without ac- 
cident and health benefits. Also 
credit insurance for short-term 
loans. 

Claims paid promptly. Checks 
usually air mailed within 24 hours 
of receipt of claim. 

Simplified forms. Easy for your 
customers, easy for you. They add 
little or no detail to your present 
operations. 

All promotional tools. Rate 
charts, plaques, posters, news- 
paper ads—Federal supplies every- 
thing you need. 

Highest rating. Best’s and 
Dunne’s—leading policy-owners’ 
reporting services—give Federal 
their unqualified recommendation. 


LIFE 
PROTECTION 


DISABILITY 
PROTECTION 


JOHN H. CARTON 
President 
HAROLD L. BUCK 


Vice President and Manager, 
Credit Insurance Division 


v7 7\— LIFE AND CASUALTY COMPANY 


Wolverine-Federal Tower 


Battle Creek, Michigan 
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World Banking Capsules 


Sirs: Our president, W. Fred Dearmin, 
who has just returned from a quick 
vacation flight around the world, makes 
these interesting, brief comments on 
banking: That the similarity of the 
plants and facilities for banking around 
the world is especially noteworthy. That 
the absence of small banks in rural areas 
is very noticeable throughout the Far 
East, a fact that is understandable be- 
cause of the adverse economic and 
financial structure. That the giant banks 
in the cities of Hong Kong, Singapore 
and Djakarta are reminders of the impor- 
tance of Far Eastern trade to the world. 

M. G. POINDEXTER, Cashier, 

The First National Bank, 

Odon, Indiana 
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The Flat Look Question 

Sirs: Because it is ours, we like this 
ad. We have had so many comments on 
it, we’ve found that other folks do, too. 








a 


Dior’ at look. 


will never be fashionable here. 


Don’t let this happen to your savings account. The 
most generous size is always in style in savings. 


HOME teocea SAVINGS 
aad Loan rtesociation 


THIRD AND BOSTON, TULSA 
Ranch Acres Branch — 31st and South Harvard 








We wondered if your readers might en- 
joy seeing it, since it does take financial 
advertising out of the ordinary. 
PHYLLIS EDMONDS, Vice-President, 
Home Federal Savings and 
Loan Association, 
Tulsa, Oklahoma 
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Intrafax 

Sirs: Our bank has just announced 
the proposed installation of Intrafax 
service by Western Union for expediting 
the transfer of funds and eliminating 
any delays that might result from the 
necessity of physical deliveries. It will 
be the first bank in Missouri to install 
the system. 


Intrafax will be used between the First 
National and the Federal Reserve Bank 
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to verify depositors’ signatures on checks 
and to transmit checks in picture form. 
The transfer of funds will be immediately 
reproduced at the Federal Reserve Bank, 
ready for execution. 


The device sends and receives com- 
munications electronically. A message is 
typed on a 4% x 6% inch sheet of yellow 
paper and wrapped around the drum. 
While the drum revolves an electric tube 
scans the message and send it to a similar 
machine at the other end. One hundred 
words can be written on one sheet, and 
it takes only 60 seconds to scan a sheet. 


In the picture, President Taylor S. 
Abernathy, seated, is shown discussing 
the new service with the Intrafax repre- 
sentative. 

DoroTHY LARKIN, Public Relations, 

First National Bank, 

Kansas City 41, Missouri 
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Promoting the A. I. B. 


Sirs: We have just concluded success- 
fully a program that provided window 


Sti choot Fine 
BANKERS. Too , 


AMERICAN INSTITUTE 
OF BANKING 
ing the best 
MODERN BANKING SERVICE 


—— Sponsored by —— 
PASSAIC COUNTY CHAPTER 
AMERICAN 


INSTITUTE OF BANKING. 
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and lobby displays for all offices of mem- 
ber banks of the Passaic, New Jersey, 
Chapter of the American Institute of 
Banking. 

All of the displays were built around 
the central theme of a poster entitled 
“It’s School Time for Bankers, Too... 
to broaden their knowledge and bring 
the best in Modern Banking Service.” 
The poster was an original, easel-back 
card prepared by a committee of the 
chapter under the chairmanship of John 
H. Marshall, of our bank. 

Two posters were provided for each 
banking office in the county. They were 
distributed during September, so the 
displays would coincide with the open- 
ing of public and parochial schools. 

We received 100 per cent cooperation 
from the banks. 

ANNA VAN STRATTON, 

Publicity Chairman, 

Passaic County Chapter, A. I. B., 

First National Bank & Trust Company, 

Paterson, New Jersey 














are your trade connections... 
in Singapore or around the world ? 


Bank of America’s world-wide credit, collection, and payment facilities offer you and your 
customers fast, expert service in every phase of international banking. Our long-established 
correspondent connections throughout the world, together with our overseas branches and 
traveling representatives, assure you of maximum dependability — maximum service — in 
every type of transaction. To inquire, write International Banking Department, Bank of 


America, 300 Montgomery Street, San Francisco, or 660 South Spring Street, Los Angeles. 


Bank of America 
NATIONAL fRYSTA32 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


eeercerececcecses SERVING COMMERCE AROUND THE WORLD -eeeeee2e8808 


OVERSEAS BRANCHES: London « Manila «© Tokyo * Yokohama « Kobe « Osaka « Bangkok * Guam 
REPRESENTATIVES: New York * Mexico City * Milan « Paris * Zurich e New Delhi * Correspondents throughout the world 
BANK OF AMERICA (INTERNATIONAL), New York, a wholly owned subsidiary; overseas branch, Duesseldorf 





COPYRIGHT 1954, BANK OF AMERICA 


Burroughs Clearing House 












puse 














TRENDS UN FINANCE 








A Banker’s Views on 
Corporate Solicitation 


What knowledge and skills should the 
bank officer possess who calls on cor- 
porate customers? How can he organize 
his business development activities most 
effectively? 

These are questions receiving the 
experienced consideration of Edward E. 
Barker, Jr., vice-president, The National 
City Bank of Cleveland, in his thesis 
which was written this year for the 
A.B.A. Graduate School of Banking, and 
which is available to bankers through 
the A.B.A. library. 

In the field of selling commercial bank 
“products” to business customers or 
prospects, Mr. Barker notes that the 
banker’s effectiveness rests in large part 
on two professional skills: loan skill and 
cash skill. 

Loan phase. Loan skill, he explains, 
involves these primary: functions: 1. 
Evaluation of purpose. The banker en- 
gaged in. business development must 
acquire an ability to judge whether or 
not a credit under consideration is in 
the best interests of the prospective 
borrower. 2. Evaluation of risk. He 
must “have the ability to interpret bal- 
ance sheet figures and operating data, 
and have a knowledge of company man- 
agement and the industry. 3. Knowledge 
of procedures. He must be able to deter- 
mine the type of loan, and the maturity, 
collateral stipulations, agreement provi- 
sions, etc., that would best serve the 
interests of the customer and the bank. 
4. Knowledge of rates. He must have the 
ability to discuss current commercial 
bank rates by size and type of loans. 
He should also have a knowledge of 
commercial paper rates, insurance com- 
pany rates, and government paper yields. 

Cash phase. Cash skill, says Mr. Bar- 
ker, is just as important as loan skill 
in the bank officer’s business development 
repertoire. It involves the ability to 
determine what the bank, and the bank- 
ing system, can do to give a customer 
maximum efficiency in the control of 
company cash. 

“Corporations are interested in many 
aspects of the so-called cash flow plans, 
of which there are numerous variations,” 
Mr. Barker points out. “They are inter- 
ested in such benefits as faster and more 
complete control of cash; reduction in 
credit exposure through a reduction in 
the collection cycle; day to day picture 
of balances or deposits around the coun- 
try; efficient means of reimbursing plant 
and branch accounts; and reduction of 
clerical expense in the operation of cash 
procedures.” 

In view of this, the banker should 
have a realistic understanding of the 
check collection procedure and the com- 
munication facilities of his bank along 
with those of the entire banking system, 
since in the jobs of converting checks 
to dollars and effectively mobilizing cash 
no bank stands alone. 
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CALL PREPARATION... . It involves the gathering of pertinent data, the analysis 

of that data, and the establishment of specific call objectives. Here Edward E. Barker, 

Jr., vice-president, National City Bank of Cleveland, draws on the help of his 

associates, Mary K. Cook, manager, business development records, and Norman Speers, 
senior credit analyst, for some advance briefing 








THE CALL . It can be productive through the acquisition of information as well 

as through the achievement of a forward step in the sale of the bank’s services. It is 

information on the corporation’s method of operation and its special problems which 
permits the banker to develop the bank’s specific usefulness 





CALL FOLLOW-UP . 
how the customer’s or prospect’s needs can be satisfied. Opportunities to present 
appropriate problems to senior associates who represent specialized experience should 
not be overlooked by the banker. Here Mr. Barker confers with (1. to r.) J. M. Dawson, 
vice-president and economist; R. B. Blyth, vice-president and senior investment officer; 
F. H. Beam, senior vice-president; and E. N. Dekker, vice-president and cashier 


. . Newly acquired information must be analyzed to determine 


Three steps in result-producing banker calls on corporate officers 














Better calls. Mr. Barker also discusses 
how bank officers can make their calls 
on corporate customers more _ result- 
producing through careful advance prep- 
aration, skilful sales approach, and 
prompt follow-up where indicated. He 
outlines a system for classifying pros- 
pects and setting up a call schedule. 

The selling job confronting the banker 
is not an easy one, Mr. Barker acknowl- 
edges. There is often the “multi-pur- 
chaser” problem of convincing not just 
one individual, but a number of corporate 
officials. Also, most banking relation- 
ships are of a long-term nature and are 
difficult to dislodge. Furthermore, there 
is a lack of natural drama, or unusual 
price and supply element, to compel 
immediate action. 





Sales resistance. “In development of 
call skill, the banker should thoroughly 
understand the sales truth that in a 
contact between seller and buyer, one or 
the other always makes a sale,” Mr. Bar- 
ker asserts. “The company executive has 
had tremendous sales experience in sell- 
ing ‘no’ or ‘not now’ to bankers. It is 
probably a safe bet that if all the fiscal 
officers of large companies were gathered 
in a single room, not one would admit to 
having too few banking relationships, or 
adequate cash to open a new relationship. 
. .. In a secret vote it might also bé 
established that closing a relationship is 
a very unpleasant duty for most any 
reason other than inefficient service or 
the inconvenient location of the present 
bank’s facilities. Moreover, there are 
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) \ jor the bank investment officer — 
A TIMELY SELECTION of 


TAX-EXEMPT BONDS 


Exceptional service and helpfulness to the bank 
investment officer is made possible by our exten- 
sive participation in the underwriting and distri- 
bution of tax-exempt debt obligations. 

The range of our service is indicated by the fact 
that in the past ten years, acting alone or as man- 
ager or co-manager of underwriting accounts, we 
have purchased 1,328 tax-exempt issues totaling 
$4,167,949,000. Through this broad marketing 
activity we make available a diversity of tax- 
exempt bonds with prime ratings —bonds that fill 
virtually any requirement as to safety, maturity, 
salability, yield and quantity. We are prepared to 
supply not only traditional state and municipal 
issues of all kinds, but a broad selection of 
the newer types of revenue and toll road bonds. 


You may find timely help in our current list of 
offerings. Send for it without obligation. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK 5 
AND OTHER PRINCIPAL CITIES 


On 














—— 











often situations and divergent interests 
within the company which spell emotional 
unpleasantry in contemplating finance 
committee or directors’ approval of a 
new relationship.” 

Must show need. The presence of these 
sales resistant germs in the fiscal execu- 
tive’s office should not discourage the 
banker, in Mr. Barker’s opinion. “Their 
presence should emphasize the necessity 
for a positive sales approach through 
specific helpfulness to the banker’s pros- 
pects and customers,” he declares. “It is 
his responsibility to develop and demon- 
strate the company’s practical need for 
his bank’s services and products.” 

In thus covering a field of banking 
that is largely uncharted, and about 
which extremely little has been written, 
Mr. Barker in his thesis on “Objective 
Salesmanship for The Commercial Bank- 
er” has rendered a distinct service. 
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Business Failure Analysis 
Of direct interest to lenders are the 


| results of a comprehensive analysis of 


the causes of 8,862 commercial failures 
during 1953, made by Dun & Bradstreet 
and reported in booklet form. 

The chief culprit? The old human 
element. 

“Business failures are human fail- 
ures,” Dun & Bradstreet concludes. 








Weak points are revealed 


Slightly more than half of the failures 
studied revealed lack of management 
ability. When the factor of inadequate 


| experience is added, the human factor 
| becomes 89.4 per cent of the total. 








Poor sales significant. The principal 
sign of human weakness in management 
is found under the heading of “inade- 
quate sales,” which varies in frequency 
from 55.5 per cent for commercial serv- 
ices to 29.7 per cent in the construction 
field. 

In manufacturing, wood is at the top 
and bottom of failure rates per 10,000 
business concerns, furniture leading with 
186 and lumber lowest with 13. Appli- 
cances, radio and television as a group 
were highest in the retail field, with 116 
per 10,000, and farm equipment was 
lowest with 12. 

Regions vary. Pacific Coast states 
were highest in failures per 10,000 with 
an average of 86.9; California lead with 
108.9. Middle Atlantic States were sec- 
ond as a group with 58.6, influenced by 
the higher level of New York with 88.6. 


Burroughs Clearing House 
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- 1+ VES, ART, WE BUY AND SELL OUR 


GOVERNMENT BONDS THROUGH BANKERS TRUST 
IN NEW YORK. BECAUSE THEVRE A 


PRIMARY DEALER AlL PRICES ARE 
NET, AND THEIR OVER-ALL ADVICE 
ON OUR ACCOUNT HAS BEEN 
VERY HELPFUL... 


As a primary dealer in U.S. Gov- 
ernment bonds, notes, certificates, 
and discount bills, we maintain an 
inventory of these securities in our 
Trading Department. 


This means that your orders 
placed with us are executed with- 
out delay—no red tape or outside 
telephone calls. Immediate confir- 
mation of orders can mean an 
important saving for your bank. 


Moreover, this service is rendered 
to our customers at the lowest 
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possible cost—all prices are net. 


We are glad to work with you on 
your bond account, advise you on 
the arrangement of maturities, and 
suggest switches from one issue to 
another as market movements 
provide favorable opportunities. 

Our Bond Department is, as well, 
one of the country’s leading under- 
writers and distributors of State 
and Municipal securities. Through 
long-established contacts in every 
important area, we can handle 
transactions in all types of tax- 


BOND DEPARTMENT 


NEW YORK 













When you buy Governments from Bankers Trust—you deal direct 


exempt issues. If you would like it, 
we will gladly put our experience 
to work for you in analyzing your 
present Municipal portfolio. 


For full information on how 
these services can benefit your 
bank, write Bond Department, 
Bankers Trust Company, 16 Wall 
Street, New York 15, N. Y. Tele- 
phone REctor 2-8900 when we can 
be of assistance. Our teletype num- 
bers are NY 1-3333 for Govern- 
ments and NY 1-850 for State and 
Municipals, 


BANKERS TRUST COMPANY 


Member Federal Deposit Insurance Corporation 








West North Central states were lowest 
as a region with 10.4 per 10,000 failures, 
and South Dakota rankest lowest with 
2.38. 

The first five years are the hardest, 
according to the Dun & Bradstreet 
analysis, with nearly half of the con- 
cerns which failed in 1953 dropping by 
the wayside in the second, third and 
fourth years of operation. A total of 58.5 
per cent failed with loss to creditors in 
the first five years. 

In perspective, business in general is 
holding its own fairly well in the matter 
of commercial failures. In the 53-year 
record of failures per 10,000 concerns, 
the peak was 154 in 1932 and the low ebb 
was 4 in 1945, when the shortage of 
materials virtually insured a fast turn- 
over of inventory for profit. The 1953 rate 
was 33 as compared with 29 in 1952. 
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Investment Opportunity in 
Stock Life Companies 

The distinguishing features and growth 
records of a dozen stock life insurance 
companies of varying sizes are traced in 
a 32-page booklet, “Life Insurance—A 
Basic Growth Industry,” prepared by 
Vice-President A. Sumner Gambee, of 
the Empire Trust Company, New York 
City. His study emphasizes what an at- 
tractive investment, from a capital appre- 
ciation standpoint, the stock life com- 
panies have been in recent years. 

Mr. Gambee points out that approxi- 





mately 95 per cent of the assets of the 
average life insurance company are in- 
come producing, with investments in 
fixed assets being only about 1 per cent 
of total assets. The companies have no 
funded debt, or preferred stock. Stock- 
holder equity is equivalent to about 7 
per cent of admitted assets for the 
average company. 

Good earnings, low dividends. Earn- 
ings of the companies, says Mr. Gambee, 
have been augmented in recent years by 
the fact that they have had the use of 
policyholder payments for longer periods 
of time than was contemplated in the 
mortality tables, due to the gain in aver- 
age life expectancy. 

Most of the stock life companies pay 
out only a very small percentage of their 
earnings in the form of cash dividends. 
They invest the remainder in income- 
producing assets for the further strength- 
ening of capital funds. Thus the stocks 
tend to sell on an extremely low-yield 
basis. Investor interest is directed pri- 
marily to the growth of earnings and 
the good prospect of stock dividends, 
with an attendant increases in the aggre- 
gate amount of cash dividends to be 
received on a greater number of shares. 


Impressive appreciation. Growing in- 
vestor interest is indicated by an index 


‘of the prices of the 18 most actively 


traded stocks of American life insurance 
companies, which showed an average 
appreciation of 24.3 per cent during the 
first quarter of 1954 alone, to a level 
108.1 per cent higher than at the end 





Insurance 





Reasons for investor interest 


of 1951. One company had a stock ap- 
preciation gain of 552.9 per cent during 
this 2% year period. 

Looking ahead, Mr. Gambee states: 
“Assuming a continuance of favorable 
economic conditions, the sales and earn- 
ings of the life insurance industry should 
be well sustained during the balance of 
the present decade, with the prospect of 
sharp increases in sales thereafter as 
the record-breaking crop of babies born 
since 1940 reaches maturity.” 





SAVE TIME AND MONEY 


with Amortization Schedule Sheets or Cashier Cards! 





CASHIER CARDS 


Yes, here are proven cost-savers for your mortgage 





PER SET 





(35¢ per set for each ad- 
ditional set of the same 
schedule) 





Schedule printed on buff 
8” by 104" ledger cards... 
suitable for cashier cards 
or for permanent record. 
Blue copy of the cashier 
card printed on 8” by 104” 
ledger cards... suitable 
for borrower’s copy. 

Complete 5 years entries 
representing 60 payments. 
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(2 copies for $1.00. 
3 copies for $1.35) 


Entries are for the com- 
plete term of loan. (Up to 
40 years.) 

Amortization schedules 
are printed on 73%” by 14” 


signed for this purpose. 








EXTRA! Monthly loan payment tables in pocket-size book 


form. Contains actual payments necessary to amortize loans 


within a given time. 70,200 combinations already figured! 


Price: $1.00 per book 


service department. 

... Accurate computation—a mathematical proof is 
applied to each schedule to insure accuracy. 

... Cashier Cards and Schedule Sheets include: (1) 
Payment on interest (2) Payment cn principal (3) Bal- 
ance due. Also included: spaces for date of payment and 
for ‘“‘taxes and insurance’’. 

. .. All orders are filled promptly. 

SPECIAL! Starting with any balance for both Cashier 
Cards and Amortization Schedules. 


Investors Diversified Services, INC. 


Room 306, Investors Bldg., Minneapolis, Minnesota 


Please send me CT Monthly Loan Payment Table Booklets 
C] sets of Cashier Cards C] copies of Amortization Sched- 
ules, figured on the following information: 
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| 1. Balance on Loan. 2. Principal and Interest Requirement. 
white stock especially de- : 3. How payable (monthly, quarterly, etc.) 4. Interest Rate. 
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Individual company records. In the 
ease of each of the 12 life companies 
reviewed specifically, Mr. Gambee indi- 
cates the scope of its business, charts its 
ten-year growth broken down by types 
of policies written, cites operating gains 
over the past five years, explains how 
reserves are calculated, and provides 
financial data as to dividends, book value, 
capital growth, and market range for the 
stock since 1949. 

In a foreword to the study, Henry 
C. Brunie, president of Empire Trust, 
states that his institution is close to the 
investment problems of the life companies 
and has assisted them in obtaining 
private loans through the bank’s special- 
ized knowledge in the oil and gas, 
chemical, and Canadian fields. 

Copies of the booklet, at $2 each, may 
be obtained from Mr. Gambee at the 
downtown office of Empire Trust Com- 
pany, 120 Broadway, New York 5, New 
York. 
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The Reappearancee of 
**Rights”’’ Values 


For many years the Treasury Depart- 
ment has been refunding some of its 
maturing securities by exchange offer- 
ings. The holders of the maturing 
securities are given the “right” to ex- 
change these securities for a new issue 
rather than to accept cash. The Treasury 
Department, following the long tradition 
of investment banking, has generally 
attempted to price the new securities 
slightly above the market so as to en- 
courage a high rate of exchange. If the 
margin is too niggardly, the exchange 
offering may fail. But if the margin is 
generous, outstanding securities having 
the exchange privilege acquire a value 
above their normal investment value— 
a “rights” value. 

Recent reappearance. During the pe- 
riod prior to World War II the Secretary 
of the Treasury then in office tended to 
price exchange offerings generously; he 
wanted to be sure that the exchanges 
were successful and that he could sleep 
nights. As a result there was consider- 
able speculation in rights values by deal- 
ers in government securities and even by 
others. During the War rights values dis- 
appeared; in the early postwar period 
they reappeared but because the Treasury 
offered only short-term securities for 
exchange, the value of rights never be- 
came much of a market factor. 

During the tight money period of 1952 
and 1953, there were naturally very few 
rights values; investors had ample out- 
lets for funds and Treasury Department 
exchanges often were only partly success- 
ful. 

But since the early part of 1954 the 
easier money market, combined with the 
effort to refund some of the debt in 
longer term form, has resulted in the 
reappearance of rights values. 

What are “rights” worth? Once a 
specific refunding offer has been made, 
the securities eligible for exchange imme- 
diately take on a value equivalent to that 
value placed by the market on the newly 
offered securities. But prior to the 
announcement of specific terms, the 
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“The Royal 


helped us open up 


new markets” 





Let the Royal Bank help you “open doors” 
for your clients in the Canadian market. 
Through more than 730 branches in 
Canada’s ten provinces, we are in close 
touch with all important phases of Canadian 
business, industry and finance. 

The Royal Bank has a special depart- 
ment to help American businessmen. It 
can provide you and your clients with 
information on labor, taxes, transportation, 
power—in fact, on almost anything 
from choosing a plant site to arranging 
sales representation. 

We offer full cooperation in helping you 
serve the needs of clients interested in 
opportunities presented by Canada’s 
expanding economy. 


Over 800 branches in Canada, the 
West Indies, Central and South America 
New York, London and Paris. 


THE ROYAL BANK 


OF CANADA 


Canada’s Largest Bank 


New York Agency — 
68 William Street, New York 5, N. Y. 


Total assets exceed $2,800,000,000 








































SEND TODAY FOR 
YOUR COPY OF THIS 
fzce BOOKLET! 





This handbook of basic 
facts and information 

on field warehousing is 
offered to bankers 
without charge. It contains 
42 pages of useful 
information including the 
entire text of the 

Uniform Warehouse 
Receipts Act and dozens 
of testimonials from 
bank customers who have 
used field warehousing 
to supplement working 
capital. 


Mail the coupon today. 
Discover new ways 

to attract customers and 
build business and 
profits for your bank, 


alte atten 


DOUGLAS-GUARDIAN 
WAREHOUSE CORPORATION | 

118 N. Front Street, New Orleans, la. | 

I 





Gentlemen: Please send me a copy of your 
free booklet “Financing the Modern Way.” 


Your Nome and Title. 





Name of your Bank 
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“RIGHTS” VALUE ON | TREASURY SECURI TES S 








Wu aS Ri dhe Value 








2% Send of 12-15-54/52 

2% Bond of 12-15-55/51 

1-7/8% Note of 12-15-55 
5-MONTH MATURITIES 

1% Certificate of 3-22-55 

1-5/8% Certificate of 2-15-55 
~14-MONTH MATURITIES 

‘ Theoretical Yield Without Rights 


1-3/4% Note of 12-15-55 





Approximate Yield” 
SECURITIES YIELDS qj 
2-MONTH MATURITIES 
Treasury Bills 


















Equivalent to a rights value 
of 3/8's to 1/2 of a point 


Equivalent to a rights value of 
more than 1/4th of a point 


Setivulent fo a rights value of 
about 1/8th to 1/5th of a point 
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Looking ahead to Treasury refunding opportunities 


market takes something like this attitude: 
the securities likely to receive favorable 
exchange offers sell at higher prices 
(lower yields) than other securities not 
likely to receive such favorable treat- 
ment. 

For example, Treasury bills are never 
exchanged; they have no “rights” value. 
Traditionally, maturing bonds used to be 
exchanged for longer maturities than 
notes and certificates of indebtedness; 
they tended to have larger rights values 
for a comparable maturity. The new 
practice of the Treasury Department of 
lumping several types of maturing 
securities into a “basket,” all parts of 
which receive the same refunding treat- 
ment, has reduced this differential. But 
even now, odd distinctions are sometimes 
made by the market between otherwise 
comparable securities. For example, the 
1 per cent certificate of March 22, 1955, 
sells at about par or for a yield of 1 per 
cent. But the 1%’s certificate of February 
15, 1955, sells at a yield of about 0.4 
per cent. The market expects that the 
first-named issue of certificates will be 
paid off in cash from tax receipts while it 
expects the earlier issue to be refunded 
favorably; accordingly it has a “rights” 
value. 

In some cases, securities with quite 
favorable expectations sell on a negative 
yield basis; buyers pay more for the 
security than they would receive in 
coupon and principal if the security were 
turned in for cash. 

The estimation of rights values is 
never more than approximate; the figures 
on the accompanying chart are admittedly 
rough estimates. They show the general 


expectation that exchanges over the next 







two months are clearly expected to be 
favorable; there is clear evidence of 
some rights values for some of the half- 
year maturities. At the one-year maturity 
the amount of rights values involved in 
prices is hard to estimate; some amount 
probably exists but the amount shown in 
the chart is an underestimate. Very much 
beyond the one-year maturity, the value 
of rights cannot be estimated, even 
roughly. 

Rights values at present. The accom- 
panying chart shows that at present the 
market is attaching rights values to 
Treasury securities throughout the full 
year 1955. Beyond that point, evidence 
of rights value would be hard to prove 
though it may exist to some slight extent. 
Some investors attempt to assure their 
institution of supplies of investment 
securities by the buying of rights but 
the principal market for rights is still 
among dealers. Other investors attempt 
to anticipate Treasury refundings by 
selling off securities that have acquired 
rights values and buying longer matu- 
rities to suit their tastes and needs. 
Among investors there is considerable 
difference of opinion as to the wisdom 
of doing such anticipatory refunding as 
against waiting for the Treasury offer- 
ing. Tax considerations often influence 
this choice. 

This evidence may be interpreted to 
mean that investors are concerned about 
finding an adequate supply of long-term 
bonds. This implied forecast could be 
upset if the Treasury should increase its 
offerings of such securities; the market 
seems to think this unlikely. The old 
saying is: “Never quarrel with the 
market.” 
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OF NEW YORK 


THE NATIONAL CITY BANK 


Head Office * 55 WALL STREET * New York 


71 Branches in Greater New York 


57 Branches Overseas 





Statement of Condition as of September 30, 1954 














ASSETS 
Cash, Gold and Due from Banks............. $1,363,720,685 
United States Government Obligations........ 1,746,997 ,034 
Obligations of Other Federal Agencies........ 38,417,049 
State and Municipal Securities.............. 610,055,115 
Ca IR ck 2 n't o « dates Kh Vises cewsdces 61,686,992 
EG errs Perr ere res 2,105,408,823 
Real Estate Loans and Securities............ 2,874,840 
Customers’ Liability for Acceptances. ........ 34,678,700 
Stock in Federal Reserve Bank.............. 10,500,000 

Ownership of International Banking 
a cs an Sd had nd koa ¥ 44.cne eon ° 7,000,000 
SE, a ae re er eens 31,183,681 
Se IG sw darn mse ds Weal a eeawcer she ecanbels 3,817,573 
PR oh wk hamewcdah eee dna eka easy $6,016,340,492 

LIABILITIES 

dn ke ee hn eeu cee © ive pe ieee $5,487,027,966 


Liability on Acceptances and Bills. . $64,348,240 
Less: Own Acceptances in Port- 





IN bbe FO ddd ines dake 28;828,454 35,519,786 
Due to Foreign Central Banks.......... Kouve 15,050,400 
(In Foreign Currencies) ; 
Items in Transit with Branches. .......... eee, 2,067,938 
Reserves for: 
Unearned Discount and Other Unearned i, 

ES 2... nae k ead eitbader dntan oe + 22,410,637 
Interest, Taxes, Other Accrued Expenses, etc. ' 40,995,318 
PRES hove d edo. canied ere BRR hels eee ; 4,125,000 

SS G Satink as ea ade couse eee $150,000,000 
(7,500,000 Shares—$20 Par) 
ES ee ree reer 200,000,000 
Undivided Profits............... 59,143,447 409,143,447 
PU 0 40+ hues e okbal WER SeN ERE Aa $6,016,340,492 








Figures of Overseas Branches are as of September 25. 


$395,624,732 of United States Government Obligations and $16,539,400 of 
other assets are pledged to secure Public and Trust Deposits and for other 
purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





Affiliate of The National City Bank of New York for separate 
administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 


Head Office: 22 William Street, New York 
Capital Funds $32,614,112 





DIRECTORS 


HOWARD C. SHEPERD 
Chairman of the Board 


JAMES S. ROCKEFELLER 
President 


RICHARD S. PERKINS 
Vice-Chairman of the Board 


STANLEY C. ALLYN 
President, The National Cash 
Register Company 


SOSTHENES BEAN 
Chairman, International 
Telephone and Telegraph 
Corporation 


CURTIS E. CALDER 
Chairman of the Executive 
Committee, Electric Bond and 
Share Company 


CLEVELAND E. DODGE 


Vice-President, Phelps Dodge 
Corporation 


RALPH GWIN FOLLIS 
Chairman of the Board, Standard 
Oil Company of California 


DE WITT A. FORWARD 
Senior Vice-President 


ROY H. GLOVER 
Vice-President and General 
Counsel, Anaconda Copper 
Mining Company 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co, 


HARRY C. HAGERTY 
Financial Vice-President, 
Metropolitan Life Insurance 
Company 


AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 


KEITH S. McHUGH 
President, New York 
Telephone Company 


ROGER MILLIKEN 
President, Deering, Milliken & 
Co., Incorporated 


FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 


REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 


BOYKIN C. WRIGHT 
Shearman & Sterling & Wright 
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When you think 


of your 
PITTSBURGH 
banking needs 


ink of 
PEOPLES 
FIRST. 


At the close of 1953, 
based on deposits, 
Peoples First National 
ranked 42nd in size 
among the 13,983 com- 
mercial banks in the 
country. Our position 
was 28th based on 
Capital and Surplus, 
and 34th based on 
Capital, Surplus and 
Undivided Profits. Cap- 
ital Funds equalled 
8.40% of our deposits 
compared with 7.40% 
for all commercial banks. 

We invite you to take 
advantage of our strong 
position and “Think of 
Peoples First” for any 
of your banking needs. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 


Member Federal Deposit Insurance 
Corporation 









































Hardware Budget Plan 


Credit selling is at last invading the 
retail hardware field, traditional strong- 
hold of cash-and-carry operations, and 
local banks will be depended upon to pro- 
vide the financial sinews necessary to 
effect the transition. 

Sparking the program is the National 
Retail Hardware Association, with head- 
quarters at Indianapolis. A 12-man com- 
mittee, including representatives of man- 
ufacturers and wholesalers as well as re- 
tail dealers, last month put finishing 
touches on a Hardware Budget Plan 
which is expected to push the nation’s 
retail hardware sales past the $3 bil- 
lion mark within 18 months. Currently, 
the association is starting a broad pro- 
gram of credit education for its 23,000 
members, and the instalment selling op- 
eration will be launched at the dealer 
level in January. 

Complete kit. “We will furnish our 
members with a special manual and a 
booklet for training employees in credit 
selling,” explains Russell R. Mueller, 
managing director of the association. 
“All the necessary forms, coupons and 
charts will be provided. We will show 
the retail hardware man how to obtain 
credit and how to determine to whom 
it should be extended. He will have every- 
thing necessary to get into the budget 
selling business.” 

A year’s study of various credit sell- 
ing plans convinced the special commit- 
tee that the Hardware Budget Plan 
could best be handled through local banks, 
although not at the customer level. It is 
anticipated that the hardware retailer, 
where his own capital is insufficient, will 
borrow funds from his own local banker 
to set up the budget selling plan. From 


there on the merchant will assume full 
responsibility for the operation. He will 
investigate credit standings, handle cou- 
pon books and receive payments. “There 
will be no direct dealings,” says Mr. 
Mueller, “between the hardware customer 
and the bank.” 

In view of the stability of the hard- 
ware business and the relatively few 
failures, the association feels that the 
retailers in this field should be excellent 
candidates for bank credit. 


* ° e 


Aids to Understanding 
European Finance 

European and world economic condi- 
tions as seen from the continental bank- 
er’s viewpoint can be gleaned from a 
number of European banking publica- 
tions. While the majority are available 
only in the language of the country of 
origin, some are printed in English. 

Switzerland. The Swiss banks are 
active in this respect. The Swiss Bank 
Corporation prepares a monthly bulletin 
in English, which discusses the general 
economic situation, foreign trade, trends 
in specific industries, federal finances, 
etc., and also provides statistical infor- 
mation of interest. The Union Bank of 
Switzerland issues special reports period- 
ically on various phases of the national 
business life; one recent issue covered 
currency controls, security fluctuations in 
a number of countries, and foreign trade 
trends. 

Banque Nationale Suisse issues month- 
ly financial bulletins in German and 
French on all phases of Swiss and Euro- 
pean finances and trade. It also issues 
special quarterly reports on trade and 


European bank publications, in English, cover economic trends 
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QUARTERLY REVIEW 
issued by 
THE STATISTICAL DEPARTMENT 
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industry, and an annual report on the 

tourist trade in Switzerland. 
European bankers also recommend for 

North American reading the monthly 


Swiss Review of World Affairs, pub- | 


lished in English by the daily Zurich 
newspaper, “Neue Zuricher Zeitung,” 
which many consider to be the leading 
newspaper on the continent. The monthly 
publication is available at $7 annually 
through the University of Chicago Press. 


Italy. For a better understanding of 


Italian business and finance, an excellent | 


information source is the bi-monthly 
Review of the Economic Conditions in 
Italy, published in English and Spanish 
by Banco di Roma. The issues contain 
approximately 175 pages, and include 
articles by leading authorities, as well 
as a news section, marketing informa- 
tion, reviews of books and publications, 
and a comprehensive statistical section. 


The Netherlands. A number of Nether- 
lands banks have economic bulletins, 
including a weekly one issued in Dutch 
by De Twentsche Bank. This is a one- 
page sheet, devoted each week to a dif- 
ferent topic on Netherlands, Indonesian 
or world economic developments. Issues 
are sometimes devoted to the securities 
of Netherlands industries, and occa- 
sionally to U.S. securities. The bank also 
issues one-page reports on latest currency 
and foreign exchange trends, and periodic 
bulletins in French or English on eco- 
nomic conditions in the Netherlands. 


Sweden. An interesting quarterly re- 
view is published in English by the 
statistical department of Skandinaviska 
Banken Aktiebolag, in Sweden. It con- 
tains some excellent articles of general 
interest. One, for instance, describes the 
bank’s experience with a program of 
joint .councils to facilitate consultation 
between management and employees. 

By no means a complete catalog of 
the periodical material available on 
European economics and banking, the 
foregoing examples are merely cited here 
as indicative of the wealth of data being 
issued. 

The September, 1954, issue of Bur- 
roughs Clearing House called attention 
to the growing European interest in 
North American securities, a trend in 
which the European banks have played 
a leading role. 


Bank displays stock quotations 
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“letters 
look. better 


TON BOND” 


For the final stamp of approval, your 


letters need the quality and impressiveness of 





new Weston Bond .. . a brighter, whiter rag 
content paper made better by Weston. 

Ask your printer to use it. Write for sample 
book. Address Dept. BU 


BYRON WESTON COMPANY, DALTON, MASSACHUSETTS 
Makers of Papers for Business Records since 1863 









Further evidence of this is seen in 
the view below, of a window display at 
the Union Bank of Switzerland, Zurich, 
in which there are price quotations for 
leading stocks listed on the New York 
Stock Exchange, along with quotations 
from other exchanges. 


* e e 


Financing Entertainment 


The financing of television films may 
now be considered a safe investment for 
bankers, according to Milton A. Gordon, 
president of Television Programs of 
America, and a former executive vice- 
president of Walter E. Heller & Co., 
industrial finance firm. 

Key to the change of television from 
a gamble to a good investment is distri- 
bution, according to Mr. Gordon, who 
discussed the subject at the tenth annual 
convention of the Commercial Finance 
Industry last month. 

More predictable. “Distribution,” he 
said, “has now reached such a high state 
of efficiency among the three or four top 
companies that television is right now 
more predictable from a financial stand- 


point than motion pictures. I don’t say | 


that a small company with a small sales 
staff is a good risk for a series of $35,000 
programs. There are too many industry 
factors which mitigate against recovery 
of such a high price by a company with- 
out a strong sales organization. But given 
a reasonably-priced series of good quality 
and working with one of the better 

















makes a good impression 


for your bank 
BECAUSE... 


It provides rural or urban banking 
customers with a weekly guide to 
business trends in concise, accurate 
and easily understood language. 
With the Bank’s imprint on each 
copy of Impact going to clients and 
new business propects, it is an eco- 
nomical way to make sure that your 
bank’s name is always in the pic- 
ture—with Impact! 


Find out for yourself. Make your own 
test, without any cost or obligation. Write 
today for details. 


IMPACT 
THE ECONOMIC DIGEST 
149 Broadway New York 6, N.Y. 


A Business News Associates Publication 
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... that a financial institution’s best source of 
assistance in determining the form and 
amount of Blanket Bond protection it requires 


is an experienced bonding specialist. 


F&D has specialized in meeting the bonding 


needs of financial institutions for 64 years, 
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distributors, I feel there is a margin of 
safety in a 50 to 60 per cent loan. In 
this area, a safe loan can be liquidated 
fairly comfortably, with some semblance 
of a decent profit. 

“In other words, I am confident that 
the television field, at least in the area 
of filmed program series, offers a reliable 
as well as fascinating area of potential 
financial activity.” 

In perspective. Tracing the history of 
banking interests in show business, Mr. 
Gordon said “. . . while bankers have 
met the needs of business for hundreds of 
years, it is for little more than three 
decades that bankers have regarded 
Pa cae ™ the entertainment 

, world as a good 
credit risk . 
Entertainment be- 
came ‘big business’ 
and a subject for 
banking activity in 
the early nineteen- 
twenties with the 
great expansion of 
the motion picture. 

“The motion pic- 
ture gave to the en- 
tertainment world 
what it did not 
have before, an ‘area of predictability,’ 
he said. He noted that during the 
hey-day of motion picture activity, 
from 1925 to 1945, there were 15,000 
to 20,000 motion picture’ theatres 
in this country which consumed great 
amount of movie features. This great 
demand for film provided a certain se- 
curity to investors. 

Financing pattern. “During the last 
war,” added Mr. Gordon, “when the fi- 
nancing of motion pictures was at its 
height, it was said that any so-called ‘A’ 
picture... would gross a million dollars. 
This gave the bankers what they regard- 
ed as a safe ‘area of predictability’. By 
rule of thumb, they could quickly calcu- 
late that if there was a distribution fee 
of 25 per cent and a print and advertis- 
ing cost of $150,000, that $600,000 would 
remain as the producer’s share. Accord- 
ing to the conservativeness of the banker, 
he would then make his loan. The usual 
pattern was 60-20-20. The first money 
loan of 60 per cent of the budget, the sec- 
ond money loan of 20 per cent, and the 
so-called ‘end money,’ or equity of 20 
per cent. Often, the ‘end money’ was not 
put up in cash, but in deferments from 
actors and others in the project.” 

Safe margin reduced. However, he re- 
ported, the motion picture field changed 
so that four or five years ago the Walter 
E. Heller Co. of Chicago, as the result of 
a lengthy study of the movie business, 
decided that instead of a minimum pro- 
ducer’s share of $600,000 based on a 
gross of a million, the safe area for an 
ordinary motion picture was a loan of 
no more than $200,000.” He emphasized 
this did not apply to big pictures with 
great stars, director and story. 

Mr. Gordon also acknowledged that a 
measure of financial stability was now 
being reached in Hollywood by “various 
means of cross-collateralization,” where- 
by a group of pictures is pledged on the 
theory that the profits of good pictures 
will cover the losses on the poor ones. 
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J To Serve You Better 


Two time-honored names in banking have become one . . « 


CHEMICAL CORN EXCHANGE BANK 


--- now that the merger of Chemical Bank & Trust Company and Corn Exchange 
Bank Trust Company has been consummated. 





For more than a century each of these institutions has been identified closely with the 
economic growth of the nation and the development of its banking system. 


No two banks could better complement each other. Their merger creates a network of 
98 offices conveniently located in all five boroughs of New York City, with capital 
funds of more than $187 million and resources of $2.9 billion. 


We value highly the relationships we enjoy with correspondent banks throughout the 
United States and in more than 5,000 communities abroad. To these old friends and 
new ones we now offer expanded facilities—and, with a larger staff, we shall continue 
the high standards of service which have characterized Chemical Bank since 1824 and 
Corn Exchange Bank since 1853. 


You can call on Chemical Corn Exchange Bank with confidence. 


..... Condensed Hlatement of Condilion..... 
At the close of business October 15, 1954 
ASSETS LIABILITIES 


Cash and Due from Banks $ 730,304,475.33 Capital Stock $ 42,940,000.00 
U. S. Government Obligations 847,909,130.64 127,060,000.00 
State, Municipal and Public Securities 308,293,939.22 Undivided Profits 17,697 ,685.16 
Other Bonds and Investments Pi pny $ 187,697,685.16 
Banking Ho Saned 9,081,956.35 Reserve for Contingencies. ..... 7,593,251.22 


Customers’ Liability on Acceptances. . 43,688,728.16 prewcn ow uae nay” gal op pigeons 
Accrued Interest and Accounts Receiv- ne ney rey os aw gre 


5,874,701.38 ’ , ’ : 
$2,900,369,498.74 $2,900,369,498.74 














Securities carried at $252,809,650.55 in the foregoing statement are deposited to secure public funds and for other purposes required by law, 





Chairman Vice Chairman 
N. BaxTER JACKSON Joun R. MCWILLiIAM 


President 
Harrop H. HELM 


Executive Vice Presidents 
Isaac B. GRAINGER E. Herrick Low GiILBErT H. PERKINS 
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Millions for tenpennies! 


Here’s how commercial banking 
contributes to the world’s biggest 
output of hardware. 


In 1953, for American craftsmen — 
amateur as well as professional—the 
hardware industry produced some 
1,680,000,000 pounds of nails. 

But that’s only one small item in 
the annual production of our great 
hardware industry! 

Last year’s total outlay for hard- 
ware came to a cool $2,698,000,000! 
With this figure in mind it’s as obvi- 
ous as a hammer-hit thumb that 
somebody had to put an awful lot of 
cash on the keg head to keep produc- 
tion ahead of demand. 

That somebody is very often a 
banker, and here’s the story. 


Bankers step in when needed 


Big hardware manufacturers often get 
along very well by ploughing part of 


last year’s profits back into this year’s 
production. But big or small, most 
manufacturers find it’s often conven- 
ient or more practical to supplement 
working capital for the financing of 
seasonal needs. At such times they 
turn to banks. 


Banks in action 


Commercial banks with their short- 
term loans help hardware manufac- 
turers stock up on raw materials. 
Bank loans provide cash for the 
heavy costs of expanded production 
and marketing. In your own commu- 
nity they frequently help your dealer 
increase his inventories to meet peak 
season demands. And they may even 
help you finance the bench saw, drill 
press or power lathe you want for 
vour own home workshop. 


How come? 
What banks do for the hardware in- 


dustry is somewhat similar to what 
bees do for sweet clover. They bring 
on the necessary ingredients for 
growth because it’s their job in the 
scheme of things. Banks exist to put 
money to work. It’s as simple as that.’ 
This money ... by and large the 
money you invest and deposit ... 
also puts men and women to work. 
The fruits of its labor are a higher 
standard of living and a wider oppor- 
tunity to share in the greatest abun- 
dance of goods and services the world 
has ever known. 

The Chase National Bank, first in 
loans to American industry, is proud 
of banking’s contribution to the prog- 
ress of our country. 


The CHASE National Bank 
OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 
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Glass Bank Showease Sets 
New Merchandising Trend 


The exterior of the new five-story 
Fifth Avenue office of the Manufacturers 
Trust Company, New York City, is made 
entirely of glass set in polished aluminum 
frames. Opened for business in early 
October, the branch is a notable depar- 
ture in a city of towering skyscrapers 
and brings banking activities into full 
view of eight million New Yorkers. 

“The glass walls,” said Horace C. 
Flanigan, Manufacturers Trust presi- 
dent, “give the bank a wide-open, invit- 
ing look and turn it, day and night, 
into a giant showcase. The building will 
be its own best salesman, a merchandis- 
ing concept new in banking and one that 
we believe pioneers the way to better 
customer service.” 

Vault in full view. Modernity is the 
theme of the interior as well as the ex- 
terior of the new office. On the main 
floor only ten feet behind the glass wall 
the bank’s vault faces Fifth Avenue. Its 
stainless steel and polished bronze door 
is seven feet in diameter and weighs 30 
tons; yet is so delicately balanced it can 
be swung open or closed with ease. The 
door was designed by stylist Henry Drey- 
fuss, the building architects and Mosler 
Safe Company engineers. 

On the first floor also are seventeen 
positions for paying and receiving tellers. 
Tellers work over open counters free of 
grillwork of any kind. Moreover, there 
are no fixed positions. During rush 
hours tellers simply move aside to make 
room for extra help, wheeling with them 
mobile buses containing their currency. 

Sculptured metal screen. The highlight 
of the second floor, which contains 170 





COVER PICTURE 


The Manufacturers Trust Company’s 
new glass bank in its setting on Fifth 
Avenue at 43rd Street, New York City 
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New Fifth Avenue office, Manufacturers Trust Company, New York City 
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Main banking room is impressive functionally, artistically 


feet of tellers counter space for com- 
mercial accounts, is a 70-foot long, 16- 
foot high sculptured metal screen. It 
weighs six tons and serves as a back- 
drop for the main banking room. It was 
designed by the Pennsylvania sculptor, 
Harry Bertoia, who fashioned the screen 
from 800 metal panels, each 30 by 8 
inches, weldged together by an intricate 
web of steel connecting bars. The varia- 
tion of panel spacing, the free use of im- 
aginative forms and the play of flood 
lamps on the surface of the screen lend 
unique interest to it. 

Executive offices. The top floor has 
offices for the company president, the 
vice-president in charge of the Fifth 
Avenue office and for out-of-town vis- 
itors. Here also are a lounge, dining room 
and small kitchen. In addition to its 
regular use by the company’s board of 
directors, the board room will also be 
used for other business gatherings and 
will be available as a meeting place for 
neighborhood community groups. 


Big F.P.R.A. convention turnout emphasizes group’s growth 


President L. L. Matthews addresses general session meeting 
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The building was constructed at a cost 
of $3 million. It is air-conditioned 
throughout and has cafeteria, lounge and 
recreation areas for employees on the 
floor below ground level. 
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Bank Paths that Point 
to Good Public Relations 


Membership in the Financial Public 
Relations Association has grown steadily 
in the past few years with the result of 
a larger annual convention each year. 
More than 1,000 members attended the 
association’s recent annual meeting in 
Washington, D.C. A brief glimpse into 
the variety of ideas emanating from 
some of the principal speeches and de- 
partmental and clinical sessions gives an 
insight into the reasons for the associ- 
ation’s growth. 

Among the principal speakers to high- 
light the well-rounded “working conven- 
tion” program this year were L. L. Mat- 
thews, F.P.R.A. president, and president, 
American Trust Company, South Bend, 
Indiana; Homer J. Livingston, president 
of The First National Bank of Chicago, 
Illinois, and newly elected president of 
the American Bankers Association; Ben 
H. Wooten, president, First National 
Bank in Dallas, Texas; and J. Ed Drew, 
director of public relations, Lever Broth- 
ers, New York City. 

Choice, responsibility, service. “Every 
bank has public relations; you can’t take 
it or leave it alone,” Mr. Matthews de-, 
clared to the delegates. “The choice is 
whether you have good public relations 
or bad public relations.” 

In stressing the major responsibilities 
of overall planning and highly technical 
decisions along with the responsibility of 
senior officials in establishing sound pub- 
lic relations policies, Mr. Livingtson said 
there was an urgent need for a thorough 
program of executive training and a 
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need to know economic trends in every 
industry. 

Mr. Wooten in his talk admonished the 
F.P.R.A. delegates to remember when 
writing advertising that a customer 
doesn’t buy a paper; he buys news. He 
does not buy glasses; he buys vision. He 
doesn’t buy a ticket to the show; he buys 
entertainment. He doesn’t buy a place to 
deposit his money; he buys services. “And 
once we get him,” declared Mr. Wooten, 
“let’s never let him go.” 

Director representation, job description. 
Mr. Drew, who has had extensive exper- 
ience also as a bank advertising execu- 
tive, posed two sixty-four dollar ques- 
tions. “How many banks have a di- 
rectors’ committee on public relations?” 
he wanted to know. Banks have trust, 





loan, other committees, he pointed out, 
but how many have put public relations 
on a board committee level. He wént on 
to say that, many banks have many 
directors who are pretty good public 
relations men in their own right, and 
that maybe the bank public relations men 
who complain about lack of support have 
not sought their assistance. 

Mr. Drew also wanted to know what 
reasons there are for not writing out a 
complete job description for public rela- 
tions activities, spelling out the functions, 
listing the duties, and clearly setting 
forth the relationships of public rela- 


.tions men with the boss and other 


departments. 
Departmental, clinical groups. Ideas 
flowed with the freedom of water at 














Yesterday’s losses can be insured now! 


Indemnity’s new excess Bankers’ Blanket Bond insurance provides 
catastrophe protection for discovered losses in excess of a specified under- 
lying amount. It applies whether the losses occurred before the bond 


was written or while it is in force. 


If you like, you can buy this new coverage to provide excess protec- 
tion on employee dishonesty only. And it is available at reduced, low rates. 


Get all the details on this new, money-saving Blanket Coverage from 
your Indemnity Company Agent. He will be glad to show you how easily 
it can be fitted into your present insurance program. 


Protect what you have© 


Philadelphia 1, Pa. 





INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies, which are headed 
by Insurance Company of North America, founded 1792 

















New F.P.R.A. officers 





the departmental and clinical sessions. 


Among some of the speakers at these 
meetings, quoted here, were: Roy H. 
Gibbs, vice-president, First National 


Bank, Orlando, Florida; R. Kirby Whyte, 
assistant vice-president, The Indiana 
National Bank of Indianapolis; Thomas 
O. Waage, manager, public information 
department, Federal Reserve Bank, New 
York City; Ralph J. Lueders, vice-presi- 
dent and treasurer, First Federal Sav- 
ings and Loan Association, Chicago; 
Warren T. Hackett, vice-president and 
trust officer, Huntington National Bank, 
Columbus, Ohio; James B. Ritsema, 
assistant cashier, Grand Haven (Mich- 
igan) State Bank, David E. Detrick, 
vice-president, Gem City Building and 
Loan Association, Dayton, Ohio; and 
Orrin H. Swayze, executive vice-presi- 
dent, First National Bank, Jackson, 
Mississippi. 

Formality, direct mail, publicity. Mr. 
Gibbs: Custom and the dignity of the 
banking profession has decreed that the 
banker wear his coat. But the customer 
wants to know that his banker is human 
too, and that underneath his coat he has 
his sleeves rolled up ready to work for 
the customer’s best interest. 

Mr. Whyte: The garden-type variety 
of direct mail is out of place when it 
comes to selling banking services to 
selected groups. The use of personalized 
mailing with quality and dignity assumes 
added prominence for reaching particular 
groups of prospects. 

Mr. Waage: Shyness and publicity 
seeking are the greatest handicaps bank- 
ers have in relationships with newspapers 
and magazines. Editors are grateful to 
news sources giving them information 
and leads. But demanding publicity- 
seekers are not condoned. Their evalua- 
tion of news is about as welcome as an 
editor’s criticism of a bank’s judgment 
on loans made or declined. 

Babies, free service, interviews, Mr. 
Lueders: Actually, American savings in- 
stitutions are just beginning to tap a 
huge new market that has developed out 
of the bumper baby crop of World War 
II and the post-war period. The biggest 
news in savings today is the increasing 
volume of children’s savings. 

Mr. Hackett: Our new business pro- 
gram on the theme “estate analysis and 
the need for it” was introduced with an 
intensive newspaper campaign and sup- 
plemented with direct mail pieces em- 
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service. The program resulted in a 30 
per cent increase in gross profits with a 
corresponding 30 per cent increase in 
net profits. A total of 474 items of new 
business was developed. 

Mr. Ritsema: Personal interviews with 
employees are two-way discussions of 
problems which are not possible with 
bulletins, staff handbooks or suggestion 
boxes. When one sits down in private 
with an employee, both the employee and 
the supervisor can benefit. 

Selectivity, budgets. Mr. Detrick: Make 
sure your advertising messages appear 
when and where your customers are 
likely to be looking or listening. Don’t 
prefer, as so many financial institutions 
do, to advertise the virtue of home 
ownership and try to convert the pros- 
pect’s: thinking from renting to buying. 
Such procedures sometimes fail to make 
the most of the opportunity to sell your 
own organization. 

Mr. Swayze: It is highly improvident 
and foolish to spend an _ un-planned 
advertising dollar. When you _ think 
advertising can do what you want done 
for your bank (and it will if you plan 
it), find out what it costs after you make 
the plan and before putting it into opera- 
tion. 

Association’s new officers. The newly 
elected F.P.R.A. officers, shown in the 
photo on page 16, are, l. to r.: O. H. 
Swayze, 3rd vice-president; W. W. Dela- 
mater, Ist vice-president, and vice-presi- 
dent, Tradesman’s Land Title Bank & 
Trust Co., Philadelphia; Rod McLean, 
president, and assistant vice-president in 
charge of public relations, Union Bank 
& Trust Co., Los Angeles; W. E. Single- 
tary, 2nd vice-president, and vice-presi- 
dent, Wachovia Bank & Trust Co., Win- 
ston-Salem, N. C.; and A. G. Bradt, treas- 
urer, and second vice-president, Continen- 
tal Illinois National Bank & Trust Co., 
Chicago. 
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New Proof of 
N.A.B.A.C. Progress 


Another milestone of progress was 
passed by The National Association of 
Bank Auditors and Comptrollers in mid- 
September when it moved into enlarged, 
modern quarters in Chicago’s First Na- 
tional Bank Building. It was the associa- 
tion’s fifth move since it established a 
national headquarters in 1940. 

The larger office space was made neces- 
sary by the association’s growth and the 
expansion of its activities, President Ira 
C. Chaney said at an open house marking 
the official move. He pointed out that this 
was following precedent, since all pre- 
vious moves likewise were the result of 
the increased membership and the in- 
creased demand for association services. 

5,300 member banks. On the associa- 
tion’s growth, Mr. Chaney, who is aud- 


itor of the Crocker First National Bank, | 


San Francisco, noted that in 1940, when 
the national headquarters’ office was first 
opened in Cleveland, there were 35 con- 
ferences, or local chapters, and a total 
of 1,350 member banks. In 1945, when 
the headquarters was moved to Chicago, 
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Clear 


by air mail 


Faster clearance hasn’t yet been devised. Our 
clearances go direct by air mail to our own cor- 
respondents in all principal cities of the U.S. A. 
It’s a service you'll appreciate. 


Pennsylvania Company correspondents enjoy 
other helpful services, too. Our transit opera- 
tions are conducted on a 24-hour-a-day basis. 
As one of our correspondents you have at your 
disposal all the facilities of our Trust, Real 
Estate and Foreign Departments. This is also 
true of our credit file—one ‘of Philadelphia’s 
largest. You'll be pleased, we’re sure, with the 


efficiency of our securities staff. 


Drop us a line or stop in the next time you’re 
in Philadelphia. We'd like to tell you more 


about our service to correspondents. 


The Pennsylvania Company 


for Banking and Trusts 
Founded 1812 


24 offices, Philadelphia and suburbs 
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BUSINESS MAN 


If you are doing business 
regularly in Milwaukee © 
and Wisconsin, a banking 
connection with Marshall 
& Ilsley will be very 
important to you. 


Our experience, state-wide § 
contacts and interested 
personal attention to 
your business needs will 
prove most valuable. 






























































BANKER 


And for complete 
Correspondent Banking 
Service throughout 
Wisconsin, you’ll want the 
quality and quantity of 
service Marshall & Ilsley 
has to offer. Whatever 
your need may be — 
collections or counsel — a 
call from you will receive 
immediate attention. 

















The N.A.B.A.C. has needed enlarged space 5 times since 1940 


the association had 52 conferences and 
2,000 member banks. These figures, he 
said, compare with 150 local conferences 
and 5,300 member banks today. 

Activities have shown a similar ex- 
pansion, he said, both as a result of the 
demands of the membership and as a 
result of the association’s own initiative 
in keeping abreast of audit and operat- 
ing problems. Among these activities, he 
said, have been the following: 

Technical, research work. The organi- 
zation in 1945 of a technical and research 
division to work with the association’s 
committees and commissions. Mr. Chaney 
illustrated the activities of this group by 
noting that it had reported on some 46 
projects on audit and operations, bud- 
getary control, tax interpretation, for 
the fiscal year ending August 31. Its 
work includes the issuance of manuals 
and reports and the handling of numerous 


| special requests received from association 


members. 

Conference liaison, school. The organi- 
zation of a conference liaison division to 
work with conferences throughout the 
country in keeping them in close touch 
with association activities, suggesting 
monthly meeting programs, aiding in the 
formation of new conferences and 


_ handling other conference matters. 


The organization of the N.A.B.A.C. 
School for Bank Auditors and Comptrol- 
lers, which has just concluded its second 
year of a three-year course, now has a 
total enrollment of 154. By next year, 
total enrollment will be 300. 

In the meantime, the association has 
carried forward its “War on Bank 
Fraud,” has undertaken the quarterly 
publication of a “Bank Fraud Prevention 
Bulletin” and has instituted a popular 


| program of aid and counsel to any bank 


in establishing an audit control program, 
regardless of whether or not the bank 
is an association member. ° 

Beyond that, the national office has 
improved the association’s publication, 
“The Auditgram,” and has stepped up its 
handling of press relations. 

18,000 mailings per month. At the 
open house, Executive Secretary Darrell 


R. Cochard recalled the beginning of the 
first national office, which was operated 
by a part-time assistant, a part-time 
stenographer and himself. Since then, 
he said, the head office staff has grown to 
a total of 16. This group, he points out, 
is currently preparing material repre- 
sented by monthly mailings of some 
4,800 letters, some 8,200 copies of “The 
Auditgram,” and some 5,000 mailings of 
other material. This totals, he says, some 
18,000 mailings per month. 

The new headquarters office, which is 
shown in the accompanying illustration, 
is attractive in appearance and provides 
a practical layout for staff operations. 
It consists of the main room illustrated, 
private offices for Mr. Cochard and As- 
sistant Executive Secretary Harry E. 
Mertz, and a duplicating and mailing 
room at the rear. 
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Safe Deposit Box 
Rate Upturn Predicted 


A predicted increase in safe deposit 
box rental rates and an admonition 
against negligence in operating the serv- 
ice were contained in a recent speech by 
Clifford Steger before a meeting of the 
St. Louis Conference of Bank Auditors 
and Comptrollers. Mr. Steger is manager 
of the First National Safe Deposit Com- 
pany, subsidiary of the First National 
Bank in St. Louis, Missouri. 

He said that fifty years ago the small- 
est box at his company rented for $5 per 
year. However, salaries and costs of com- 
modities have increased at least eight 
or ten times over this period, but the 
rental on the same box is still $5. Mr. 
Steger indicated that safe deposit serv- 
ice cannot be dropped in lieu of rental in- 
creases. “Whether operated at a profit 
or loss,” he said, “safe deposit is an im- 
portant part of a complete service.” 

In warning against negligence in safe 
deposit departments, Mr. Steger said, 
“Every transaction is a potential law- 
suit if the handling is slipshod. Your case 
is already lost if you can be proved neg- 
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ligent or without system in handling 
safe deposit routines.” 

The speaker went on to say that when a 
judge can find no law or a previous court 
decision which applies to a safe deposit 
case brought before him, he then ascer- 
tains whether or not the vault manage- 
ment handled the situation in question in 
conformity with the established practice 
as used in well-managed vaults under 
such circumstances. The judge then 
makes his decision accordingly. 
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National City **Travelplan”’ 


Personal loans for travel and vaca- 
tion, without co-maker and at very low 


cost, are now offered to customers of 
The National City Bank of New York 
under a new arrangement called “NBC 
Travelplan.” 

In a recent letter sent to all airlines, 
railroads, steamship companies, bus lines 
and travel agencies, J. Andrew Painter, 
vice-president in charge of the bank’s 
personal credit department, advised that 
the entire loan transaction could be made 
in agency or carrier ticket offices. 

Eligibility, terms. Loan amounts of 
$60 up to $5,000 are available under the 
new plan for periods of 12, 18 and 24 
months. No downpayment is required and 
monthly payments are as low as $5. The 
loan cost is $3.83 per annum per $100 
face amount of the note. Life insurance 
coverage for the unpaid balance out- 
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“Travelplan” instructions for 
travel lines, agencies 


standing is provided without additional 
cost. 

Any person over 21 years of age who 
earns a regular income, who has a good 
record for paying obligations, and who 
works or resides in the New York City 
areas is eligible for the loans. The bor- 
rower is not required to be a depositor 
of the bank. 

Mechanics of plan. To obtain the loan 
the borrower simply goes to the office of 
the carrier or travel agent, makes his 
reservation, fills out a one-page appli- 
cation and signs a promissory note. The 
papers are then forwarded to the bank 
where they are checked and returned 
promptly to the carrier or travel agent 
upon approval. A payment book and 
copy of the note is then sent to the bor- 
rower and monthly payments are made to 
any one of the bank’s 71 branches in 
New York City. 

In his letter to the carriers and travel 
agencies, Mr. Painter said there is no 
liability or risk to them except that of 
the warranty stated on the application to 
the effect that it is a bonafide transac- 
tion. The carriers and agencies are pro- 
vided with application pads, promissory 
notes, envelopes, instructions and a rate 
chart. 
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Pennsylvania Company 
Profit-Sharing Plan 


A profit-sharing plan for employees 
of The Pennsylvania Company for Bank- 
ing and Trusts that provides a combina- 
tion of annual cash and savings benefits 
has been approved by the board of direc- 
tors. The plan will benefit approximately 
2,000 employees and will become effective 
this year, subject to approval by the 
Internal Revenue _ Service. 

Every employee with three or more 
years continuous service is eligible for 
membership. Each member’s share of the 
fund will be based upon a percentage 
of his salary, which percentage will be 
the same for all members. Members will 
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receive each year a sum up to six per 
cent of the bank’s net operating earnings 
before income taxes, provided net earn- 
ings after taxes and expenses exceed six 
per cent of the bank’s capital funds. 

One-half of each member’s share, but 
not more than six per cent of his salary, 
will be paid to him in cash; the balance 
will be placed in trust, invested and paid 
to the member with all accumulated in- 
come when he retires. An employee lack- 
ing the three-year eligibility qualifica- 
tions will receive the cash payment but 
not the trust benefit until he becomes a 
member. 

The trust feature of the plan will enable 
employees to accumulate savings for re- 
tirement in addition to proceeds from the 
pension plan now in effect at the bank. 
In case of emergency, a member may 
draw needed sums from his trust fund 
before retirement. 

Cash payments from the fund will 
be made this year in December, and in 
future years in early January. The bank 
states that based on an estimate of 1954 
profits, each member this year will re- 
ceive approximately 10 per cent of his 
annual salary, one-half in cash and the 
remainder in trust. 
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Lifetime Earnings Display 


A recent display of the First Federal 
Savings & Loan Association, Chicago, 
Illinois, received considerable attention 
during the week-long observance of the 
state savings-and-loan league’s 75th an- 
niversary. 

The display consisted of $264,000 in 
currency that represented the total life- 
time income of a family with average 
earnings of $6,000 a year for 44 work- 
ing years, or from age 21 to 65. The 
money was divided into seven stacks, 
each one representing an item—food, 
clothing, savings, etc.—in the family 
budget suggested by the First Federal’s 
“balanced living budget plan.” 

Placards near the money piles ex- 
plained each one. A family that had‘ ad- 
hered to the budget program faithfully 
for 44 years would have at the end of 
the period: a $15,000 house fully paid 
for; savings and life insurance cash val- 
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THE DAIRY INDUSTRY of Los Angeles 
County leads that of any other county 
in the United States, with more milk 
cows, larger milk production, and 
greater total value of dairy products 
sold. In 1953 the County's dairy produc- 
tion value was $79,556,400—equal to 
V4 of the total value of all County agri- 
cultural industry and making dairying 
by far the outstanding agricultural in- 
dustry in Los Angeles County. Total 
worth of dairy products was almost 4 
times that of truck crops, three times 
that of all citrus fruits, and greater than 
the combined value of all fruit, nut, and 
field crops, including citrus. 





STATEMENT oF CONDITION 


SEPTEMBER 30, 1954 











RESOURCES 
Cash and Due from Banks ............ $ 373,394,759.62 
U. S. Government 

Securities ........ $1,101,520,128.26 
State and Municipal 

Securities ......... 69,288,064.62 
Other Bonds and 

Securities ......... 19,778,584.01 1,190,586,776.89 
Loans (less reserves). .......sccseseeees 477,665,910.38 
Earned Interest Receivable ............ 8,894,473.61 
Customers’ Liability— Accept. and L/C 3,080,446.92 
| Ee ren 3,901,688.80 
CERNE FD 0 bcc dei divcsecstdetects 72,389.43 

EP. aiwitsivevedsutscewnaul $2,057,596,445.65 

LIABILITIES 
CNR 5 cid iyn cnn sees $ 37,500,000.00 
ey re 42,500,000.00 


Undivided Profits .. 50,497,117.08 $ 130,497,117.08 
Reserves for Interest, Taxes, etc....... 





Interest Collected—Unearned.......... 3,822,241.61 
Acceptances and Letters of Credit ..... 3,080,446.92 
OGser Lisbiities Voie es RS 261,401.91 


Deposits—Time .... $ 629,326,169.76 
—Demand . _1,268,825,271.08 _ 1,898,151,440.84 


21,783,797.29 





BOTA, 2. ccdcrcdcsedetiscoriacive $2,057,596,445.65 


Securities carried at $206,471,221.15 are pledged to secure trust funds 
and U.S. Government, State and other Public Moneys, and for other 


purposes as required or permitted by law. 


140 Offices and Branches serving Central and Southern California, 
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ues of $27,980; personal possessions 
valued at $6,500; and a backlog of $12,- 
000 in social security payments. 

The glass-encased display was under 
guard in the association’s safe deposit 
vault. In the photo on page 21 Morton B. 
Bodfish, president and board chairman of 
First Federal discusses the display with 
Miss Marlene Fish, junior savings teller. 
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Standard Return Ticket 


A new ticket designed to correct the 
lack of uniformity in the size and format 
of return item tickets has been recom- 
mended to all banks as standard by the 
bank management commission of the 
American Bankers Association. 

The new ticket is 1% by 2% inches in 
size, yellow in color, with a gummed area 
on the back. On its face the ticket pro- 
vides boxes for checking the reason the 
item was returned unpaid. The order 
in which the reasons are listed is the 
result of a survey on the percentage dis- 
tribution of causes for returning items 
unpaid. The survey showed that the most 
frequent reason for returning items was 
“insufficient funds,’ and that reason is 
listed first. Other causes are: endorse- 
ment (missing or not as drawn), wrong 
bank, signature, uncollected funds, etc. 

According to the commission the ticket 
was made as small as possible and is 
gummed at the top so that it can pass 
through check processing machines with 
less danger of being torn off. It is in- 
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A.B.A. return item ticket to 


tended to be attached to the upper left- 


side of the check where it is least likely 
to obscure important information. 
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Suggested Student Tour 


In a recent circularization of its mem- 
bers the Florida Bankers Association 








Yes, sir, we remember when the bank 
check was a piece of paper. Nice to 
look at, smooth to write on, 
functional in use, but otherwise just 
a piece of paper and at times handled 
rather carelessly. 


Now the bank check is aninstrument 
of terrific importance. Personalized 
with the printed name of the user... 
frequently bearing printed account 
numbers or sorting symbols. . . soon 
to be processed mechanically or 
electronically . . . and definitely the 
focal point around which operating 
men in banks are building better 
methods of clearing and recording. 


Truly, thebank check iscommanding 
the attention of top management in 
banks. One reason is because its cost 
is mounting, since obviously it is 























more expensive to individualize it 
for each account as compared to bulk 
production of stock checks. Only top 
management can weigh this extra 
costagainst operating economies and 
impartially evaluate the net savings 
involved. There is no doubt but what 
there will bea saving in the processing 
of such individualized checks, but 
there is also no doubt but what they 
will cost more money. 


Does this not indicate that efforts to 
sell fully personalized checks should 
be redoubled? If it is worth while to 
recover the cost of ordinary 
over-the-counter stock checks, will 
it not be more worth while to recover 
the cost of these coded checks? Now 
more than ever it is well to remember 
that the checks you sell cost you 
nothing. 
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CHECK PRINTERS 


Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 






























































The yellow (or canary) color was chosen as being in sharp 
contrast to the color of most checks. . 


It is tecommended that the cera ivem slip be adopted by 
banks, and it is hoped its adoption will improve check handling 
procedure. ; 


correct 'ack of uniformity 


proposed the following high school senior 
bank tour program. 

11:30 a.m. Take the students and their 
teachers to lunch at a good restaurant. 
About 20-30 students is a nice sized group 
to invite on each tour. A luncheon gets 
things off to a good start; you become 
the gracious host instead of the gruff 
banker. 

12:15 p.m. Have a local attorney, bus- 
iness leader or one of your officers give 
a 15-minute talk after lunch on the sub- 
ject “The American Way is the Best 
Way.” Such a talk will bring out bank- 
ing’s contribution to the American way 
of life. More important, it will point out 
that we enjoy the highest standard of 
living in the world because of the free 
enterprise system. 

12:30 p.m. Recess in a board room or 
some similar room in your bank building. 

12:45 p.m. Talk on money and banking. 
Presentation should last about 30 minutes 
and should be given by a person other 
than the one who gave the 12:15 talk, 
for variety’s sake. This second talk pro- 
vides an opportunity to impress on the 
student’s mind the importance of bank- 
ing, the place your bank has in its com- 
munity, and how it can help serve them 
in future years with checking or sav- 
ings accounts, loans, etc. 

1:15 p.m. Take the students on the 
tour of the bank. Point out the activi- 
ties or departments referred to in the 
talk. Be sure to take them in the vault 
and let each student hold a large bundle 
of money. It is an experience the students 
will mot forget. 

1:55 p.m. Return to the board room or 
other suitable place for a question per- 
iod. This is one of the most valuable ses- 
sions in the programs. Don’t skip it. 

2:15 p.m. Dismiss the students with a 
friendly appreciation of their visit and 
a cordial invitation to come back. Give 
them the American Bankers Association 
booklet, “Money and Banking.” The cost 
is around 11¢ each in 500 lots. Or give 
them the Florida Bankers Association 
booklet, “Banks, What They Mean to 


Burroughs Clearing House 
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Us.” The cost is 50¢. Or provide them 
with some other similar material to read 
after they have left the bank. 
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Stimulating Community 
Growth 


An influx of new citizens, principally 
Puerto Ricans, has prompted The Pru- 
dential Savings Bank in Brooklyn, New 
York, to launch a new type of promotion 
to attract new industry that in turn 
will provide increased employment. 

The Prudential Savings is widely dis- 
tributing a new publication, “This Com- 
munity.” Each issue contains an article 
devoted to some one interesting phase 
of the community’s life, such as an 
industry or an institution. 

Brooklyn’s 100-year old Liebmann 
Brewery is the subject of the first issue. 
Other articles scheduled will cover St. 
John’s University, St. Catherine’s Hos- 
pital, the Parent-Teachers Association, 
etc. 

As many copies as desired will be given 
to the subject of each article for distribu- 
tion to customers, employees, friends, 
chambers of commerce, legislators, etc. 
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25.712 Miles to Film 
Bank’s TV Show 


A new television series begun in Octo- 
ber by the National Bank of Commerce 
of Seattle, Washington, portrays the im- 
portance of trade with the Orient as it 
affects the people of the Pacific North- 
west. 

The films are a contemporary portrait 
of the peoples, the cultures and business 
conditions in or bordering on the Pacific 
Basin. The series will mirror the _per- 
sonal, business, and industrial lives of 
people in the Hawaiian Islands, the Phi- 
lippines, Singapore, Thailand, Hong 
Kong and Japan. 

Washington State viewers are accus- 
tomed to seeing dramatic approaches to 
television in the National Bank of Com- 
merce series each year. Four years ago 
the bank took its viewers on a trip to Eu- 
rope, where average citizens were photo- 
graphed and interviewed. In 1952 the 
crews travelled the highways and side- 
roads of Washington State, reporting on 
industries and interesting citizens. Last 
year, the series was filmed in Alaska. 


A bank’s TV reporters 
range far abroad 
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A. Noel Johnson is advertising manager 
of the bank, to whom much credit is given 
for the fresh originality of the bank’s 
television shows. Dave Titus, television- 
radio director of the bank’s advertising 
agency, Cole & Weber, Seattle, and 
Joseph Raskie, camerman, both shown in 
the accompanying photo with a Japanese 
travel bureau guide, flew 25,712 miles to 
film the show. 
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Bank Blanket Bonds 
Now on “Discovery”? Basis 


The 74 member companies of The 
Surety Association of America recently 
announced that “discovery” blanket 





bond protection would be made avail- 
able to bankers in all states and terri- 
tories. Commercial banks, savings 
banks, savings and loan associations, fed- 
eral reserve banks and federal home loan 
banks are pow able to convert their blan- 
ket bond coverage, which heretofore has 
been on a “loss sustained” basis, to a 
“discovery” basis with no increase in 
rate. 

The discovery principle which was 
made-available by the Association many 
years ago for individual and schedule 
bonds, has now been carried over into the 
field of bankers’ blanket bond forms 2, 
5, 6, 20, 22 and 24. The program is a 
continuation of the one of discovery pro- 
tection in the field of excess bank protec- 
tion that was made effective by the surety 











Canada.” 













THERE ISN'T A MARKET FOR THESE, NOW 


Unless you happen to be a collector of antique aeroplanes, 
this model would be of little or no use to you today. Just 
| as the aeroplanes continue to change, so do the markets of 
the world. Businessmen and bankers in many countries get 
complete information from Imperial Bank when they are 
contemplating business with, or in, Canada. Write on your 
business letterhead to the Superintendent of Foreign Busi- 
ness, Imperial Bank of Canada, Head Office, Toronto, Can- 
ada, and request your copy of “Industrial Opportunity in 
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BANK OF CANADA 


BRANCHES TO SERVE YOU FROM COAST TO COAST IN CANADA 
AND CORRESPONDENTS THROUGHOUT THE WORLD. 





























BUSINESS 


At every opportunity we urge busi- 
ness friends throughout the 
country to utilize the 
services of our 
Correspondent 
Banks. 
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Speaker: J. W. Blanchard, exec. v.p., Citizens & Southern National Bank 


Maps correspondent plan for financing farm irrigation 


association in January of this year. 

In making the announcement, the as- 
sociation said that the writing of bank- 
ers blanket bonds on a discovery basis 
represents a major advancement in bond 
protection and should alleviate the con- 
cern of bankers because of a possible in- 
sufficient amount in their prior bond 
coverage. 

The association also announced that 
bankers blanket bonds containing the 
loss sustained provision may be contin- 
ued on that basis if the bank so elects, 
but that the surety association’s discov- 
ery principle is the solution for the bank 
whose expansion requires more broad- 
ened protection. 


® 


Scarborough & Company, bank insur- 
ance counselors and advisor to the 500- 
member Bank-Share Owners Advisory 
League, also announced that bankers 
blanket bonds which protect banks 
against holdups, embezzlements, short- 
ages and disappearances, will be written 
through its office on a “discovery” basis. 
The Scarborough firm acts as underwrit- 
ing manager for Lloyd’s and Peerless 
Casualty Company in the financial insur- 
ance field. 

The new plan means, the firm ex- 
plained, that all bonds will protect the 
banks against losses when discovered no 
matter when they occurred, whether dur- 
ing the life of the bond or not, and for 
the present amount of the bond instead 
of the amount in force at the time of 
loss. There will be no increase in rate 
for the broadened coverage and all bonds 
presently in force will be endorsed to 
provide the improvement. 

Also announced by the Scarborough 
firm on behalf of the Bank-Share Own- 
ers Advisory League was a 7% per cent 
discount applicable to the League excess 
fidelity insurance, on premiums paid by 
League members three years in advance. 
Refunds will be given present policy- 
holders based on the remainder of their 
three-year term. 

The excess policy was developed,-the 
firm further explained, to meet the 
needs of the League members banks in 
40 states that wanted protection against 
the possibility of having their capital 
wiped out by a huge embezzlement loss. 
A wave of such losses began to hit banks 
after the war years. This wave has in- 





creased rather than subsided as evi- 
denced by a recent Federal Bureau of 
Investigation report that revealed 1,103 
cases of embezzlements during the Gov- 
ernment’s fiscal year ending July 31. 
This represented a 7 per cent increase 
over the previous year’s 1,022 cases and 
a new record of bank embezzlements dur- 
ing the post war years. 
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Irrigation Financing 


A new plan for liberal-term financing 
of farm irrigation equipment in drought- 
stricken Georgia was recently put into 
operation by The Citizens & Southern’s 
National Bank, Atlanta. The plan was 
introduced at a recent meeting of some 
200 agricultural specialists and bankers. 
It will be offered through the bank’s 21 
offices and affiliates in the state. 

According to Paul M. Welch, vice- 
president in charge of instalment lend- 
ing, farming has grown beyond a way 
of life into a definite type of small busi- 
ness. Therefore, he said, the loans will 
be made to farmer-businessmen in much 
the same manner as term business loans 
have been made in the past. 

Scope, terms, mechanics. The terms 
will be to finance two-thirds the equip- 
ment cost with repayments scheduled to 
match normal income dates of the bor- 
rower over a three- 
year period. The 
one-third down 
payment require- 
ment will be used 
as a guide only and 
exceptions will be 





> Citizens & Southern 


Bee Bank Plan 
of 


PALME] made in special 
= FINANCING || Miaouag 


In operating the 
plan, the partic- 
ipating corres- 
pondent banks will 
be required to rely 
on the farmer him- 
self, qualified deal- 
ers, and regional 
agricultural ex- 
perts to determine 
whether a proposed 
irrigation system 
will produce profitable results. The Cit- 
izens & Southern bank has set aside a 
quarter of a million dollars of its loss 
reserve to cover possible, but not ex- 





Borrowing steps 
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gram. 

James W. Blanchard, executive vice- 
president of the C. & S. Valdosta office, 
described to the representatives at the 
meeting a participation plan under which 
the Citizens & Southern will purchase 
the larger portion of individual loans 
from other banks. “This meeting,” said 
Mr. Blanchard, “is the beginning of a 
statewide movement by bankers to insure 
that all Georgia farmers can count on 
adequate financing facilities in consider- 
ing the use of irrigation on their crops.” 

To familiarize farmers and other banks 
in Georgia with the plan, the Citizens 
& Southerns produced a folder that de- 
scribes the plan and the steps required to 
take advantage of it. 
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Loans by Telephone 


Borrowers in Pittsburgh, Pennsylvan- 
ia, can now make arrangements for per- 
sonal loans by telephoning the Peoples 
First National Bank and Trust Company. 
The plan recently instituted is similar to 
others in use by at least three banks in 
New Jersey. 

Under the Peoples First plan, a loan 
customer calls the bank’s special “Peoples 
Phone Loan” number and gives necessary 
information for a brief loan application 
to an interviewer. 

Within a few hours a credit check is 
conducted and the customer is notified of 
the decision on the loan. If approved the 
final papers are signed at the nearest 
Peoples First office. 

During the day, telephone loan appli- 
cations are taken by the bank’s staff 
members. After office hours, calls are 
handled by a staff of specially trained 
interviewers employed by a telephone an- 
swering service. 


. 


Since last Spring The Plainfield (New 
Jersey) National Bank has successfully 
operated a 24-hour “Dial-A-Loan” serv- 
ice. Recently, Marjorie S. Davis, the 
bank’s advertising manager, reported 
that the experience with the service was 
very satisfactory. 


Around-the-clock loans 








Something New 
for You 


The Plainfield National Bank 


East Front Stecet, faring Park Avenue, Pleinfield. N. J 


DIALA LOAN 
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Another modern arrangement of tellers’ 
counters built from standard component 
units by Herring - Hall - Marvin 


FOR the equipment of a new banking room or the remodeling 
of an old one, we have developed a remarkably flexible system 
for creating custom-designed bank counters at production 
prices. The elements include pedestal units with various com- 
binations of doors and drawers, machine well units, return 
counters and back counters. A new note, in keeping with the 
modern trend in interior design, is the introduction of dec- 


orator colors for all surfaces on the teller’s side of the counter. 


NEW, DELUXE CATALOGUE 
FREE ON REQUEST 


There’s a wealth of information and inspiration 
in this new, profusely illustrated catalog of bank 
counter components. It’s worth studying, whether 
your plans for new main or branch office equip- 
ment are in the dream or blueprint stage. Just ask 
us to send Catalogue of Bank Counter Compo- 
nents. 
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Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 






BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 











FAST! Drastically. reduce the 
number of operations and rec- 
ord handling. 


ACCURATE! Posting errors 
are reduced, and charges to 
the wrong account are virtu- 
ally eliminated. 


CUSTOMER APPROVED! 
Banks using this system re- 
port customer approval of the 
plan and the services which 
it renders. 


SIMPLE! Easier for book- 
keepers, and others involved 
to understand and use. 


PROFITABLE! 


Savings in 


space and personnel results 
in a profitable operation with 
Post-To-Check usage. 


V/ ; CORPORATION 


CEDAR RAPIDS, IOWA 


LITERATURE 
NOW 
AVAILABLE 


FREE COPY TODAY! 


DESCRIPTIVE 

























“It has brought us many new borrow- 
ers,” commented Mrs. Davis. “More im- 
portant, it has shown that many people 
did not realize that it was easy and 
quick to borrow at a bank.” 

Mrs. Davis added that the resultant 
publicity was excellent and that the bank 
liked the reputation earned through the 
new plan which offered the bank’s serv- 
ices holidays and Sundays, 24 hours a 
day, 7 days a week, to help small bor- 
rowers get money, not just when the 
bank is open but when they want to talk 
about their financial needs. 


* 


Two other New Jersey banks that em- 
ploy the telephone loan plan are the Lin- 
coln National Bank of Newark and Pas- 
saic-Clifton National Bank and Trust 
Company of Passaic. These banks have 
limited the service to taking credit ap- 
plications from dealers. However, Carl 
K. Withers, president of the first bank 
and Edward H. Roden, vice-president of 
the latter, have said the experience was 
satisfactory and that it was possible the 
service would be extended to the general 
public. 
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Irregular Area Design 

How a new bank can adapt its physi- 
cal features functionally to an irregular 
area and at the same time achieve at- 
tractive balance is exemplified in the new 
Otahuhu Branch of the National Bank 
of New Zealand, Auckland. The design of 
the branch has won favorable comment 
from the public and various architects. 

To achieve the balance the rows of 
overhead lights curve gracefully from 
one wall to another in the irregularly 
shaped main banking room. The gleam- 
ing wood-panelled tellers’ counter forms 
a giant “S” with teller’s stations fixed 
on the inside curves and a check desk on 
the outside curve of the “S”. 

The walls and floors are multicolored 
and the fittings and furniture are of 
kauri wood. One wall is covered with a 


Otahuhu Branch, National Bank of New Zealand, Auckland 


The “S” shaped teller’s counter is functional, attractive 








huge mural that depicts the industry, 
agriculture and commerce of New Zea- 
land. 
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Savings Incentive 


In the past three years the Exchange 
National Bank of Chicago, Illinois, has 
converted 2,000 of its installment loan 
customers into savings customers as 
well, by the use of savings coupons in 
loan payment books. 

The savings coupons are bound in the 
installment loan book and are a tangible 
means of encouraging loan customers to 
make savings deposits at the same time 
they make loan payments. 

A blank for the amount of the savings 
deposit is contained in the savings cou- 
pon, which explains that amounts for- 
warded in excess of the regular loan pay- 
ment will be credited automatically to 
a savings account in the borrower’s 
name and acknowledged by return mail. 

To enhance the method’s effectiveness, 
both savings and loan payment coupons 
are imprinted with the customer’s name. 
A separate mailing piece informs the 
new borrower that the system enables 
him to establish a cash reserve to help 
pay off the loan. The system was devised 
and installed by The Todd Company, 
Rochester, New York. 
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Family Finance Forum 


After sponsoring a finance forum ex- 
clusively for women during the past 
three years, The American National 
Bank of St. Paul, Minnesota, decided to 
make this Fall’s public service finance 
meeting a “Family Forum.” 

“While the womens’ forums proved 
very popular,” said Rollin O. Bishop, 
president of the bank, “we felt that in- 
asmuch as financial matters are a family 
responsibility, family participation would 
be more beneficial.” 

The forum was built around the theme, 
“From today’s planning, comes tomor- 
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row’s financial security.” It was held on 
three successive Tuesdays in October 
with a morning session at 10 a.m. and 
an identical session in the evening at 
8 p.m. The meetings were open to both 
married or single men and women. 
Among the subjects discussed were so- 
cial security, investments and insurance. 
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Textbook Used For Ads 


Since 1951 a Florida Bankers Associa- 
tion booklet, “Banks, What They Mean 
to Us,” has been used as a textbook in 
Florida schools. Recently The Lee County 
Bank in Fort Myers decided to use the 
same text in educating the public gen- 
erally. 

Accordingly, the bank launched a 
series of nine vertical half-page news- 
paper ads. Seven of these used the same 
wording that appears in the school text. 
The other two ads told of the growth 
and services of the bank. 

The drawings used to illustrate the 
textbook suggested the photos that were 
used to illustrate the ads. The headlines 
of the ads tied the bank into the text- 
book copy. For example, the first ad was 
headlined: “Story of Modern Banking 
Starts Here Today,” depicted by a teller 
handling a customer transaction. Another 
headline read, “Your Money and Valu- 
ables Are Safeguarded Here,” depicted 
by a.teller carrying money trays through 
a huge bank vault door. 
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Banking Brevities 


Because the “Plasticoat’”’ book covers 
furnished two high schools last February 
by The Bank of Georgia, Atlanta, were 
received so enthusiastically, the bank this 
year decided to furnish them to all the 
city’s high schools. The covers carry the 
school name and emblem on the front 
and the bank’s imprint on the back. 
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Said to be the first in southern Florida, 
a common trust fund was recently estab- 
lished by the Security Trust Company, 
Miami, to facilitate its trust operations 
and to broaden availability of trust ac- 
counts to persons of moderate circum- 
stances. 


7. 


Flower shows that attracted hundreds 
of fanciers and visitors were held recent- 
ly in the lobbies of the American Security 
and Trust Company, Washington, D. C. 
and the First National Bank of Cortland, 
New York. It was the seventh annual in- 
ternational orchid show for the American 
Security bank, and the fourth annual 
showing of gladioli for the First Na- 
tional. A fourth annual orchid show of 
the Virginia Orchid Society will be held 
traditionally at the State-Planters Bank 
and Trust Company, Richmond, next 
March. 


& 
According to population studies, the 
ratio of the U.S. labor force to the total 
population will be about 14 per cent less 
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by 1963, causing a shortage of labor and 
accenting the need for industrial mech- 
anization and executive development. 
The studies indicate our total population 
may reach 177 million by 1963. 
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All employees and officers of the Bank 
of Belmont Shore, Long Beach, Cali- 
fornia, are now provided with new “mer- 
chandizing” personal checks. When a 
payee receives one of these checks he 
finds on it a detachable stub which reads: 
“The maker of this check is a member 
of the staff of the Bank of Belmont 
Shore, 5354 E. Second St., Long Beach, 





California. You are cordially invited to 
become acquainted with our friendly, ef- 
ficient service. Please detach this stub 
before depositing.” 
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A tellers counter that was modern 
back in the year 1807 and used for many 
years by the Farmers Bank of the State 
of Delaware in Dover was recently dis- 
played in the bank’s lobby to show cus- 
tomers the difference between then and 
now. Because banks in 1807 had to sort 
the currency as issued by different banks, 
the drawers in the old counter had many 
partitions for that purpose. 








Coast states. 


West Coast coverage 
with one bank 


Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 


This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this ninety year old bank 
is long-established in its area—thoroughly acquainted with area 
needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


SAN FRANCISCO »« MARTINEZ + PORTLAND + SEATTLE + TACOMA 


Member Federal Deposit Insurance Corporation 














WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The National Shawmut Bank 


40 Water Street, Boston 


Member Federal Deposit Insurance Corporation 


To Do 





















Progress Report on a Bank Charge Account Service 


In 17 months the operation of Citizens Commercial, Flint, Michigan goes 
into black ink as volume, outstandings, participants increase 





A “black letter” day came to the charge 
account department of the Citizens Com- 
mercial & Savings Bank, Flint, Michigan, 
recently when it recorded a net profit for 
the first time since the operation was be- 
gun some 17 months ago. However slight, 
the profit figure of .13 per cent of volume 
is a source of encouragement. For the 
management still abides by the tenet that 
the bank that undertakes the venture can 
scarcely hope for earnings in less than 
three years. 

According to Ezra W. Perry, assistant 
vice-president and manager of the depart- 
ment, it was obvious from the beginning 
that the plan was not a quick money 
maker. For that matter, he added, neither 
were the trust and consumer credit de- 
partments of the bank when they were 
first opened several years ago. In their 
case, as in the charge account activity, it 
took volume to spell profit. 

“We feel our ‘Charge-O-Matic’ and 
other bank charge account plans are here 
to stay simply because money and credit 
form the primary function of any bank,” 
commented Mr. Perry. “On the other 
hand, sales are the primary function of 
- merchants. Few of the merchants went 
into the credit business because they 
wanted to; most were forced into it. It 
doesn’t matter how small or large a mer- 
chant is, he can’t handle his credit busi- 
ness as well as a bank. His business is 
merchandising; ours is credit.” 

Pius marks grow. In the second quarter 
of 1954 the total sales volume serviced by 
the Citizens Commercial charge account 
department was $221,018.14, or a 30 per 
cent increase over the previous quarter. 
In the first 17-month period, the depart- 
ment discounted $1,012,131 worth of 
business. 

At the close of the second quarter the 
bank had outstandings of $152,847.18, 
which also reflected a substantial plus 


“Plan is here to stay” 


E. W. Perry, department manager 














Charge account department of the Citizens Commercial & Savings Bank, Flint, Mich. 


$1,012,131 worth of business discounted in 17 months 


mark over the previous quarter. If 
growth continues at the rate thus far 
shown, and Mr. Perry said there was 
little or no reason why it shouldn’t, then 
it will produce a net yield of 8 per cent 
per annum. The total number of state- 
ments mailed in the April-June period 
was 15,572. 

Citizens Commercial’s ‘Charge-O- 
Matic” emblem is decalled on the windows 
and otherwise displayed at 509 stores in 
the Flint trading area. This area has a 
population of 200,000. About 22,500 fami- 
lies comprising about 35,000 individuals 
are holders of the “Charge-O-Matic’”’ 
card plates. The bank issues two cards, 
one to the husband and one to the wife, 
both carrying the same account number, 
in every case possible. So far the charge 
account department has pulled about 
10,000 dormant account numbers. In addi- 
tion to the merchants in Flint, others 
participating are located in nearby small- 
er towns. 

Correspondent bank associates. To fa- 
cilitate the servicing of accounts for mer- 
chants in the smaller towns, four corre- 
spondents of Citizens Commercial Bank 
are associates in the “Charge-O-Matic” 
system. The correspondent banks, all in 
Michigan, are the Clio State Bank, the 
Davison State Bank, State Savings Bank 
of Fenton, and First State & Savings 
Bank of Holly. 

Merchants in the correspondent bank 
town simply deposit the sales slips and 
the customers make their payments at the 
local banks. The correspondent banks 
then hold out a percentage of the discount 
rate when crediting the account of Citi- 
zens Commercial and forwarding the 
sales tickets. 

The “Charge-O-Matic” plan is similar 
to other systems in that sales are dis- 
counted at 5 per cent on 30 days and 6 





per cent on 60 and 90 days, with a sliding 
scale for volume. The 30-day accounts 
call for one payment and the 60 and 90- 
day accounts, for two and three. Mer- 
chants are required to deposit the sales 
tickets promptly at any commercial win- 
dow of the main office or one of its 8 
branches, or in a correspondent bank. 
Statements are 
payable 30 days 
after billing date. 
During the month 
of June the Citi- 
zens Commercial 
charge account 
staff of six cleared 
5,293 charges. 

Plan features 
different. Mr. 
Perry outlined sev- 
eral features of the 
plan which he said 
were different from 
others in the coun- 
try. For one thing, 
he said, the floor 
limit is $25 instead 
of the usual $10. If 
the card plate is in order the merchant is 
authorized to make a sale up to $25 with- 
out calling the bank. The bank supplies 
without cost the machines used by the 
merchants to stamp sales tickets. 

The bank gives immediate credit on 
new applications in from 5 to’'7 minutes’ 
time. This is done by checking the bank’s 
cross-index file, the central information 
file, and the rejects. Thus, the bank takes 
the risk on file report alone. Sixty per 
cent of the credit calls are answered in 
the bank’s own file, largely the result of 
the $17 million personal loan business 
built up over the years. 

The six telephones in the department 
are all unlisted and their numbers known 
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only to the merchants. A direct line with 
a push-button arrangement links the 
charge account department with the local 
credit bureau. 

The plan is also different in that the 
balance of every account is automatically 
insured by the Michigan Life Insurance 
Company for payment in the event of 
death of the wage-earner. Although this 
feature is advertised, Mr. Perry said that 
it was not too well understood yet by the 
public. The bank has received many com- 
plimentary letters from persons who have 
benefited from the insurance. 

Delinquency high; charge-offs low. So 
far the delinquency rate this year has 
been somewhat high. In the second quar- 
ter the number of delinquencies amounted 
to 16.9 and the dollar volume, 16.77 per 
cent of the outstandings. Nevertheless, 


the department has been able to hold the 


charge-offs to % of 1 per cent. 


According to Mr. Perry the apparel ) 


stores in Flint are perhaps the best type 
of accounts. However, the department is 
also doing a large volume of business in 
auto service of new car dealers and in 
home repair and improvement purchases. 
These latter accounts are not F.H.A. 
loans, but regular charge accounts for 
merchandise such as windows, etc. and 
for service and labor of home improve- 
ment companies. These borrowers usually 
are eligible for F.H.A. loans, but prefer 
not to sign a long-term contract since 
they need only 90 days or less. These ac- 
counts run to $100-$150. Mr. Perry is a 
member of the National Dry Goods Asso- 
ciation and this year attended their na- 
tional credit conference in Fort Worth. 

Personal contact necessary. Mr. Perry 
feels that the charge account department 
has more plan details and is more difficult 
to operate than any other bank depart- 
ment. In his 30 years with the bank he 
has worked with mortgage and personal 
loans, in purchasing and as a branch 
manager. 

“The banks making a success of the 
plan must have a man almost continuous- 
ly calling on the merchants to keep sell- 
ing the benefits of the plan, its direct and 
indirect advertising values, its economy 
and convenience.” said Mr. Perry. “In 
fact,” he added, “the bank must learn to 
think like the merchants and to some 
extent actually live with them.” 

He went on to say that the Citizens 
Commercial plan now has all the mer- 
chants it needs and that from here on 
would tackle the all-important problem 
of personal contact. Mr. Perry is soon to 
have a new assistant who will divide the 
week with him in making calls. 

The bank also distributes to merchants 
a monthly one-page bulletin that carries 
stories and tips on the operation of the 
charge account plan. 


New charge account association. Mr. 
Perry is on the statistical report and 
expense study committee of the Charge 
Account Bankers Association which was 
newly organized last summer. J. C. Gilli- 
land, manager of the merchants service 
department, Pullman Trust & Savings 
Bank, Chicago, Illinois, was largely re- 
sponsible for forming the new associa- 


tion. It now has 35 member banks in the | 
country and a complete constitution, by- | 


laws and committee framework. 
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BREAKING RECORDS 


ER THE COUNTRY 
— REGISTER CHECK 


Zp nsured Personal Money Order 





Todd Register Checks—the insured remittance service— 
bring thousands of new customers into banks all over 
the country. North, east, south, west—profits, sales, 
good will are mounting. Register Checks can be issued 
in less than 15 seconds. No officer signature is required. 
Snap-apart, triplicate forms eliminate detail work and 
record-keeping for busy bank employees. 

For the time-saving, money-making facts in advance, 
simply mail the coupon. 


THE TODD COMPANY, Inc., Dept. BCH, 
Rochester 3, N. Y. 

Please give us full information regarding the 
new Register Check Personal Money Orders. No 
obligation, of course. 
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Picture Page of New and Modernized Savings & Loan Quarters 


Distinctive interior and exterior styling of associations in many parts of the country 




















Bank Building Corp. of America 
















Spokane, Wash. The new Northwest Boulevard branch of the Canton, Ohio. The utmost use was made of space at the new 
Lincoln First Federal is decorated in wrought iron, glass and Home Savings. Note the arrangement of customer chairs 
marble. A 3-way fireplace is in the lobby center and tellers’ counter to make maximum use of space. 
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Battle Creek, Mich. At the Calhoun Federal, black stripes Akron, Ohio. Wall-to-wall patterned carpeting and matching 
are featured in the rubber tile flooring. The tellers’ counter wood paneling and desks were carried over from the existing 
is of marble and walnut quarters in the new addition to the First Federal 








Stapleton, N. Y. Except for the modified main window design, traditional 
New England colonial architecture was used in the new Edgewater Savings 
& Loan. An added feature was a drive-in tellers’ window at the rear 








Bank Building Corp. of America 





Collinsville, Ill. The Collinsville Building 
& Loan took over an adjoining hardware ss : : ; : 
store to enlarge its quarters, above. The Denver, Colo. A special award was given to the architect who designed the 








entrance is of granite and limestone new First Federal quarters. The building has exposed structural steel 
trim, with aluminum doors. The associa- frames and golden buff brick that gives way to huge windows and an entrance ww 





tion’s name is in porcelain enamel at either end. Parking accommodations are provided on three sides. 
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COMPLETE 
BANKING 











In most city banks the starting point is 
fast collection, ’round-the-clock transit 
service, reciprocal loan agreements — 
this is today’s standard. Now, a few 
forward-looking banks go beyond this 
point with IMAGINATIVE THINKING. 

An example: By reducing collection 
time, “float” has been materially re- 
duced. The end result: Creation of new 
money (heretofore in mail bags or else- 
where in transit), bigger balances, more 
working capital and reduced credit 


Union 


maginative thinking 


implemented by research, 1s blueprinting the 


patterns of tomorrow's banking methods and services 


liabilities for commercial customers. 

Your bank and its customers can 
profit by association with these special 
banks which are researching the future, 
applying the powerful levers of time, 
energy, money and thought to improve- 
ment of services. 

Union Bank feels privileged to serve 
an increasing number of banking insti- 
tutions, as well as more and more of the 
nation’s ranking companies in com- 
merce and industry. 









THE BUSINESSMAN’S BANK * WB HAVE NO BRANCHES 


Bank & Trust Co. 


OF LOS ANGELES 


TELETYPE: LA 501. BANK WIRE: SLUN 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





AND FEDERAL RESERVE SYSTEM 
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Depend on the Continental Illinois Bank 
for unusual as well as usual service 





You expect—and get—fast, accurate handling of your work 
at the Continental Illinois Bank. 

But emergencies come up in every bank. 

In any out-of-the-ordinary situation that calls for unusual 
attention and prompt action—we are as close to you as 
your telephone. 


a 
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Continuniaill Thine is National Bank 
and Trust Company of Chicago 


La Salle, Jackson, Clark and Quincy Streets 
LOCK BOX=H, CHICAGO: 90, ILLINOIS 
Member Federal Deposit Insurance Corporation 
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Secretary Humphrey measures Treasury’s progress in lengthening Federal debt structure 


HURRICANE SEQUEL 





Kens Report: B.A. CONVENTHO 


No controctersial 


IKE the calm after Hurricane 
L Hazel was the smooth-running 

annual convention of the Ameri- 
can Bankers Association, held at At- 
lantic City immediately after the “big 
wind,” and attended by 6,800 bankers 
and their wives. The only sand en- 
countered, as the well-oiled convention 
machinery unwound, was the actual 
beach variety blown upon the board- 
walk by the storm. There appeared to 
be few differences of opinion in the 
speakers’ viewpoints on, broad eco- 
nomic and political problems, which 
the program emphasized over banking 
topics, and there was no election con- 
test to bestir the atmosphere. 

The nearest approach to a contro- 
versial issue reportedly came at a 
closed session of the Public Relations 
Council, when the question was again 
raised over the need for a nationwide 
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issues stir tempest as nation’s bankers 
consider current economic, political and financial winds 


By 
HARRY V. ODLE 


Associate Editor, 
Burroughs Clearing House 


public relations and advertising pro- 
gram for banking under A.B.A. spon- 
sorship. This has been strongly ad- 
vocated in some quarters, with greatest 
pressure coming from the Pennsylvania 
Bankers Association which has an ac- 
tive statewide program. 

The only political campaigning cen- 
tered around next year’s race for the 
A.B.A. vice-presidency, there being no 
opposition to this year’s candidates. 
Friends were busy gathering 1955-56 
support for Erle Cocke, member of the 
Executive Council and president, Ful- 
ton National Bank, Atlanta, Georgia, 


and for Harry M. Arthur, retiring pres- 
ident of the State Bank Division and 
president, Arthur State Bank, Union, 
South Carolina. 

In one of the official resolutions 
adopted at the convention, the A.B.A. 
reaffirmed its support of the Govern- 
ment’s flexible monetary policy, and 
commended the actions taken under 
this policy during the past two years. 

There was also a resolution paying 
high tribute to the leadership and warm 
human qualities of Dr. Harold Stonier, 
who is retiring at year-end as executive 
vice-president of the association, al- 
though he will continue as director of 
the Graduate School of Banking. 

A 100-page report on the proposed 
Uniform Commercial Code was sub- 
mitted at the convention; it recom- 
mended against enactment of the Code 
as a whole. Instead, the special A.B.A. 
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Senator Knowland, at Independent Bankers Breakfast, discusses foreign policy 


Two morning events that called for heroic early rising 


subcommittee concluded that it would 
be preferable to amend existing uni- 
form statutes to incorporate desirable 
changes proposed in the Code, while 
still retaining most of the established 
legal terminology. 

A convention sidelight was the vig- 
orous foreign policy address of Senator 
William F. Knowland, at the annual 
Independent Bankers Breakfast. He 
advocated the use of force against any 
Communist aggression involving na- 
tions with whom the United States has 
treaty obligations, and warned that this 
country must not barter away the free- 
dom of other nations at international 
conferences. 

The annual election of officers saw 
Homer J. Livingston, president, The 
First National Bank of Chicago, as- 
sume the association presidency. And, 
as anticipated, Fred F. Florence, presi- 
dent, Republic National Bank of Dal- 
las, proved to be the unanimous choice 
for A.B.A. vice-president. Sherman 
Drawdy, president, Georgia Railroad 
Bank and Trust Company, Augusta, 
Georgia, was re-elected treasurer. 

Newly named division presidents 
are: National Bank Division, B. Ma- 
gruder Wingfield, vice-president, Na- 
tional Bank of Commerce of Houston, 
Houston, Texas; State Bank Division, 
Ben S. Summerwill, chairman of the 
board, Iowa State Bank and Trust 
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Company, Iowa City, Iowa; Savings 
and Mortgage Division, Joseph R. 
Jones, vice-president, Security-First 
National Bank of Los Angeles; Trust 
Division, George C. Barclay, vice-pres- 
ident, City Bank Farmers Trust Com- 
pany, New York City. Robert E. 
Lee Hill, executive manager, Missouri 
Bankers Association, Columbia, Mis- 
souri, was elected president of the 
State Association Section. 

It was announced that the 1955 con- 
vention will be held September 25-28 
in Chicago, locale of the 1951 meeting. 

Following are some noteworthy ex- 
cerpts from the convention addresses: 


President’s Address 
EVERETT D. REESE 


Retiring President, American Bankers Associ- 
ation, and President, The Park National Bank 
of Newark, Newark, Obio 


I would like to set down several ma- 
jor areas in which we can work indi- 
vidually and through our associations 
to make banking a more dutiful servant 
to a dynamic and growing nation: 

1. We must stimulate the interest of 
the highest caliber of men and women 
to make banking their life’s work. All 
of our learning and experience will 
prove ultimately of little use unless it 
can be passed on to capable manage- 
ment. This is one of the most serious 
problems of banking today. How often 


does one hear about mergers under- 
taken in part to consolidate and con- 
serve key personnel? Personnel is one 
of the most important assets of a bank 
today, and yet it does not appear on the 
balance sheet. Let us make it a vital 
and increasingly valuable asset. 

2. We must continue the develop- 
ment of our banking educational sys- 
tems. Even more and wider oppor- 
tunities should be made available to 
those engaged in banking to increase 
their knowledge, not only in technical 
banking, but also in broader subjects. 
A.I.B., banking schools and related edu- 
cational programs, as well as training 
courses within our own banks, demand 
the support of all of us. 

3. We must strengthen our banking 
organizations so that we can make 
most effective use of our state, local, 
and national associations. This means 
active participation in their work, even 
at some personal sacrifice. 

4. We must continue and enlarge our 
efforts in public relations. We need to 
broaden and intensify our efforts in 
telling the story of banking to our peo- 
ple. We have a great message to con- 
vey and can increase our opportunities 
to serve when more people know that 
we are willing and ready to serve them 
to their benefit. However, the best 
public relations are expressed in fine 
performance—deeds not words. 

5. We must work constructively with 
supervisory authorities, legislators, and 
government agencies in the search for 
better and more resourceful banking in 
the public interest. We must also be 
ready to give them the benefit of our 
best thinking, and support their efforts 
to promote a sound and stable econ- 
omy. 

7. We must maintain a constructive 
attitude toward credit because therein 
rests the true vitality of the banking 
system. Of all the credit agencies in 
the economy, the role of banking is 
most pervasive. It is intimately woven 
into the lives of all of our people. Bank- 
ers of the country must continue to 
exercise dynamic leadership in serving 
the credit requirements of new, chang- 
ing, and growing lines of economic ac- 
tivity. A negative attitude could tend 
to thwart the continued growth of our 
country. Bankers can and must do the 
job, or else expect to find it done for 
them in ways they might find distaste- 
ful. 


Banking’s Responsibilities 
HOMER J. LIVINGSTON 
President, American Bankers Association, and 
President, First National Bank of Chicago, 
Chicago, Illinois 

By an interesting paradox, the great 
growth of the American economy 
which has been made possible by the 
banking system has at the same time 
also provided a serious challenge to 
banking leadership. A dynamic econ- 
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omy producing over $360-billion of 
goods and services each year demands 
a far greater banking system than was 
required even as late as 1940, when we 
had annual production of $100-billion. 
A nation with $275-billion of federal 
debt requires far different bank man- 
agement than a nation with only $48- 
billién of federal debt in 1940. 

A knowledge of monetary and fiscal 
problems, a fundamental understand- 
ing of the techniques of central bank- 
ing, and the vision and determination 
to build the capital structures and ex- 
pand the services of banks are only 
a few of the qualifications required of 
competent bankers today. 

Confronted with the challenge of our 
vastly expanded industrial economy 
and of the position of the United States 
in world affairs, the American Bankers 
Association has at least four clear and 
unmistakable responsibilities. 

1. The responsibility of supporting 
every activity which will further 


With 6,800 bankers and their wives descending on Atlantic City, registration desks were busy 


strengthen the present able manage- 
ment of America’s banking system. 

2. The responsibility courageously to 
resist all unsound economic and bank- 
ing proposals and to support sound 
proposals. 

3. The responsibility to help its mem- 
bers inform the American people of the 
services and functions of private bank- 
ing in a free enterprise economy. 

4. The responsibility for providing 
thoughtful and _ intelligent national 
leadership on important economic, 
monetary, and fiscal problems. 


Reconstructing the Debt 
GEORGE M. HUMPHREY 


Secretary of the Treasury, 
W ashington, D.C. 


You know what efforts we have been 
making to reconstruct the debt. I 
would like to give you today an analy- 
sis of what we have done in the past 
20 months, which shows that we have 
already made steady, if not spectacular, 


President Reese faces question barrage at press conference 
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progress in this vital financial field. 

In nine of the eleven major financ- 
ings of the last 20 months, the debt 
was lengthened by offering investors 
securities other than one-year certifi- 
cates. This is quite a contrast of the 20 
months prior to January 1953, when 
on only two occasions out of 13 was 
longer term debt offered. 

The major debt lengthening in the 
last 20 months has been a reduction in 
the amount of very short term debt. 
The amount of marketable debt matur- 
ing in less than one year was cut down 
by over $11-billion. 

The amount of marketable debt run- 
ning more than five years was increased 
by about $8%-billion. 

We have made progress, too, in plac- 
ing greater amounts of the debt in the 
hands of longer term individual savers, 
largely as a result of the highest level 
of E and H Savings Bonds sales since 
World War II. Individual investors 
altogether hold more than $66-billion 
of government securities at the present 
time. 

Weare continuing to work to further 
the objective of reconstructing the 
debt. But we will continue also to 
operate with extreme care because, as 
you so well know, our economy is a 
sensitive mechanism that can be seri- 
ously upset by hasty or ill-considered 
action. 

The government must borrow the 
money it needs so as not to interfere 
with the needs of other governmental 
units or private enterprise for any 
money they may need. The government 
should not borrow large amounts of 
long term money at times when it 
would seriously interfere with the sup- 
ply of that money to finance the build- 
ing of schools, hospitals, or highways 
by local or state governments or the 
expansion of power plants or building 
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Banker audience as seen 


of new factories or other industrial 
enterprises by private business. 

But whenever the opportunity pre- 
sents itself to do so without such inter- 
ference or retarding effect, we will 
seize it to extend maturities to what- 
ever it seems the situation then exist- 
ing will permit. 


The Federal Budget 
ROWLAND R. HUGHES 


Director, Bureau of the Budget, 
Washington, D.C. 


The goal of our fiscal and budgetary 
policies has been a reduction in govern- 
ment spending, a reduction in taxes, 


and the achievement of a_ balanced 
budget. 
Net federal expenditures for the 


present fiscal year are estimated at 
$3.6-billion less than for last year, and 
$13.9-billion less than estimated for last 
year by the previous Administration. 
This reduction of nearly $14-billion 
in proposed expenditure programs 
effected since Inauguration Day is the 
largest reduction in proposed govern- 
ment expenditures in any comparable 
period in our history. 

Future expenditures are governed by 
two items: the backlog of unex- 
pended balances from appropriations of 
prior years, and new appropriations. 
Both of these items are being rapidly 
reduced. 

Estimated spending authority ap- 
proved by Congress for 1955 is nearly 
$6-billion less than the amount enacted 
last year and $15-billion less than pro- 
posed for last year by the previous 
Administration. It is also $23.6-billion 
less than the amount actually enacted 
in 1953. All in all, new obligational 
authority voted by the 83rd Congress 
was $64.2-billion less than voted by the 
82nd Congress, which lays the basis for 
lower spending in future years. 
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by speakers at first general session in huge convention hall 


Fiscal year 1955 receipts are esti- 
mated at $5.3-billion below actual 1954 
receipts and $8.7-billion below 1954 
receipts projected by the past Admin- 
istration. 

The estimated drop of $5.3-billion in 
1955 receipts, as contrasted with actual 
1954 receipts, results primarily from 
tax reductions made during 1954. In the 
first full year after these tax cuts are 
all in effect, they will total $7.4-billion. 
This is the largest single tax reduction 
in any one year in American history. 

On the basis of present revenue esti- 
mates, expenditure projections for 
1955 based on the programs and policies 
of the past Administration would have 
resulted in a budgetary deficit in the 
current fiscal year of about $18-billion. 
Our current estimate of the 1955 
deficit is $4.7-billion. 

Without tax reductions, as a result 
of the very substantial savings in gov- 
ernment expenditures I mentioned 


previously, the current year’s budget 
would actually have shown an approxi- 
mate balance. 


Business Investment 
WALTER WILLIAMS 


Under Secretary of Commerce, 
Washington, D.C. 


Business continues to spend heavily 
to expand and modernize productive 
facilities. Expenditures for plant and 
equipment will approach $27-billion 
this year. While this year’s expendi- 
tures are somewhat below 1953, they 
are above any previous year on record 
and have added to our capacity to pro- 
duce new and old products with greater 
efficiency and with great benefits to 
the consuming public and to business. 

In the long term view, it must be 
emphasized that the maintenance of 
high level business investment pro- 
grams is one of the essential elements 
of an expanding economy; and numer- 


Much of the association work is done behind the scenes 


Executive committee, National Bank Division, hears activity report 
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ous provisions of recent tax legislation 
have been designed to give an addi- 
tional stimulus to this process. 

A significant step in this direction 
was the elimination of the excess profits 
tax at the end of 1953. Also, as an in- 
centive to expansion, business men 
were permitted to write off their ex- 
penditures on new plant and equip- 
ment at a faster rate than was previous- 
ly allowed. Further impetus to private 
use of risk capital will be supplied by 
the extension of the “carry back” 
period over which net operating losses 
may be deducted. We confidently hope 
that the reduction of taxes on dividend 
earnings will buttress the willingness 
of the public to put more of their sav- 
ings in equity capital. The many sig- 
nificant tax benefits provided for busi- 
ness will simplify business operations 
and provide a more favorable climate 
for business investment and growth. 


New Background for Banking 
JOHN J. McCLOY 
Chairman, The Chase National Bank, 
New York, New York 

It is incumbent upon us all to seek 
to understand and to face objectively 
the enormous problems which our pres- 
ent technology and our present world 
position involve. 

Certainly no one among us would 
deny that some knowledge of the eco- 
nomic forces of the nation is essential 
to good banking; but it is also neces- 
sary to face and understand some of 
the great political forces that so deeply 
are beginning to affect our daily lives. 
It is. not only the coming of the air- 
plane and atomic power, but such 
things as the rise of Communism, the 
awakening of Asia and the shift of 
power in the Western World that we 
have to comprehend. 

We have to view these things with 
the same perspective and flexibility as 
we view great economic and financial 
trends. The nation has already indulged 
in too much recrimination and passion 
over some of these developments to 
comport well with either the risks we 
run in this thermo-nuclear age or 
the dignity and importance of our posi- 
tion as a world leader. It is our duty 
to set the example for calm discussion 
and objective thinking. 

The traditional position of the 
banker in the community is one of in- 
fluence and responsibility. Many of you 
may be remote from positions of po- 
litical influence, but the wide range and 
nature of your contacts are such that 
you in particular can do much to mold 
that which our leaders so much need 
in order to formulate a clear and strong 
policy in this period of tension: name- 
lv, a knowledgeable and sober attitude 
throughout the nation. 

I have faith that we shall fully meet 
our responsibilities in the period ahead, 
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From left: Sherman Drawdy, Fred Florence, Everett Reese, Homer Livingston 


This year, there’s no contest for the top A.B.A. posts 








From left: B. Magruder Wingfield, Joseph R. Jones, B. S. Summerwill, G. C. Barclay 


Newly-named presidents of the four association divisions 


that we shall make whatever adjust- 
ments are required of us, painful and 
exacting as they may be. I believe we 
shall hold fast to our friends and al- 
liances and that we shall continue to 
prove that the underlying course of 
the American economy is forward and 
it is bold. 


The Atom and Electricity 
GWILYM A. PRICE 


President, Westinghouse Corporation, 
Pittsburgh, Pennsylvania 


What is atomic energy development 
going to do to the economics of the 
utility industry? That is, what is going 
to happen to the industry’s investment 
in turbines, generators, transformers, 
and other conventional equipment? 

The answer to that is, nothing is 
going to happen. I say that for three 
reasons, 

In the first place, atomic power 
plants will use much the same equip- 
ment and facilities as coal-fired steam 
plants. In the present state of the art, 
we anticipate that the “uranium boiler” 
will simply take the place of the coal 
boiler. The generators and transform- 
ers will be of the same types. The 








turbines may be essentially the same as 
those now being used. 

In the second place, the demands for 
electric power in the decades ahead 
will be so stupendous that every re- 
source that is practical and available 
will be needed and used. Atomic power 
will enter the picture as another major 
source of energy, not as a replacement 
but as an essential supplement. 

With a constant labor force, merely 
in order to obtain the 23 per cent in- 
crease in physical output called for by 
population increase, industry must step 
up its use of electrical enezgy 54 per 
cent. The utility man probably will 
have to increase his investment by 
$35-billion or more in the next ten 
years. If I were in your place, I’d lend 
it to him. He’s a member of an efficient 
industry that ranks right along with 
atomic energy itself in rate of develop- 
ment. 

In the third place, the widespread 
and extensive use of atomic power for 
civilian purposes is still some years 
away. We speculate that in 1964 the 
total amount of atomic power installed 
may be in the neighborhood of 2- 

See A.B.A. NEWS REPORT—Page 90 
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An advanced program that uses time study 
in weighing work items, to measure 
staff loads more accurately 


Applying WORK STANDARDS 


fo Bank Operations 


s another employee really needed? 
That is the problem of work stand- 
ards in its simplest form. In any 

bank with operating departments, the 
operating officer eventually discovers 
that he needs factual answers to cer- 
tain questions that keep coming up. 
What is the proper number of people 
to staff Department A? There is no 
good answer until he knows how ef- 
fectively Department A’s staff is now 
handling its work. Unless he equips 
himself with a sound set of work 
standards, the man who has to make 
such decisions can only guess and hope 
he guesses right. 

Our own bank a good many years 


By 
CHARLES C. LOONEY 


Vice-President, Harris Trust and Savings 
Bank, Chicago 90, Illinois 


The next step toward work stand- 
ards is keeping track of item count. 
It helps to know how many items a de- 
partment handles, but item count does 
not always provide a solid base for 
management decisions. It lumps all 
items together without regard for 
their variety, and if the proportions 
of the different operations should 


shift, the item count in a department 
does not necessarily shift at the same 
rate as the work load. Moreover, item 
count affords no basis for comparison 
of departments, and consequently may 
perpetuate inequalities carried over 
from the earlier stage. 

This weakness eventually becomes 
apparent and the bank moves on to 
Step No. 3. We call this “Weighted 
work units, experience basis.” Under 
this procedure, different items are as- 
signed weights intended to allow for 
the varying difficulty and time require- 





Any suspicion or opposition to time study and work standards hi 


beer 
ago began groping for work standards 
that would base our decisions on firm a. —m sy oe “gs _— ong and aon sane. learns plan’s Ts 
: . etails from Mr. Looney, Robert J. Schumann, assistant vice-president, operating department, 
ground. We kept at it until we now and Miss Ethel Bicknese, standards analyst = 


have something that performs well 
for us. Our experience, plus our con- 
tacts with other banks, leads us to 
conclude that work standards normal- 
ly develop in four distinct steps. 
First step—really no step at all— 
is the situation where the only stand- 
ards are based on impression. Depart- 
ment A gets its work out; therefore 
it needs no more clerks. Department 
B is always behind schedule, and its 
supervisor makes a persuasive case for 
adding a clerk; therefore its staff 
grows. Department C likewise lags 
but its department head can muster no 
very convincing reasons for additional 
hiring; it has to struggle along with 
its present staff. Department D cer- 
tainly is not overworked, and if the 
operating officer happens in a couple 
of times when half the people are 
away from their desks the staff gets 
chopped at the next economy wave. 
Staff control by impression leads to 
some departments overstaffed and 
over-expensed, other departments un- 
der staffed and with poor morale. 
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This shows management which departments had an acceptable work index for a recent month 


ments, on the basis of experience. Thus 
dual-purpose teller work might, for 
example, be weighted as 1 point per 
deposit slip, 1 point per check depos- 
ited, 3 points per check cashed, 5 
points per $100 of currency and coin 
paid- out, and so forth. If experienced 
people assign the weights, the re- 
sultant statistics of work load are 
far more reliable than mere item 
count. However, in every bank where 
we have found experience basis 
weights in use, the operating officers 
invariably agree these are less than 


precise. That is how we felt about 
it after our bank had used this sys- 
tem for several years. Also, weights 
were not fairly comparable between 
departments. 

Step Number 4 continues with 
weighted work units, but substitutes 
time study basis for experience basis. 
Competent time study of an operation 
measures it accurately, so that the 
same number of standard minutes 
of operation are directly equivalent in 
all departments. Performance at last 
has a common denominator. Time 


studied work units give the operating 
officer an accurate basis for decisions. 
They are mathematically and scientifii- 
cally more correct than the previous 
steps. Through this it becomes pos- 
sible to measure the total work load 
of the entire bank. 

We began time study work on stand- 
ards in 1948 and have carried it on 
ever since. We did not pioneer the 
idea, and very possibly some other 
banks have gone still further with it. 
It has proved satisfactory for us, and 
our experience is told here in hopes 


been overcome by a thorough explanatory “briefing,” before the plan is introduced in a department 


Typical of another step in the introductory procedure, Miss Bicknese answers any questions 
or objections from Mrs. Florence Sims (second from left), manager, special loan department, 
and members of her staff 


Only when the program is fully under- 
stood and accepted in a department 
are time studies made 
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it may help others to make use of this 
valuable management tool. 

We never have applied work stand- 
ards to the output of individual em- 
ployees, confining their use rather to 
departmental performance. It is im- 
portant to emphasize this.. We use 
work standards to provide facts for 
management decisions, not for a check 
on the individual. It is particularly 
important that our people in the bank 
know this. 

Only in two special circumstances do 
we temporarily measure individual 
output against work standards. The 
first is to test the standards, not the 
people. Immediately after our stand- 
ards section completes the time study 
in a department, each employee keeps 
track of his work units for the first 
month or so, to cover a long enough 
time to show up any inaccuracies that 
may have crept into the standards. 
Then the standards are adjusted to 
conform more closely with the facts. 

Here is an example. After the pay- 
ing teller department was studied and 
tentative standards set, major dis- 
crepancies appeared in some individual 
production reports. This traced down 
to an operation that had been totally 
missed because it is periodic and had 
not occurred in the period of the time 


studies. Our payers verify signatures 
on audit department slips that come 
back from customers who confirm or 
report any difference between their 
and our records of their balances. An 
authorized checking signature is re- 
quired on these slips, and it takes the 
payers a substantial time to make 
these verifications when called upon to 
do so. 


HE other circumstance when our 

work standards are used to check 
individual performance is with train- 
ees. For each major job classification, 
we use a “training curve” of expected 
progress. Each trainee’s work output 
is measured in terms of work stand- 
ards against the appropriate trainee 
curve—but only until it becomes evi- 
dent that his progress is satisfactory. 
The individual report gives the super- 
visor useful information on how to 
help the trainee. The trainee also exults 
when he learns he is equalling or beat- 
ing the trainee curve. 

Work standards serve several valua- 
ble purposes. First, they provide a 
tool which the department head uses 
to plan work more effectively. It gives 
management a tool for controlling per- 
sonnel in proportion to work loads. 

Our most spectacular example of 


this is what work standards did for 
year-end bookkeeping peaks. For 
years, this annual peak had thrown 
the department into a confusion of 
overtime, errurs and frazzled nerves. 
We never quite adequately planned for 
this peak. Time studied work stand- 
ards showed that the annual crisis was 
real, not imaginary. The first year-end 
thereafter we gave the department 
8 extra people for the big rush. In 
the two year ends since then, the 
load has been handled smoothly with 
a somewhat smaller extra crew, and 
everyone has been happy about the 
operation. 

A second purpose of accurately de- 
termined work standards is to pro- 
vide a yardstick for evaluating system 
changes, both before and after in- 
stallation. A department’s work load 
when reported in work units often will 
suggest the need for an improved sys- 
tem and may even point to a promising 
solution. 

This was one result in the paying 
teller department. We knew, of course, 
that on big paydays—particularly at 
weekends and before three-day week- 
ends—there was lots of work, with 
long lines at the paying windows. But 
we regarded this, all to fatalistically 


See APPLYING WORK STANDARDS—Page 98 


History of the work trend of a single department, over a period of 35 months 


Note how work standards first showed this department to be understaffed, a condition that has since been corrected 
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WORK STANDARDS REPORT FOR __ Department G 
4 Work Index 
Average Daily Number of Number Indicated evant of Number of Adjusted Last Dey of Month 
Month Work Load Employees Used hy Time Stedy to Time Spent) Trainees Used Work Index Number Employees Quota 
9-51 473.0 51.8 59.1 114 53 53 
10-51 496.0 58.6 62.0 106 1.3 55 50 
11-51 493.0 59.9 61.6 103 1.3 55 50 
12-51 490.0 56.7 61.1 108 2 59 53 
1-52 508.0 57.7 63.5 110 3 59 53 
2-52 505.0 61.6 63.2 103 - 3 55 56 
§-52 490.0 58.0 61.0 105 3 55 55 
4-52 499.0 61.5 62.4 102 3 55 57 
5-$2 476.0 58.2 59.7 102 1 104 55 56 
6-52 477.0 55.0 59.5 108 1 55 55 
7-52 483.0 58.5 60.3 103 5 55 54 
8-52 455.0 $7.7 56.9 99 8 55 58 
9-52 484.0 58.0 60.5 104 5 56 58 
10-52 505.0 59.8 63.1 106 2 64 58 
11-52 544.0 63.8 67.9 107 4 64 60 
12-52 533.0 65.4 66.6 102 6 64 58 
1-53 503.0 61.6 63.0 102 4.5 64 60 
2-53 536.0 66.8 67.0 101 64 63 
3-53 512.0 66.8 64.0 96 8 109 : 60 66 
4-53 530.0 70.0 66.0 94 7.5 105 60 64 
5-53 510.0 63.5 63.7 100 3.8 106 64 60 
6-53 505.0 62.5 63.0 101 3.6 64 62 
1-53 500.0 66.0 62.4 94 4.7 64 62 
8-53 485.0 65.2 60.7 93 7 104 64 64 
9-53 517.0 66.1 64.5 98 6.2 109 64 65 
10-53 534.0 66.5 66.6 100 4.9 108 70 69 
11-53 545.5 70.1 68.1 97 4.7 104 68 68 
12-53 543.5 69.4 67.9 98 3.4 103 67 62 
1-54 524.0 67.1 65.4 98 .6 98 64 61 
2-54 ; 551.0 70.5 68.8 98 3:7 103 64 63 
3-54 499.0 67.7 62.4 92 2.8 96 64 64 
4-54 513.0 68.1 64.1 94 S52 100 - 68 68 
5-54 506.0 65.9 63.4 96 1.7 99 68 69 
6-54 530.0 66.9 66.1 99 1.7 101 68 66 
7-54 515.0 65.3 64.5 99 2.7 103 68 69 
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Washington headquarters of the World Bank, which now has loan commitments topping $2 billion 


+ The WORLD BANK Moves Ahead 


Its ninth annual meeting reveals that the bank has reached 
new landmarks in loan commitments, earnings. capital raised 


By 
EUGENE R. BLACK 
President, International Bank for 


Reconstruction and Development, 
Washington, D.C. 


~ 


HE International Bank for Recon- 

struction and Development, better 

known as the World Bank, passed 
an impressive statistical landmark on 
August 24th last. The signing of a 
$61-million loan to the Pacific Railroad 
of Mexico brought the total of com- 
mitments entered into by the bank, in 
dollars and other currencies at its dis- 
posal, to the equivalent of more than 
$2 billion. 

In September, this was one of the 
salient figures reported in Washington 
to the ninth annual meeting of the 
bank’s Board of Governors. That 
meeting brought together U.S. Treas- 
ury Secretary Humphrey, British 
Chancellor of the Exchequer Butler, 
Netherlands Finance Minister Van de 
Kieft and many other financial leaders 
from 56 member countries of the bank. 
Other facts reported to the Governors, 
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in the course of their annual review 
of the bank’s operations, included 
these: 

The bank’s net earnings, in the fiscal 
year ended at June 30, reached a rec- 
ord figure of $20 million. Together 
with loan commissions also assigned 
to reserves, they brought total re- 
serves to $145 million. 

New loan commitments, for electric 
power, transportation and other basic 
projects in 16 countries, amounted to 
$324 million, or more than in any pre- 
vious fiscal year. 

The bank raised more portfolio capi- 
tal for international investment, and 
from investors in more countries, than 
in any earlier period: in the 12 months 
before the Governors’ meeting, the 
bank sold $295 million of bonds for 
U.S. dollars, British pounds, Canadian 


Cause for satisfaction 


At annual meeting, from left: Britain’s 

Chancellor of the Exchequer R. A. Butler, 

with Robert L. Garner, vice-president, 
International Bank, and Mr. Black 
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Ninth annual meeting, Board of Governors, attended by financial leaders from 56 member countries of the bank 


They noted that the World Bank’s resources are now becoming truly international 


dollars, Swiss francs and Netherland 
guilders; one U.S. dollar issue was 
placed entirely outside the United 
States, in 23 different countries. 

The bank also sold more of its loans 
to other investors than in any previous 
fiscal year: private participations in 
its loans, and sales of borrowers’ obli- 
gations from the bank’s portfolio, 
amounted to $34 million. 

Of the $310 million of new loan 
funds which became available to the 
bank in the fiscal year, three fifths 
originated outside the United States. 


HIS year, I think, marked the sec- 

ond of two of the most important 
developments that have occurred in 
the bank’s eight years of operations. 
The first was in 1948, when the bank, 
having lent $500 million to help in the 
reconstruction of Western Europe, 
turned to its long-range task of help- 
ing to put to work the productive re- 
sources of less developed countries. 
When the bank turned to that assign- 
ment, its resources were chiefly dol- 
lars, drawn either from the United 
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States Government’s subscription to 
capital or the sale of its own bonds to 
investors in the United States. 

Now, a fact that emerges clearly 
from the bank’s ninth annual report 
is that the bank’s resources are be- 
coming international to an unprece- 
dented degree. In fact, of the $1.9 
billion which the bank has had avail- 
able for lending from the beginning 
of operations up to the end of the fiscal 
year, two-fifths came from sources 
outside the United States. In terms 
of financial resources, the bank is bet- 
ter equipped than ever to carry on its 
work of investment in projects that 
will raise production and living stand- 
ards in its member countries and will 
help bring about a balanced growth of 
international trade. 

By the time of the ninth annual 
meeting the bank had made 107 loans 
amounting to more than $2 billion in 
thirty-six countries. Some indication 
of the scope of lending can be seen in 
the following tabulation of our gross 
total of loan commitments as of 
October 1: 


Number of Number of 


Areas Countries Loans Amount 
Europe 12 36 $802,000,000 
Latin America 11 41 537,000,000 
Asia & Mid-East 7 19 264,000,000 
Australia 1 3 204,000,000 
Africa 5 8 200,000,000 

TOTALS 36 107 $2,007,000,000 


Included among the borrowers from 
the bank are member governments, 
agencies of member governments and 
private enterprises located in the ter- 
ritories of members. Apart from the 
contribution our early loans made to 
postwar reconstruction, our later loans 
have covered almost every phase of 
economic development including the 
modernization and expansion of in- 
dustrial plants in Europe and Aus- 
tralia as well as the opening up of new 
land in Africa and Asia. 

Over half of the funds committed by 
the bank have been for improvement or 
the introduction of basic services: 
power, transport and communications. 
It is the development of these services 
that gives new impetus to agriculture 
and industry and makes possible their 
expansion on a sound modern basis. 
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PAKISTAN: $27 million rail modernization 
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MEXICO: $26 million for power projects 





COLOMBIA: $30 million for a highway improvement program 


Typical of the vital economic projects currently being financed by the bank 


In Mexico, for instance, we have 
loaned $80 million for both private and 
public electric power development. A 
large part of the new equipment has 
already been installed and is in opera- 
tion. The new sources of cheap and 
efficient energy made available have 
supplied much of the impetus that has 
enabled industry to move forward in 
Mexico City and Monterrey, the two 
main industrial centers of Mexico. 
Power financed in part by the bank is 
also being used to pump water for 
irrigation to some of the country’s 
parched farmlands. An important as- 
pect of the bank’s power loans in 
Mexico is that they have enabled the 
country to incorporate much-needed 
improvements in power networks and 
to plan an orderly expansion. 

The bank has financed agricultural 
equipment purchases by Pakistan. It is 
now in use helping to clear overlying 
sand from an area of half a million 
acres and to open the subsoil to cul- 
tivation. Over 100,000 acres have now 
been cleared and the wheat and sugar 
that have been planted are already 
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making their contribution to the na- 
tional food supply. In addition, Diesel 
locomotives and other railway equip- 
ment purchased by Pakistan with the 
proceeds of a $27 million loan have 
improved freight and passenger serv- 
ices and reduced the need to spend 
foreign exchange on fuel imports. 


E are also financing the foreign 
exchange costs of railway im- 
provement in Africa. One of these 
projects, when completed, will allow 
copper, chrome, coffee and other prod- 
ucts of the Rhodesias to reach world 
markets more cheaply and more 
quickly. Among other things, the proj- 
ect in the Rhodesias includes new loco- 
motives, half of which are now in 
operation, and the building of a new 
line which, when completed next year, 
will give these land-locked territories 
a new and shorter route to the sea. 
A final example of some of the 
effects of world bank loans can be seen 
in Finland. We have loaned the equiva- 
lent of $23 million in that country 
primarily for the modernization and 


expansion of the wood products in- 
dustries upon which Finland depends 
for almost the whole of its export 
earnings in the free world. Next year, 
when present programs are completed, 
the country’s capacity to produce kraft 
and writing papers will have been 
doubled and newsprint capacity will 
be more than doubled. 

The bank’s resources, as I have men- 
tioned, are raised as well as loaned on 
an international basis. On becoming a 
member of the bank, each country 
subscribes to its share of our capital; 
and the size of individual subscrip- 
tions is based on the country’s eco- 
nomic strength. The United States, 
with a subscription equivalent to 
$3,175 million, is our largest stock- 
holder and the United Kingdom, with 
a subscription equivalent to $1,300 
million, is next largest. 

Total capital subscriptions amount 
to more than $9 billion, but only a 
minor part of this is available for 
lending. Each country pays 2 per cent 
of its subscription in gold or United 

See WORLD BANK MOVES AHEAD—Page 100 
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How bank faeilities were extended to a nearby 


parking garage without conflicting with 


non-branch regulations 


Tiemo MOTOR BANKING 
lo the Headquarters bank 


By 
RUSSELL HUNT 


Vice-President, 
First National Bank of Tulsa, 
, Tulsa 2, Oklahoma 


OR many years we could not offer 

our depositors drive-in and walk- 

up banking service because of two 
factors. First, as is the case of most 
downtown banks, we had no space 
available for these services. Second, 
due to the Oklahoma law, we were un- 
able to operate facilities in outlying 
areas. However, both of these obstacles 
have been removed. We feel that the 
solution should be of interest to bank- 
ers that have banking houses in con- 
gested areas and whose states have 
banking laws similar to those of Okla- 
homa. 

Almost simultaneously with moving 
into our new building in 1950 we ac- 
quired a parking lot one block from 
our bank. The possibility of providing 
nearby parking facilities for our de- 


positors appealed to our officers and. 


directors. We thought depositors 
would welcome such facilities when 
they were applying for a loan, using 
our safe deposit vault, interviewing 
trust officers or engaging in any ex- 
tensive banking transactions. The lot 
was leased to an operating company 
and they erected a seven-floor ramp- 
type parking garage, with the bank 
reserving adequate space for its cus- 
tomers. 

As we considered the parking proj- 
ect, it became apparent that, as de- 
sirable as parking facilities would be, 
they were not the complete answer. 
We would save depositors from driv- 
ing around busy downtown streets 
looking for parking space. But, cus- 
tomers making simple transactions 
such as cashing payroll checks and 
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making deposits or withdrawals would 
gain little if a good portion of the 
time saved was voided by having to 
park, walk one block to the bank, and 
then return and wait for their cars. 

It occurred to us that there must 
be a way to extend our banking facili- 
ties to the parking garage without 
conflicting with Oklahoma’s _non- 
branch banking law. The words “ex- 
tension of banking facilities” proved 
to be the key phrase that redirected 
our planning and led to a rapid solu- 
tion of our overall problem. Analysis 
revealed that we have been extending 
our banking facilities for years 
through a deposit-by-mail system. 
Mail deposits start and stop at a loca- 
tion remote from our tellers’ cages, 
the postman serving as the messenger 
between our depositors and our regu- 
lar banking facilities. Another obser- 
vation: the department store clerk 
who dispatches the customers’ pay- 
ment to a central cashier via a pneu- 


Key to supervisory approval in the non-branch state 


matic tube system is not regarded as 
the one handling a financial transac- 
tion, but is simply the agent between 
customer and cashier. 

With these thoughts in mind, the 
board of directors appointed a com- 
mittee to explore the possibilities 
fully. This committee contacted Die- 
bold, Inc. and the Lamson Corporation. 
The problem was outlined to these 
manufacturers. We discussed uniting 
their products so that drive-in and 
walk-up windows might be utilized in 
the parking garage, if connected to 
the main banking office via a pneu- 
matic type system. After determining 
that a pneumatic tube system was pos- 
sible, a Diebold factory engineer trav- 
eled to Tulsa to work with the archi- 
tect on developing the most practical 
type installation. It was determined 
that three drive-in windows and one 
walk-up window would be the best pos- 
sible solution for handling the esti- 
mated motor and pedestrian traffic. 


First National’s solution to a congested downtown location 
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Underground pneumatic tube system connects Autobank, main office 


The windows were to have maximum 
visibility and an automatic and simul- 
taneous two-way communication sys- 
tem. Inclined bullet-resistive glass for 
reduced glare, flush counter areas, and 
numerous other features were to be 
provided to facilitate a fast, efficient 
and secure operation. As to the pneu- 
matic tube arrangement, it was deter- 
mined that a modified four-inch auto- 
matic switch system connecting a 
central desk in the main bank with the 


One of three drive-in windows installed in the Autobank 





four stations located in the Autobank 
would successfully join the main bank- 
ing facility with the drive-in, walk-up 
windows. Pelican type carriers would 
carry up to five pounds between the 
central desk and Autobank (610 feet 
away) in approximately 20 seconds. 
An additional tube system between 
the central desk in the basement of 
the main bank and the check verifica- 
tion signature files on the fifth floor 
would enable tellers in the Autobank 
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to verify checks within two minutes. 

At this point, armed with complete 
plans and our reasons for justifying 
the extension of our facilities, we ap- 
pealed to the bank commissioner of 
Oklahoma for assistance in securing 
a favorable ruling on the proposed in- 
stallation. Our request related the 
facts that the tellers in the drive-in 
and walk-up windows located in the 
Autobank would act only as forward- 
ing agents through use of the pneu- 
matic tube system in extending to our 
depositors the regular facilities of our 
main banking room. Our employees 
would not be exercising banking dis- 
cretion and would not be prepared to 
offer complete banking services such 
as negotiating loans. 


FTER a thorough investigation, the 
bank commissioner approved our 
proposal for extending our regular 
banking facilities in this manner and 
endorsed and forwarded our request 


* for favorable action to the attorney 


general. In due time, a favorable rul- 
ing was sent to us through the bank 
commissioner’s office. 

Last May we opened the First Na- 
tional Autobank featuring the drive-in 
and walk-up windows, and a complete 
parking service for 350 cars. Our ar- 
rangement provides for one hour free 
parking for all bank depositors. Thus, 
depositors needing parking space for 
time consuming banking transactions 
have been given adequate parking fa- 
cilities, while those who are making 
only simple transactions have been 
afforded the fastest means of banking 
today . . . drive-in and walk-up serv- 
ice. The autoramp is open 24 hours a 
day to the public. 

The opening was announced by 
newspaper, radio and television adver- 
tisements, and enclosures in our 
monthly statements. We are continu- 
ing to inform the public and our de- 
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the tellers in drive-in and walk-up windows are considered only “forwarding agents”’ 


Walk-up window for pedestrian depositors 
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The First National Bank 


of Chicago 


Statement of Condition October 7, 1954 


Cash and Due from Banks 


United States Government Obligations ° 
Other Bonds and Securities 


Loans and Discounts 


Real Estate (Bank Buildings and Adjacent Property) 
Federal Reserve Bank Stock 


ASSETS 


. 7 


Customers’ Liability Account of Acceptances 


Interest Earned, not Collected ‘ 


Other Assets . ° 


. 


Capital Stock . ° ° 


Surplus. ° 
Other Undivided Profits s 


Discount Collected, but not — 


Reserve for Taxes, etc. 
Bills Payable 


Liability Account of Acceptances ° 


Time Deposits . . ° 
Demand Deposits . . 
Deposits of Public Funds 


LIABILITIES 


$ 538,811,585. 71 
1,776,653, 981.19 
236,752, 956.71 


- $ 568,816,172.28 
° 911,631, 782.16 
° 112,315, 971.05 
-  1,197,775,042.76 


° 1, 790,221.43 
° 5,850, 000.00 
. 1,949, 498.50 
. 8,016,610.04 
. 940,874.81 





$2, 809, 086, 173.03 


- $  90,000,000.00 
-  105,000,000.00 


. 9,444, 237.28 
2,211,949.21 
. 32, 786,016.47 
. 15,000, 000.00 


° 2,376, 835.30 


2,552,218, 523.61 





Liabilities other than those above stated 


48,611.16 
$2, 809, 086, 173.08 





United States Government obligations carried at $277,080,788.22 are pledged 
to secure United States Government and other public deposits, trust 
deposits; and for other purposes as required or permitted by law. 
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Chairman of the Board 
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FRED COPELAND 


Illustrated by: Chas. Herzog III 


N innocent little envelope marked 
“Personal” awaited Director 
Clutchbill on his usual afternoon 

call at the Ferndale National Bank. 
Resting lightly on the table behind 
Cashier John Atwood’s desk, it showed 
no sign of the dynamite within it as 
the old director picked it up, pinched 
off an outside edge, gave an old- 
fashioned blow into the opening, then 
fished out and read a brief note that 
made his spectacles jump. 

Aaron: 

Pst-t! Just been examined. An old 
examiner from down country. Gimlet- 
eyed. Stern goat. He was alone here, 
but has got a helper coming. 

Probably hit your bank soon. Better 
put a shot of strychnine in any little 
thing under the weather. 

Love, 
B. Still 

“Christmas! !” 

“Eh-h?” Cashier Atwood screwed 
round in his desk chair and regarded 
Mr. Clutchbill’s grey goatee quivering 
with alarm. 

“The examiners are coming. Benja- 
min Still down the valley at the Wood- 
vine National just tipped me off.” 

Instantly John’s body jerked as 
though touched by an electric needle. 
Both men then sat motionless staring 
at each other. 

“Great heavens!” gulped the old di- 
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When a gimlet-eyed visitor arrives 
at the worst possible moment... 


WR. CLUTCHBILL 
Sfalls 
an Lrammer 








“Morning! A great day! Woodcock are in, 


rector, “they’d have to come just when 
that $10,000 note is lost out of our 
files. Biggest note in the bank. Those 
Winner Brothers that signed it would 
never give us another—they’d be 
tickled to death it’s lost. We’re going 
to catch particular ...em-n.. .” 
Mr. Clutchbill leaned back limply, his 
grey goatee sagging. 

“Mr. Clutchbill, we’ve been through 
every note, every drawer, every inch 
of the bus and vault, even every paper 
in the office wastebaskets . . . and who 
would or could take it? And what 
could they do with it?” 

The old director glanced fitfully at 
the wall clock. It lacked five minutes 
to 3. ““We’ve got to find that note. Any 
minute now the examiners may...” 

Suddenly a shadow flitted past the 
street window. The door latch clicked, 
and in the lobby stood an elderly and 
lank individual with a bulging brief 
case hauling at his right shoulder. 

Immediately the rapid metallic 
tattoo of a finger ring sounded on the 
outside grill. 

Willie Dexter, the teller, scrambled 
to the wicket where lay a small white 
card. Giving the caller a delaying word, 
Willie bustled into the front office with 
the card. 

“He’s arrived!” moaned Mr. Clutch- 
bill in low gear. And then in a voice 
high-pitched with forced joy: “Let 


want to have a whirl at them?” 


Mr. Hotneedle in, Willie!” 

Walking with the stealthy hunting 
step of a heron, the examiner entered 
and carefully inspected John and Mr. 
Clutchbill. 

“T’ll take the cash first, then the 
notes.” 

At the word “notes” the old director 
and John jerked under their shirts. 

“Got a helper coming in the morn- 
ing,” uttered the lofty, thin arrival 
getting out a wad of seals for the vault 
and note file drawers. 

“We'll be with you all the way,” 
nodded Mr. Clutchbill breaking out in 
a false purr. 

“Three o’clock . . . door’s locked,” 
yelped Willie through the grill. 

“Would you like the counter cash 
or vault cash first?” asked John of the 
arrival as though offering a second 
helping of turkey. 

“Oh, the counter cash, of course.” 

Mr. Clutchbill watched the examiner 
hastily unstrap his battered plump 
leather bag. Pawing rapidly, out came 
a cash sheet from a jumble of papers. 
A bit of brilliant color showed among 
the papers remaining in the bag. The 
old director leaned forward; it was 
the monthly issue of a popular sporting 


-_magazine. Mr. Clutchbill leaned back 


with an inquiring hand laid gently on 
his grey goatee. He gave Mr. Hot- 
See MR. CLUTCHBILL—Page 102 





INSTANT ACCEPTANCE—with no questions asked! 


“As the original travelers cheque, backed by continuous 
advertising and promotion since 1891, naturally 
American Express Travelers Cheques are instantly 
recognized and accepted throughout the world. 


2 ON-THE-SPOT REFUNDS—in case of loss or theft! 


Your customers can obtain on-the-spot refunds at any 
of the hundreds of American Express offices in the, 
United States and abroad. 


EXCHANGE OF TRAVELERS CHEQUES — 
3 without charge! 


At any of its world-wide offices, American Express 
will exchange large denomination travelers cheques 
for smaller denominations at no extra cost to your 
customers. 


G TRAVEL INFORMATION—throughout the free world! 


Around the world, American Express will supply your 
clients with valuable sight-seeing information and will 
arrange for hotel and ticket reservations and private 
auto rentals. 


UNIFORMED REPRESENTATIVES— 
5 at terminals abroad! 


American Express provides courteous, uniformed rep- 
resentatives at principal docksides, airports and rail 
terminals abroad. They offer interpreter service, help 
through customs plus expert advice on passports, 
visas and travel regulations. 


A MAIL SERVICE—at all American Express offices! 


At our offices, throughout the world, your customers 
can receive their personal mail and meet friends. Just 
one more good reason why American Express Travelers 
Cheques are at an all-time high in popularity—the 
first choice of travelers the world over. 


7 TRAVELERS CHEQUE DELIVERY—by mail or cable! 


For those who desire additional funds, American 
Express will make prompt delivery of travelers cheques 
—anywhere in the world. Send for your copy of the 
booklet, “Extend Your Travelers Cheque Service 
Around The World.” 
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WASHINGTON VIEWPOINT 








Management Succession 
under Comptroller’s Study 


Ray M. Gidney, Comptroller of the 
Currency, has made clear his feeling 
that the nation’s banks are well man- 
aged and are in “excellent condition” 
to do their part in carrying out the 
economic activities of their communi- 
ties. But he is not so sure that there 
is an adequate crop of understudies 
coming up. 

“My contacts with bankers cause me 
to believe that we have a fine group of 
men heading our banks,” Mr. Gidney 
said recently. “That is good. However, 
many of us have some misgivings as to 
whether everything is being done that 
can be done to make certain that 
worthy successors in depth are avail- 
able.” 

Mr. Gidney referred to “a rather 
disturbing number of cases” where 
heads of banks are getting along in 
years without having in sight men who 
can take over and succeeed them. 
“That should have attention from bank 
directors as well as from the active 
heads of the bank,” he said. 

“With respect to banking training, 
high praise should be given to the 
work that is being done by the Ameri- 
can Institute of Banking and by the 
Graduate School of Banking. To the 
work of these education institutions 
we must give credit for much of the 
good that is in our banking organiza- 
tions today. Nevertheless, more needs 
to be done, and one important task to 
be accomplished is to see that all bank 
officers are provided with an under- 
standing of what can happen when 
conditions become unfavorable. How 
to do this is worth a lot of thought on 
the part of all of us. 

“We must also find a way to attract 
to banking able and intelligent young 
men, and especially a goodly number of 
top grade college graduates so that 
management material in the future 
will be as good as that in other fields 
of business. Those of us who have 
spent long years in banking know that 
the satisfactions of a banking career 
are great, and most of us would hardly 
believe that we could have been equally 
happy in any other field,” the Comp- 
troller said. 

Somehow, the desirable type of 
young men and women should be given 
“some realization that our profession 
offers opportunities for fine careers 
and enduring satisfactions,’ Mr. Gid- 
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ney warned. “With this we must see 
that the financial inducements of a 
banking career are kept in reasonable 
relation to those in other fields. 

“IT note too many cases where ex- 
amination reports show officers’ sala- 
ries not in line with what they should 
be. There has been improvement in 
recent years but there is still much to 
be done. That, of course, is a matter 
which directors should consider, make 
wise appraisals of needs and possibili- 
ties, and act constructively.” 


* a 4 


Mortgage Insurance Booms 
But Title I Loans May Sag 


With backlogs of mortgage insur- 
ance applications accumulating as long 
as 10 weeks old in the agency’s field 
offices, Commissioner Norman P. Ma- 
son of the Federal Housing Adminis- 
tration has undertaken a simplification 
of procedures which, he promises, will 
clean up the workload by Christmas. 

September of this year was the big- 
gest September in F.H.A. history, with 
applications. increasing 24 percent 
above August applications to reach a 
peak of 67,000 units. The volume of 
applications under Section 203, cover- 
ing one-to-four family housing, was 


the highest since the boom days of 
May, 1950. At the same time the Vet- 
erans Administration reported a con- 
tinuing high level of loan guaranty 
applications rather than the falling- 
off that was widely predicted when the 
Housing Act of 1954 was enacted. It 
was felt then in some quarters that the 
marked liberalization of F.H.A. terms 
would tend to draw off a substantial 
part of the Veterans Administration’s 
loan guaranty activity. 

The volume of home improvement 
lending under Title I of the housing 
law has not snown the same bounce as 
previously, however, and there are in- 
dications both among bankers and 
agency officials that the 10 percent co- 
insurance requirement is accentuating 
the already strong trend away from 
F.H.A. insurance of these loans. 

Word reaching Washington from 
various parts of the country has it that 
banks are “coming down to a 6 percent 
add-on, including - life. insurance.” 

One of the members of the informal 
advisory committee that met with 
former F.H.A. Commissioner Guy T. 
O. Hollyday on the Title I problem, 
Richard H. Stout, executive vice-presi- 
dent of the Bank of Louisville, Ky., has 
recounted the committee’s efforts to 
“weigh causes and cures” in what they 
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A CAPITAL IDEA 


Let American Security handle your 
CORRESPONDENT NEEDS 
in the Nation’s Capital 


American Security 


& TRUST COMPANY 
Sth St. & Pennsylvania Ave., N. W., Washington, D. C. 


Daniel W. Bell, President 
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5 
world’s fastest 
visible 
Completely new... completely 
different . . . designed for easier, 
speedier reference and posting, en- 
gineered for maximum strength, 
made to precision specifications, 
finished a new light, warm color... 


a new high of efficiency and beauty 
in visible equipment. 


NEW COLOR—Greytan . .. a light warm color, 
pleasingly harmonious with modern office 
machines and furnishings. 

NEW APPEARANCE—characterized by crisp, 
prismatic, functional lines. 

GREATER STRENGTH— maximum rigidity achieved 
by formation of shell and reinforcing members. 

GREATER CONVENIENCE — with more capacity, 
wider label holders slanted for improved 
visibility, more finger space. 

EASIER TO USE—intermembered slides forming 
partitions between trays, nylon rollers and 
rubber stops reduce friction, provide smooth. 
speedy, quiet action. 


For more information write for 
illustrated brochure No. 1040. 


; WEW acme 


GREYTAN 
FINISH 








Stands match color 
and design of the 
cabinets. 

Removable end 
panels provide for 
expansion and yet 
retain smooth one 
piece appearance. 


Bem visisce 


Acme Visible Records, Inc., crozer, vircinia 


Representatives in all principal cities 
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recognized as an explosive situation. 
“Our problem was one of striving 
to strait-jacket the abuses without 


| making the thing so inelastic and 


fraught with restrictions that dealer 
operation would be stifled. . . Any 
schoolboy could see that dealer oper- 
ation is the backbone of F.H.A. Title I 
and that it cannot operate in a defi- 
nitely unfriendly atmosphere,” Mr. 
Stout says. He holds that some mem- 
bers of Congress “may be suspected of 
a desire to kill off F.H.A. entirely.” 

“T do not want to sever the connec- 
tion with F.H.A.,” Mr. Stout told the 
Consumer Bankers Association. “I be- 
lieve some people and some dealers will 
continue to demand it. .. The sincerity 
of the people who are handling F.H.A. 


| and their determination to make it 


work have made me optimistic that it 
may yet prove desirable. . . However, 


| if it is so restrictive as to drive deal- 


ers away and materially reduce vol- 
ume, we cannot afford the 20 percent 
semi-annual cut in the reserve, which 


| can be stopped by a complete severance 


of the tie.” 

Cyrus B. Sweet, the new F.H.A. Di- 
rector of the Title I Division, has 
pointed out the importance of com- 
mercial banks in the future outlook of 
the program. Almost 88 percent of the 
total outstanding loans are held by 
commercial banks, he reports, includ- 


| ing national and state banks and trust 


| companies. 





If there is added in the 
finance companies—practically all of 
them re’ying directly or indirectly 
upon the commercial banks for their 
financing—then the portion of com- 
mercial bank participation in the Title 
I program is estimated to encompass 
almost 93 percent of the total volume. 

Mr. Sweet said he could see “no rea- 
son why the protective features incor- 
porated in the 1954 legislation should 
handicap this phase of President 
Eisenhower’s broad housing program.” 
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Savings Institutions 
Study Realignment 


Adjournment of the 83rd Congress 
without final action on the proposed 
legislation to regulate the branching 
of Federal savings and loan associa- 
tions has given Washington observers 
an opportunity to study the competi- 
tive situation in the thrift industry in 
the light of newly found facts that had 


| not previously been fully appreciated. 


| One of the results of this study is al- 





ready apparent in the progress that 
has been made toward healing the or- 
ganizational schism that has divided 
the savings and loan industry. 

For twenty years, there has been ex- 
pressed the fear on the part of bankers 
that the system of Federal saving and 
loan associations might eventually ac- 


quire the status of a “third banking 
system,” paralleling the two great sys- 
tems of national and state-chartered 
banks now comprising the “dual’’ sys- 
tem. There is basis in fact for these 
fears, too, for it is no secret that lead- 
ers among the Federal savings and 
loan institutions and the mutual sav- 
ings banks have discussed among 
themselves the potential advantages of 
a consolidation. The advantages, of 
course, are that the mutuals are banks, 
and presumably on consolidation the 
savings associations would acquire the 
right to refer to themselves as banks; 
in return the mutuals would receive 
entrance into all states and territories 
under charters issued in Washington. 

Meanwhile, negotiations have pro- 
gressed toward the proposed reconsoli- 
dation of the United States Savings 
and Loan League and the National 
Savings and Loan League. Under the 
merger plan approved by the executive 
committees of both Leagues, the con- 
solidated organization would take a 
brand new name, so that there will be 
no implications. 

There seems to be no doubt that 
the savings and loan industry, while 
delighted that the branching regula- 
tion bill did not pass the 83rd Con- 
gress, is genuinely impressed by the 
bill’s vote-pulling power as shown by 
its passage through the Senate despite 
the industry’s strongly voiced objec- 
tions. The impulse to close ranks is a 
natural and logical result. 
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Timely Application of Law 
On Real Estate Affiliates 


The pen with which President 
Eisenhower signed the amendments to 
Section 23A and 24A of the Federal 
Reserve Act on June 30 is now the 
treasured possession of the Second Na- 
tional Bank of Cumberland, Md., and 
its president, Joseph. M. Naughton. 
The new law was virtually made to 
order to solve a vexing bank expansion 
problem for the Cumberland institu- 
tion, and it was a matter of more than 
coincidence that Senator J. Glenn 
Beall, a member of the Senate Bank- 
ing Committee which handled the bill, 
is also a director of the bank. 

To finance the new banking struc- 
ture, the bank’s directors found an an- 
swer in Section 23A, which would per- 
mit a Federal Reserve member bank to 
invest amounts up to 100 percent of 
its capital in the stock of a corpora- 
tion which owns the bank premises. 
But reading on, in Section 24A they 
saw the words which prohibit a mem- 
ber bank from investing more than 10 
percent of its capital stock and surplus 
in the stock of any affiliate of the bank. 
When the question was raised to the 
Comptroller of the Currency, it was 
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SPEED is the « essence , of “ 
FIRST WISCONSIN [™ » 
Transit Service iy <a 
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Time is money—especially when money’s on the move. Even minutes may matter when 





checks are “floating”! That’s why SPEED is the essence of First Wisconsin transit department 
Operations, on the job day and night... around the clock. And that’s why we route Wisconsin and 
Upper Michigan items direct to drawee banks. These are key features of First Wisconsin service 


to correspondents ... plus the important advantages of personalized attention to your special needs. 
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Mosler Introduces 


“PICTURE WINDOWS’ 


for Drive-in Banking! 


Take a look! Here is a brand new concept in drive-in window design. Developed by 


Mosler and Henry Dreyfuss, it embodies important forward steps in both engineering 


and styling. See how these advances add up to the finest drive-in facilities ever built. 


A word of caution: Don't let the striking 
modern appearance of these new Mosler “Pic- 
ture Windows” for Drive-In Banking absorb 
your attention too completely. For behind their 
inviting “open” look (styled to harmonize with 
the most advanced bank architecture, and bring 
depositor and teller closer together) is the most 
ingenious operating mechanism ever devised for 
drive-in transactions. 

Each “Picture Window” is electrically-operated 
. . . fully automatic. A single push button con- 
trol sends the teller’s unit out .. . opens its 
cover to an easily accessible 45° angle . . . and 


retracts it automatically after 15 seconds (or 
any interval desired). Customer reaches it 
easily . . . even with large bag deposits. And 
there is no danger of fingers catching . . . or 
wind blowing money away. For the unit is 
100% safe . . . and wind-proof. There is no 
chance of embarrassing errors in transactions, 
either, for deposit receptacle is glass-covered, 
so money is never out of customer’s sight. Send 
for the beautifully illustrated Mosler “Picture 
Window” catalog, today. See all the other new 
features built into these Mosler units. Mail 
coupon, now! 








Inside of new Mosier ‘Picture Window" is 
designed for split-second efficiency. Note glass 
lid of deposit receptacle, which is counter- 
balanced for effortiess operation by teller. 
Money is never out of customer's sight. Speaker 
system, mounted above teller’s line of vision, 
permits easy 2-way conversations . . . leaves 
teller’'s hands free. Two big cash and storage 
drawers are positioned for quick easy access. 





New Mosler Bay Type ‘Picture Window”’ for Drive-in Banking has same free, 
“‘open look,’ incorporates same features as flush type. 


The Mosler Safe Company, Dep’t 3 

32nd Street and 5th Avenue, New York 1, N. Y. 

Please send me your new catalog which gives complete details and 
specifications for the new Mosler “Picture Windows” for Drive-In Banking. 


if it's Mosier... it's safe 


% Mosler Safe “7 


World’s largest builders of safes and bank vaults . PF 
Mosler built the U.S. Gold Storage Vaults at Fort Knox and 
the famous bank vaults that withstood the 
Atomic Bomb at Hiroshima 
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found that he too was concerned over 
the obvious inconsistency between the 
two sections of the law and was ac- 
tually drafting remedial legislation. 
As a safety outlet, the Comptroller 
granted the bank a legally proper per- 


mit to proceed with the construction 
and to own directly a building whose 
cost might exceed the current $400,000 
par value of‘its stock. Meanwhile, the 
legislation was cleared by the Treasury 
Department and the Bureau of the 





THE EASY way 


TO DESTROY 
OLD PAPERS 


The new "Silver Executive” 


Paper Shredder destroys confi- 
dential papers, obsolete records completely . . 


- quickly! 


Machine is typewriter-size, neat, compact and portable— 
safe and easy to operate. Shreds paper into 1/4” strips... 
makes wonderful packing material. 


Write today for complete details and 10-DAY FREE TRIAL. 


INDUSTRIAL SHREDDER & CUTTER CO. 


204 MILL STREET 


~*~ SALEM, OHIO 








Success Story 
for Bankers 


Your bank’s name on a fine white 
Cascade Bank Imprint Napkin will 
give a new lift to your public relations. 
Give them to churches, service clubs, 
schools, and other groups, 
where these napkins will carry your 


lodges 
advertising message in a spirit of 
friendliness, good will and coopera- 
tion. 30,000 luncheon napkins (13” x 
1314”) color imprinted to your specifi- 
cations, only $131.00! 


SEND COUPON FOR 
FREE SAMPLES AND 
INFORMATION 








ex 


Finst Natiovat Bava 


—— eee 


CASCADE PAPER COMPANY 
12 BROWN STREET 


NORTH ADAMS, MASS. 
Please send free samples and full informa- 


—_ about Cascade Bank Imprint Nap- 
ins. 


NAME 





TITLE 





BANK 
CITY, STATE 








54 








Picture the name of your bank in enduring 
bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need . . . at 
most economical prices. 


Send for free illustrated catalog 


4 FRANK 


DESK NAMEPLATES 
2” x 10” one line of copy, $7.50 
2'/2" x 10” two lines of copy, $9.00 
on bronze easel—other styles available 





BRADFORD } 


PRESIDENT 





**Bronze Tablet Headquarters" 
UNITED STATES BRONZE SIGN CO., Inc, 
570 Broadway, Dept. BC, New York 12, N.Y, 














Budget and passed Congress without 
opposition. 

Thereupon, the Second National 
Bank organized its building ownership 
affiliate, which in turn obtained a 
mortgage loan from the Philadelphia 
Saving Fund Society to finance the 
new structure. Thus the bank was en- 
abled to adhere to its basic policy of 
keeping the bank’s capital in such a 
state of fluidity as would keep it freely 
and immediately available for business 
development purposes instead of tied 
up in bricks and mortar, while at the 
same time going ahead with the expan- 
sion which the directors thought es- 
sential. 

The new law, as illustrated by the 
Cumberland case, gives to Reserve 
System member banks the option of in- 
vesting up to 100 percent of their 
capital directly in bank premises or, 
alternatively, investing the same 
amount in the stock of a corporation 
engaged solely in the business of hold- 
ing the bank premises. 


Sd * ° 


F.B.I. Cites Increase 
In Bank Defaleations 


J. Edgar Hoover, director of the 
Federal Bureau of Investigation, is 
taking personal action to look for a so- 
lution to the bank embezzlement prob- 
lem, which each year gets worse with 
no sign of a change for the better. 

During the past fiscal year—July 1, 
1953 to June 30, 1954—there were 
1,103 cases of bank embezzlement re- 
ferred to the F.B.I. This was 7 per- 
cent more than the 1,022 cases of bank 
fraud uncovered during the previous 
fiscal year, and represents a 300 per- 
cent increase over 1946. One out of 
every 13 banks in the country suffered 


| a loss at the hands of the dishonest 
| employee during the 12-month period. 


An analysis of 110 banks closed 
since the banking holiday, selected 
from the list of larger and more spec- 
tacular embezzlement cases, reveals 
that out of $16 million of losses re- 
ported, $13 million was in excess of 
fidelity bond coverage. 


a ad 


| Advertising 


S & L Dividends 


The Home Loan Bank Board’s pro- 
posed regulations limiting the freedom 
of savings and loan associations to ad- 
vertise their dividend rates in financial 
centers have been put away in dry ice, 
perhaps permanently. The Board ob- 
tained a check on the legal questions 
involved, and was told by the Depart- 
ment of Justice that the effect of the 


| regulations would be to limit compe- 


tition and would therefore be improper 


| under the anti-trust laws. 
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_Announcing 


Formal Opening 
of our 
NEW BANKING HOUSE 
AND OFFICE BUILDING 
10:30 A.M. 
December 1, 1954 
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NATIONAL BANK of Dallas 





CAPITAL FUNDS OVER $60,000,000 * LARGEST IN THE SOUTH 


(olen, 


please be seated” 















You wouldn’t look twice at a banker with a brief case or 
loan portfolio, but when we show one with a school bell 
... that needs explaining. The bell toller is Dave Snowdon, 
a Mellon Bank officer, and the men for whom he is tolling 
are correspondent bank friends who were taking our 
“Concentrated Course in Banking.” In the 
photo at left, Dave is calling the 1954 session 
to order. 

Our school bell has rung for two years 
now, and, so far, over 160 representatives 
from our correspondent banks have taken 
the course. This is how it all started: 
through years of looking for extra ways to 
help our correspondents, we learned that 
one need stood out . . . the need for assistance 
in training executives, particularly among 
smaller and medium-sized banks. 

We talked it over with some of our cor- 
respondent friends. They said they would welcome help. 
So we mapped out a four-and-a-half day curriculum, 
and selected top Mellon Bank officers as teachers because 
of their active and practical experience in the specialized 
subjects. The whole course, we thought, would contain 
useful information for young bankers coming up and be 
a valuable review for older men. With the idea that 40 
students would take this course once a year, we started 
asking our correspondents in Pennsylvania, Ohio and 
West Virginia if they would like to send men. 

That first year, we had 80 applications, and conducted 
two classes instead of one. In 1954, we had 89 students, 
and, again, two classes. And, already, we have inquiries 
about the 1955 and 1956 sessions. 

It’s hard work for both the students and the top Mellon 
Bank officers who teach the classes. But the results have 
been excellent. The students tell us they learn much from 
the course. And we know that we are learning from their 
frank and enthusiastic discussions during the morning 
and afternoon classes and evening seminars. 

All of which reinforces our basic belief—that Corres- 
pondent Bank relationships not only can but should go 
far beyond the rendering of merely routine services. 
Everyone benefits when they do. 





MELLON NATIONAL BANK 
AND TRUST COMPANY 


PITTSBURGH 
CAPITAL $60,100,000 SURPLUS $160,000,000 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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THE PERSONALITY SPOTLIGHT | 





Top changes in the high command of 
Bank of America were announced at 
the October board meeting, to be effec- 
tive November 1. 

Fred A. Ferroggiaro, previously sen- 
ior vice-chairman, has been elected 
chairman of the board of directors. He 
succeeds A. J. Gock, who reached the 
mandatory retirement age of 65 on Oc- 
tober 4. He formally retired under the 
bank’s pension plan from his two posts 
as board chairman and as the bank’s 
senior officer in the Southern Califor- 
nia area on October 31. 

President S. Clark Beise also an- 
nounced that at the bank’s request, Mr. 
Gock will remain as a director and a 
member of the executive committee 
and will retain his chairmanship of the 
board’s general trust committee. He 
will make his office in the Bank of 
America building at 650 South Spring 
Street, Los Angeles. 

Mr. Ferroggiaro has been chairman 
of the general finance committee since 
1944, and is the bank’s senior loan offi- 
cer, with supervision over all Bank of 
America credit operations. He was an 
earnest youngster of 16 when hired as 
a messenger boy in 1906 by Founder 
A. P. Giannini, and provided his own 
self-starter in working his way through 
a varied list of assignments. Today he 
is the -bank’s oldest employee in years 
of service. Mr. Ferroggiaro is scheduled 
to retire from active duty under the 
bank’s pension plan on May 31, next 
year. 

Jesse W. Tapp, vice-chairman of the 
board, has succeeded Mr. Gock as the 
bank’s senior officer in the Southern 
California area. Mr. Tapp recently 
moved his office to Los Angeles. 


Walter J. Braunschweiger, executive 
vice-president at Los Angeles head- 
quarters, will aid Mr. Tapp and con- 
tinue to handle general administrative 
duties in Southern California, as well 
as carry on his statewide activities as 
chairman of the bank’s business devel- 
opment committee, 


o> 


Big news in Manhattan last month 
was the merger of Corn Exchange 
Bank Trust Company into Chemical 
Bank and Trust Company, to form the 
Chemical Corn Exchange Bank with 
98 offices and resources of more than 
$2.9 billion. Chemical thus moves from 
10th to 6th place among the nation’s 
largest banks. 

Continuing in the same capacity they 
have been occupying at Chemical Bank 
are Chairman N. Baxter Jackson, Pres- 
ident Harold H. Helm, and Executive 
Vice-Presidents Isaac B. Grainger and 
Gilbert H. Perkins. Of the Corn Ex- 
change top management, President 
John R. McWilliam has become vice- 
chairman of the consolidated institu- 
tion; E. Herrick Low, formerly first 
vice-president, is now an executive vice- 
president; Dunham B. Sherer, board 
chairman, has been elected a director 
and consultant to the Chemical Corn 
Exchange board. 


o 


This year’s convention marked a 
couple of milestones in the history of 
the fast-growing Association of Bank 
Women. 

First, it marked a departure from the 
previous practice of holding the meet- 
ing coincidentally with the annual 





Bank Women’s official family 


American Bankers Association conven- 
tion. This year the women convened 
September 30-October 3 at the Sham- 
rock Hotel, Houston, Texas. 

Also, the group voted to change its 
name to the National Association of 
Bank Women. 

Some 400 delegates attended the 32nd 
annual meeting, and later nearly 100 of 
them embarked on special planes for a 
week’s tour of Mexico. 

The accompanying view of the offi- 
cial family of the association has in the 
front row, from left: vice-president, 
Miss Virginia A. Rehme, assistant vice- 
president, Southern Commercial and 
Savings Bank, St. Louis, Missouri; 
president, Miss Cora Blanchard, assis- 
tant treasurer, Suffolk Savings Bank 


Retirement of popular figure brings top echelon changes at Bank of America 


FRED A. FERROGGIARO 
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With Revolutionary Machine... 


End Copying 


Bottlenecks 
Automatically 


A Low Cost Complete 
Photocopy Depart- 
\ ment All In One 
: 20 inch Unit 










































Right in Your Own Office Photocopy Any- 
thing Written, Printed, Typed, Drawn or 
Photographed in Less than 45 Seconds 


Solve the problem of handling your pa- 
per work in a hurry with the new Apeco 
Systematic Auto-Stat. With this quick 
copying machine, thousands of firms have 
eliminated 35% of all typing and actually 
cut paper work in half. Anyone can oper- 
ate it... just flip a switch and any pa- 
pers, Opaque or transparent, can be cop- 
ied in seconds no matter if printed on one 
or two sides. It’s low cost, too... priced 
within the budget of the smallest business. 
Lifetime Service Guarantee with 
Every Apeco Auto-Stat 


Send for NEW FREE Book 


Find Out How You Can 
Save Time and Money 
















in Your Business . . 









Li} to 

American Photocopy Equipment Co. 
1953 W. Peterson Ave., Chicago 26, Ill. 
Rush me without obligation your new book the 
**Auto-Stat Story." | understand this is a report 
on Auto-Stat copying and shows how this machine 
can increase the efficiency of any business. 
NAME 
FIRM 
ADDRESS 
CITY STATE 
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tn Canada: APECO OF CANADA, LTD., 134 Park Lawn Road, Toronto, Ont 
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ERLE COCKE, Sr. 
Early candidates for A.B.A. 


for Seamen and Others, Boston; retir- 
ing president, Mrs. Ruth E. Sherrill, 
vice-president, First National Bank, 
Memphis, Tennessee; corresponding 
secretary, Miss Louise Seely, clerk of 
the corporation, Charlestown Savings 
Bank, Boston. Back row: treasurer, 
Miss Florence Otten, treasurer and 
comptroller, Citizens Savings Bank, 
Citizens Trust Co., Providence, Rhode 
Island; recording secretary, Miss Mar- 
garet M. Buckley, manager, Washing- 
ton Square Branch, Brookline (Massa- 
chusetts) Trust Company. 

Miss Blanchard is in charge of the 
underwriting and agency life insurance 
department of her bank, which last 
year sold $1,000,000 of insurance over 
the counter. She also supervises women 
personnel, and manages the thrift and 
Christmas Savings clubs. 

She is used to a multiplicity of jobs. 
When she joined the Suffolk Savings 
Bank in 1925 as secretary to the treas- 
urer, she was supposed to answer the 
telephone, take dictation, verify pass- 
books and take mortgage payments all 
at once over her roll-top desk. 


* 


The Southeast apparently has its eve 
on future recognition in the official 
American Bankers Association family, 
with two strongly endorsed candidates 
for the A.B.A. vice-presidency in 1955. 
Fred F. Florence, president of the 
Republic National Bank of Dallas, is of 
course the vice-president for the com- 
ing year. 

Advanced as candidates for 1955 are 
Erle Cocke, Sr., president of The Ful- 
ton National Bank of Atlanta, and 
Harry M. Arthur, president of two 
South Carolina banks, the Arthur State 
Bank, Union, and the Woodruff State 
Bank, Woodruff, as well as the Chesnee 
Cash Depository, Chesnee. 

Mr. Cocke has served on the A.B.A, 
executive council, the federal legis- 
lative council, and the government bor- 














A 
HARRY M. ARTHUR 


vice-presidency in 1955-56 


rowing committee. He has also been 
prominent in the Georgia Bankers As- 
sociation, and is a former president of 
the Atlanta Clearing House Associa- 
tion. As president of the Fulton Na- 
tional since 1945, he has inaugurated 
many progressive programs such as a 
life-insured savings plan, _ student- 
operated high school savings banks, 
and a statewide pine tree planting 
drive. 

During the past year, Mr. Arthur 
has been president of the A.B.A. State 
Bank Division; also a member of the 
state legislative council and_ the 
F.D.I.C. study committee of the fed- 
eral legislative committee. He has been 
active in the South Carolina Bankers 
Association, and served as its president 
in 1949-50, 


e 


A noteworthy appointment is the 
naming of Rudolph A. Peterson as 
senior vice-chairman of the board at 
The San Francisco Bank, and chairman 
of the bank’s executive committee. Mr. 
Peterson is vice-president in charge of 


In the San Francisco news 
RUDOLPH A. PETERSON 
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One hand operation. Loaded files 
glide smoothly and easily 


Strong and sturdy cases carry 
load when files are stacked to 
ceiling. Drawers operate easily. 
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Positive drawer stops and inter- 
locked cases prevent suspended 
loaded files from tipping. 


Diehold Safe-T-Stak Steel Storage Files 


et ESTES 








Double capacity of storage rooms ...saveupto In addition to these five operating economies, Safe-T-Stak Steel Files save 
* 50% of space required for boxes and shelving. executive time and patience whenever storage records are wanted. They are 
Eliminate expensive erection . . . because they built to fit bank records. All sizes can be furnished with non-slip follower 
© lock together and stack ceiling high without blocks. Tabulating card drawers can be equipped with positive stop follow- 
intermediate supports. ers that compress and hold cards in perfect shape. Safe-T-Stak Files are 
available in two styles .. . (1) with steel glides and (2) with nylon 4-point 
glides and 2-point roller-suspension. Nylon glide-suspension files bring 


mitting direct transfer from active files with operating ease of active files to bank storage rooms. 


same indexing for fast action. F i . 
Let us show you how to reduce costs and improve storage filing operations. 


Keep storage rooms uncluttered ... by elimi- Send for descriptive literature today. 


* nating lifting heavy boxes and fumbling with 


3 Save transferring and finding time... by per- 
tie-strings. 


Built to last a life-time . . . require no replace- 
* ment... are unaffected by dust, dampness, 
and vermin. 


Diebold’ 
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Diebold, Inc. 
902 Mulberry Rd., S.E., Canton 2, Ohio 





Please send complete information about Safe-T-Stak Files for our 
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Individual Title 
902 Mulberry Rd., S.E. Street 
CANTON 2, OHIO 
City Zone State 
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Serving Banks For Nearly A Century 
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EXCEPT WHEN IT COMES TO INSURANCE 





Rich man, poor man, Indian Chief—everybody’s playing the 


“do-it-yourself” game these days. 


But not even the most talented amateur can do it himself when 


it comes to insurance. 


Because insurance is a field for “professionals only.” That’s always 
been the heart of THE Home’s philosophy. And our new ad restates it in 
practical, down-to-earth terms—in language which has a special 
meaning for 20,000,000 families who make up the booming 


“do-it-yourself”’ market. 


The new Home booklet can be a real help to these hobby-happy homeowners. 
More than that, it’s a public service feature that contributes much toward better 
homes and better communities. In this respect, it will have the endorsement 


of bankers everywhere. 


* THE HOME* 
Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE « AUTOMOBILE + MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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Meet your HOMEtown Insurance Agent 
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: tle showed me 
HOW TO DO IT...SAFELY / 


Do you have a hobby—or are you “handy around the house”? 
Then you'll find an extra advantage in talking to your Home 
Insurance man. His interests are probably very much like 
your own and he may be able to give you some good 
suggestions. He certainly will be able to give you sound advice 
on practical safety measures. He has built a career on the 
services of protection and his expert opinion, backed by more 
than a century of Home experience, is well worth having. 

For your sake, see him soon! 
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way to work © Said agent or broker, or write The 


see your local Dept. X. 


yx Your HOMEtown Agent can serve you well—see him now! 
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Home Office: 59 Maiden Lane, New York 8, N. Y. 


* THE HOME* 
Company 
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the banking interests of Transamerica 
Corporation, which recently acquired a 
substantial stock interest in the San 
Francisco institution. 

Mr. Peterson also serves on the board 
of three other Western banks: Citizens 
National Trust & Savings Bank, Los 
Angeles; First National Bank of Ari- 
zona, Phoenix; and the National Bank 
of Washington, Tacoma. 

Engaged in banking and credit ac- 
tivities since 1925, Mr. Peterson for 
many years served as president of Al- 
lied Building Credits, Inc., a Trans- 
america subsidiary in the note and 
mortgage financing field. He became a 





vice-president at the San Francisco 
head office of Transamerica in 1952. 
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James E. Gowen, chairman of the 
executive committee, has succeeded 
David E. Williams as chairman of the 
board at the Girard Trust Corn Ex- 
change Bank, Philadelphia. 

Mr. Gowen was board chairman of 
Girard Trust prior to its merger in 
1951 with the Corn Exchange National 
Bank to form the present institution. 
He also served as president from 1939 
through 1948. Earlier in his career he 
was a vice-president of the Philadelphia 





YOU CAN 


7, 


BANK ON 


to help you win and hold 


checking account customers 


Both CheckMaster (free book plan) and Chexcel 
(sell the book plan) now have the best looking 


check sets in the field ... 


and still cost less. 


Judge for yourself. Write for sample check set. 


We help you 
FIND 
customers 


with newspaper ad mats, car cards 
and radio spot announcements. 


We help you 
SERVE them 


We furnish all deposit slips, 
signature cards, ledgers, statements. 


More profitable for Banks 








(‘G We help you 
SELL them 


with counter and lobby 
posters, folders and 
illuminated displays. 


Vv No initial outlay for operating 
forms or merchandising aids. 
Bank pays only for personalized 
checkbooks ordered for accounts 
actually served. 


V Personalized plans that feature 
top quality imprinting. 


More popular with Customers 





400 MADISON AVENUE, NEW YORK 17, N.Y, 
NAPERVILLE, ILLINOIS 
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| who has been gen- 
| eral manager of the 





Saving Fund Society and president of 
the Western Saving Fund Society. He 
is a director and chairman of the 
finance committee of the Penn Mutual 
Life Insurance Company and of the 
Pennsylvania Railroad. 

Mr. Williams was president of the 
Corn Exchange National from 1941 
until its merger with Girard Trust. 


7 
Parkes Armistead, president, First 


American National Bank of Nashville, 
was dinner host recently to top officials 





Bank and rail presidents 


of some of the nation’s major banks, 
insurance companies, investment bank- 
ing houses and investment funds who 
were gathered for a dedication of the 
new $15,000,000 freight terminal of two 
railroads. 

In the view above, left to right, are 
John §S. Coleman, president of the Bir- 
mingham (Alabama) Trust National 
Bank; J. E. Tilford, president, Louis- 
ville and Nashville Railroad Company ; 
W. S. Hackworth, president of the 
Nashville, Chattanooga, and St. Louis 
Railway; Mr. Armistead; and Lee P. 
Miller, president, Citizens Fidelity 
Bank and Trust Company, Louisville. 


e 


The position of chairman of the As- 
sociated Banks of New Zealand is at 
present held by 
Herbert W. Whyte, 


National Bank of 
New Zealand Ltd. 


since 1948. His ex- 
perience with the 
bank dates back to 
1920. 

During this in- 
terval he has paid 
three visits to Lon- 
don, and he called upon the bank’s 


agents in the United States and Canada 
in 1952. 





H. W. WHYTE 
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Following stockholder approval 
October 26, The Westchester Bank & 
Trust Company of New Rochelle, New 
York, and The First National Bank 
& Trust Company of Tuckahoe plan 
a consolidation of the two institutions 
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NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 






































RESOURCES 
Cash on Hand and Due from Other Banks . $ 367,915,277.56 
United States Government Securities . . . 790,795,867.42 
fo ae eae ca eee 117,018,445.55 
Loans: 
Loans and Discounts ... . . . $ 335,633,436.72 
Real Estate Mortgages. . ... . 96,556,226.52 432,189,663 .24 
Accrued Income and Other Resources \ 10,558,814.88 
Branch Buildings and Leasehold Improvements 6,271,479.97 
Customers’ Liability on Acceptances and 
Letters of Credit . «ee Ss Bee 1,334,440.16 
$1,726,083 ,988.78 
LIABILITIES 
Deposits: 
Commercial, Bank and Savings . . . $1,458,133,058.38 
United States Government 2. oc. og oem 101,309,731.61 
Other Public Funds... <7 48,590,819.83 $1,608,033,609.82 
Accrued Expenses and Other Liabilities ° « 19,368,790.43 
Dividend Payable November 1,1954 .. . 1,125,000.00 
Acceptances and Letters of Credit. . . . 1,334,440.16 
Capital Funds: 
Common Stock ($10.00 par value) - « $  22,500,000.00 
Surplus... ; ‘a oa ae ae 57,500,000.00 , 
Undivided Profits oe ml ae ee ae 16,222,148.37 96,222,148.37 
$1,726,083,988.78 
United States Government Securities carried at $175,899,344.10 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $17,213,135.81 of the 
Treasurer—State of Michigan, and for other purposes required by law. 
BOARD OF DIRECTORS 
HOWARD C. BALDWIN CHARLES T. FISHER, JR. R. PERRY SHORTS 
HENRY T. BODMAN JOHN B. FORD GEORGE A. STAPLES 
ROBERT J. BOWMAN B. E. HUTCHINSON DONALD F. VALLEY 
PRENTISS M. BROWN BEN R. MARSH JAMES B. WEBBER, JR. 
HARLOW H. CURTICE JOHN N. McLUCAS R. R. WILLIAMS 
CHARLES T. FISHER W. DEAN ROBINSON BEN E. YOUNG 


NATE S. SHAPERO 


44 OFFICES IN METROPOLITAN DETROIT 
Garden City « Harper Woods « Inkster « Livonia « Plymouth « Wayne 


MAIN OFFICE—WOODWARD AT CADILLAC SQUARE—DETROIT 32, MICHIGAN 


Member Federal Deposit Insurance Corporation 
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under the name, National Bank of 
Westchester, White Plains. The com- 
bined bank will have capital and sur- 
plus of $5,000,000. 

Ralph T. Tyner, Jr., president, and 
Oliver W. Birckhead, board chairman 
of the Westchester Bank, will hold the 
same titles in the new bank. John F. 
Boland, president of the First National, 
will become senior vice-president. 


5 


In detailing the bold expansion pro- 
gram engineered by Reuben B. Hays 
since he became president of the First 
National Bank of Cincinnati in 1950, 


the “Cincinnati Enquirer” has labeled 
him “the bank-buyingest banker” the 
town has ever seen. 

In a story.on Mr. Hays’ career, the 
newspaper notes that when he assumed 
the helm of the First National it was 
strictly a businessman’s bank with one 
branch office and total assets of about 
$224 million. 

Since then the institution has 
acquired the Second National Bank, 
the First National Bank of Norwood, 
the Norwood Savings Bank, and the 
First National Bank of Lockland. The 
“Enquirer” further states that if plans 
to acquire the Atlas National Bank are 








When it is 80° 

At 2:05 P.M. 

In Union Center 
New Jersey at the 
Union Center Bank 











AMERICAN 
SIGN AND 


INDICATOR 
CORPORATION 


808 E. Sprague Ave. 
Spokane, Washington 


141 W. Jackson Bivd. 
Chicago, Illinois 











The DOUBLE TT is fully protected by patents 


or when it is 

any other temperature 
at any other time 

day or night 

the new DOUBLE TT 
Time and Temperature 
indicator sign identifying 
this bank, will 
accurately report it. 
Every five seconds 
alternately, continuously 
this public service 

will identify this 
progressive institution. 
Your banks inquiry 

is invited. 

















completed, Mr. Hays’ bank will have 
assets of approximately $410 million 
and 17 branches. 

Before joining the First National in 
1945 as executive vice-president, Mr. 
Hays had been first vice-president at 
the Federal Reserve Bank of Cleve- 
land. 


* 


New president of the Mortgage 
Bankers Association of America is 
Wallace Moir, who heads the Wallace 
Moir Company of Beverly Hills, Cali- 
fornia. He succeeds William A. Clarke 
of Philadelphia. Named vice-president 
of the association is Lindell Peterson, 
president, Mortgage Investment Com- 
pany, Chicago. 

Before organizing his own firm in 
1927, Mr. Moir 
served an ap- 
prenticeship as 
an appraiser, and 
later was vice- 
president of the 
Pacific Mortgage 
Guaranty Com- 
pany. He is a 
former president 
of the Southern 
California Mort- 
gage Bankers 
Association, and 
is a director of 
the California 
Trust Company, 
located in Los Angeles. 

Last year Mr. Peterson was given 
the association’s Distinguished Service 
Award for his work as head of the 
group’s educational program. 

This year, the award has been given 
to two mortgage bankers. William I. 
De Huszar, treasurer, Dovenmuehle, 
Inc., Chicago, was selected because of 
his new book on mortgage loan service, 
while Robert H. Pease, president, De- 
troit Mortgage and Realty Company, 
was named for his work as chairman of 
the association’s federal legislative 
committee. 





W. MOIR 


° 


Four officers have been involved in 
an executive reorganization at fast- 
growing Citizens National Bank of 
Lubbock (Texas). George E. Benson, 
who has seen deposits jump from $26 
million to $61 million since he became 
president in 1947, has become active 
chairman of the board. His successor 
as president is John A. Hughes, who 
joined the bank in 1948 as a vice-presi- 
dent and was elevated to executive 
vice-president in 1952. 

Dr. D. M. Wiggins, former president 
of Texas Technological College in Lub- 
bock, and more recently vice-president 
in charge of the bank’s public relations, 
has been moved up to executive vice- 
president. George Atkinson, Jr., vice- 
president in charge of installment loans, 
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Can 


cover 
losses 


already — 
Sustained! 


ISASTROUS LOSSES almost always 

: ) generate over a long period of 

time before they are discovered. Yet, un- 

til now, financial institutions have had no 

way of protecting themselves against 

heavy losses incurred before they ob- 
tained effective coverage. 

However, amazing as it may seem, 
Travelers now offers you Blanket Bonds 
issued to cover losses on a discovery basis; 
that is, they cover any losses discovered 
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while the Bonds are in force—even losses 
which occurred before the Bonds became 
effective! 


It is conceivable that your own insti- 
tution may be suffering an undiscovered 
loss—one which may have begun when 
your total deposits were smaller and your 
coverage in force at the time considerably 
lower than it is today. You can immedi- 
ately see the wisdom of securing discovery 
basis protection—for it covers you even 
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where there was little or no previous 
coverage! 

Blanket Bonds, on a discovery basis, are 
offered to Commercial Banks, Savings 
Banks, Trust Companies, Savings and 
Loan Associations and Building and Loan 
Associations. 

For further information on this vital 
subject, get in touch with your Travelers 


agent. Or—fill out this coupon, attach it - 


to your letterhead and mail it today. 


YOU WILL BE 
WELL SERVED BY é 


Travelers 


HARTFORD 15, CONNECTICUT 


BCH-11-54 
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SENSIMATIC BANK BOD 


° 
ye 
Now, the new Burroughs Sensimatic bank r 
bookkeeping machine makes your commercial checking ‘ 
account department more efficient . . . more 
productive than ever! i) 


The sleek new Sensimatic is designed for fast, 


6 
accurate posting. With its high economy, this machine is i 

a moneysaver right from the start. Operators } ? 0, 
instantly like its many fully automatic features that ° 


make it simple to learn and practically errorproof! , _ 
By a turn of the job selector knob, this versatile f - 
Sensimatic also may be used as an all-purpose 
® © 








machine to handle additional accounting operations. 


There will be a new high in accounting efficiency 
in your bank when the Sensimatic bank bookkeeping 2 
machine is on the job. See it in action. Ask your e 
Burroughs man for a demonstration today. 
Burroughs Corporation, Detroit 32, Michigan. 




















3 | . AUTOMATIC 395,774.25" | 'b 
DATE =< BALANCE et nasal 296 68345.66% §N, 
e Sensimatic gives you a 
OCT 1°54 2,266.74% completely new automatic 125 53,764.98 | 
check count, either progres- 
a a9 . =~ tage id sive or non-progressive, and 381,195.57 
OCT 554 23 2, 3% clearly lists the number of oe 
1,115.14% checks on the statement. Automatic totals of old balances; ; 
whl. al ag 1,891.26 activity count and totals of check 


and deposits, and total accum 
tion of new balances. 






CORRECTION KEYS 


There’s simplified error cor- 
rection with this Sensimatic. 
To correct any error the 
operator simply indexes the 
incorrect amount and de- 
presses the appropriate key. 


DATE LOCK 


An auditor’s lock located on 
the left front of the Sensi- 
matic locks in the date, pro- 
viding protection against 
inserting an entry of an un- 
authorized or incorrect date. 
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ROUGHS COMPLETE 
JOKKEEPING MACHINE! 
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@ 
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° ) 
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/ 
; AUTOMATIC 
@ REGISTER TOTALING . 
dei Totals and cross-footing are ® ' 
1.98 simple. The operator merely 
turns the job selector knob 9 
5.57 to the proper schedule and 


all completely automatic! 





ADDING 
MACHINE, TOO 


The Sensimatic is both an 
accounting and an adding 
machine. The platen is split 


nst for a list-posting tape. Thus 
“a the Sensimatic can add 
ite. 


checks or run trial balances 
without affecting totals. 
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Polk’s complete information 
is simply arranged for quick 
reference . . . consistently 
accurate . . . first in delivery 
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SEND your BALLIN 


The September 1954 Edition is off the 
press. Order your copy today. Make 
reference for those who work for you 


3 quick and easy job. 


Single issue $27.50 


Cauk Cirectory 


Subscription $20.00 a copy 


R. L. POLK & CO. bd 130 FOURTH AVE., NO. e NASHVILLE 3, TENN. 











Acquisition or Merger 


OFFICE EQUIPMENT COMPANY 


One of our clients—a medium-sized, established metal office equipment manu- 
facturer—is desirous of acquiring or merging with a company in similar or 
related fields, including business forms and supplies. 


If your company would benefit from either arrangement, you may com- 
municate with us in complete confidence. Principals only, please. Address 
inquiries to Mr. Robert A. Don. 


GRANBERY, MARACHE & Co. 
Members New York Stock Exchange 
67 WALL STREET, NEW YORK 5, N.Y. 

















has been appointed to the newly 
created post of senior vice-president. 


a 


Formerly an assistant comptroller at 
Guaranty Trust Company of New 
York, Harold Malesardi is shown (cen- 
ter) taking the oath of office as presi- 
dent of Citizens Northern Valley Na- 











Takes presidential oath 


tional Bank of Englewood and Tenafly, 
New Jersey. 

He succeeds Henry A. Theis (right), 
now vice-chairman of the board, a 
former vice-president of Guaranty 
Trust Company who became president 
of Citizens in 1947. Mr. Theis is a 
former president of the trust division 
of the American Bankers Association. 

Administering the oath of office to 
Mr. Malesardi is Percy M. Christie, 
who has been with the bank since 1897 
and has “sworn in” each of the insti- 
tution’s seven presidents and all of its 
directors. 


e 


Ray D. Barrett has joined the Hill- 
crest State Bank, Dallas, as assistant 
vice-president in charge of advertising 
and public relations. Miss Nell O’Con- 
nell and Shelby L. Richardson have 
been promoted to assistant vice-presi- 
dents, R. R. Mitchell and Miss Aline 
Mayes to assistant cashiers. 

Miss O’Connell is 
widely known in 
banking circles. She 
was the first woman 
to serve as presi- 
dent of the Dallas 
Chapter, American 
Institute of Bank- 
ing. She served as 
national publicity 
director of the 
A.I.B. in 1947. In 1944 she reached the 
finals in the A.I.B. public speaking con- 
test, and in 1951 won the national de- 
bate key. 





N. O’CONNELL 


* 


Another step in the rapid progress of 
Broad Street Trust Company, Phila- 
delphia, has been its merger with the 
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Northwestern National Bank to form 
a consolidated institution with assets 
of more than $100 million. This step 
brings Broad Street Trust three addi- 
tional offices, for a total of nine, and 
makes it the city’s ninth largest bank. 

Hubert J. Horan, Jr., president of 
Broad Street Trust, is president of the 
consolidated institution. Adolph Lorch 
continues as executive vice-president. 
Claire H. White, vice-president and 
cashier of the Northwestern National, 
is now a vice-president. 


* 


William H. Fletcher, who retired in 
1952 as first vice-president of the Fed- 
eral Reserve Bank 
of Cleveland, is 
back in harness 
again. He has be- 
come associated 
with the Society for 
Savings in an ad- 
visory capacity. 
President Mervin 
B. France explains 
that within the past A 
year the Society W. H. FLETCHER 
has opened eight 
branches in Greater Cleveland, and that 
Mr. Fletcher’s broad experience will be 
of great value in this period of growth. 


a 


Merger last month of the 146-year- 
old National Bank of Washington with 
the 21-year-old Hamilton National 
Bank in Washington, D.C., created the 
second largest bank in the metropolitan 
Washington area with 11 offices and 
assets of more than $231 million. 

Shown below are the top officers of 
the new National Bank of Washington, 
as they met to confer immediately after 








Top officers after merger 


their election. Left to right they are: 
Rutherford J. Dooley, senior vice- 
president; Barnum L. Colton, presi- 
dent; Wilmer J. Waller, chairman of 
the board; Warren R. Forster, senior 
vice-president. 


o 


Wistar H. MacLaren has been named 
comptroller of The Philadelphia Na- 
tional Bank, succeeding Vice-President 
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A big help in 
a branch bank 


@ We know what goes on in branch 
offices—have 94 of them. Lots of detail, | @The meter stamp has a dated postmark, 


less time—even in a small bank! 


needs less dispatching time in the 
postoffice. And you can print your own 
small ad with the stamp, if you like. 

@ Postage in the meter is always 
protected from loss, theft, spgilage —and 
automatically accounted for, on visible 
registers. And anybody in your 
bank can operate the meter. 

@ With the DM, you get rid of @ Why go without 
lick-and-stick postage. You the advantages of Mis electric 


5 m : model stamps and 4g 
print postage as you need it, metered mail any _ seals 175 letters 
directly on the envelope 


longer? Ask the * "ute. 
—always have the right nearest Pitney- 
stamp, for any kind or Bowes office for a 
weight of mail. Postage demonstration. Or 
Model DM for bulky envelopes is send the coupon for 
printed on special tape. And there’s a free illustrated booklet. 
built-in moistener for sealing envelope 
flaps. Getting out the mail takes a lot 


for a small staff. A postage meter is a 
big convenience and a time saver. Now, 
even the smallest branch bank can 
afford one. See the low-cost DM, the 
handsome little desk model, no bigger 
than your phone. 















FREE: Handy chart of Postal Rates 
with parcel post map and zone finder. 





PITNEY-BOWES — RES 
your| jo ot 
OSs age Pitney-Bowes, INc. HERE | \ 5) conta 
3186 Pacific St., Stamford, Conn. 


Please send free 1] DM booklet, QD chart to: 
Offices in 94 cities in Name 


the U. S. and Canada Address 
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G. Edward Cooper who will devote full 
time to the operations division. For 
many years Mr. Cooper has been active 
in the correspondent bank field, prin= 
cipally in the study and installation of 
banking procedures and accounting 
systems. Mr. MacLaren has previously 
assisted Vice-President George B. 
Kneass in the management of the 
bank’s investment portfolio. 


e 


Wells Fargo Bank & Union Trust 
Co., San Francisco, has purchased the 
First National Bank of Antioch and its 
affiliated savings 
bank, and they have 
become the Antioch 
office with Victor 
M. Parachini in 
charge as vice-pres- 
ident and manager. 
He formerly was 
president of the ac- 
quired institution. 

Also announced 
is the promotion of 
John J. Gruner to 
a Wells Fargo vice-president. He will 
continue as manager of the Union 
Trust office. 

These are not the only changes cur- 
rently reported by the bank. Its famous 
name is being shortened; after Decem- 
ber 20 it will simply be “Wells Fargo 





J. J. GRUNER 








Bank.” Stockholders have also ap- 
proved a five-for-one stock split, and 
an increased dividend rate. 


* 


Robert J. Wilson, manager of the 
New Kensington Office of Mellon 
National Bank and Trust Company, 
Pittsburgh, Pennsylvania, has been-ap- 
pointed vice-president. Mr. Wilson 
was formerly president of the Logan 
National Bank and Trust Company in 
New Kensington and joined Mellon 
National in 1948 when the Logan Bank 
became the New Kensington Office of 
the Mellon Bank. Also promoted to 
vice-presidents were Merle J. Fair- 
banks and Ernest D. Rudolph. Charles 
J. Williams was appointed assistant 
manager of Mellon National’s Charle- 
roi Office. 


» 


When J. W. Schwartz completes the 
finishing touches on his daughters’ 
playhouse, they will have a miniature 
dwelling that would delight any young- 
ster. The “builder” is assistant manager 
of the Boise Branch, First Security 
Bank of Idaho. 

When the interior is finished the 
house will be electrically equipped with 
lights and outlets, and have a wooden 
range with burner plates. It will also 
have a sink with running water from 








Big construction project 


a connection to a garden hose outside 
the house. The structure measures 1114 
feet by 15% feet and has three rooms: 
a large living room, big kitchen, and 
small bedroom for the dolls. There is 
an attic for storage. The house is of 
frame construction with cement floors, 
and will cost approximately $400 when 
completed. 

The size of the mortgage is not 
known! 


* 


The corporate and pension trust 
activities at the Fidelity-Philadelphia 
Trust Company have been combined in 
a single department headed by Vice- 
President H. L. Walters. Horace W. 
Latimer has been advanced to assist- 
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COUNTER CARDS 


Hou Verifti Check helps butld new business for client banks 


Newspaper advertisements, spot radio announcements, 
lobby posters, counter cards, TV film strips, layouts for 


billboards and car cards, folders, and other business 
building aids are supplied regularly to ThriftiCheck 


client banks — in addition to all operating supplies and 





Pree reduenrtising and Publicity Portfolio 


If no bank in your community has 
exclusive ThriftiCheck rights, 
send for this free advertising and 
publicity portfolio, together with 
the latest issue of our ThriftiChat 
bulletin. See for yourself how 
ThriftiCheck can help build new 
and profitable business for your 





bank too! 
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imprinting equipment — without cost to the bank. 


Only ThriftiCheck offers such a complete, well-rounded 
service for developing new accounts and increasing 
present account activity. 


7 eo 
Thrift Check Service Corporation 


Successor to Bankers Development Corporation 


100 Park Avenue, New York 17, N. Y. 
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New way to save money and time 


without disrupting your bank or your people! 





Girl has finger-tip control over thousands of cards from sitting position. 





Revo-File brings records to your clerks instead of sending clerks 


. *,° o 1 
to the records. Simple. No costly transposition job necessary! WHY REVO-FILE IS THE 


ISN’T THIS A fine, simple, practical idea for your bank? Let the file cards WORLD'S FINEST ROTARY FILE: 
“go round in circles” instead of your clerks! Save all the lost time, motion 
and energy that old-fashioned drawer and tub files are stealing from you. 
Save on your operating costs, too. And improve employee morale, customer * Takes less floor space. 
relations and overall efficiency with this one change in equipment. Increases production. 


e Uses your present records. 
No costly changeover. 


. . - e Reduces overhead. 
Revo-File brings thousands of signature cards, credit cards, mortgage 


records, and other records under finger-tip control. Eliminates lost time and 
motion. Clerks use it from an easy sitting position. It’s compact. Mobile. 


e Cannot lose or damage records. 
¢ Makes “in-out” filing faster. 
« Mobile—move it where needed. 


Takes only a fraction of the space you’re using, now—yet houses the same e Available in manual, automatic electric 
records you’ve always had. No costly transposition job necessary. If your selection, and “high-boy” models, 

° oe ‘ Accommodates all card sizes. 
bank has 3,000 or more active cards, it will pay you to check on Revo-File, 








today. Mail coupon, now, for full details, 








MAIL COUPON, TODAY, FOR FREE ILLUSTRATED FOLDER! 


























j Department BCH-11, Revo-File Division 
‘oOo The Mosler Safe Company 
| 320 Fifth Avenue, New York 1, N.Y. 
| _ Please send me your free illustrated folder giving full details on Revo-File, world’s 
| finest rotary ound file. 
; | same POSITION 
\WORLD’S FINEST ROTARY CARD FILE | 
BANK 
Another product of : 
ADDRESS. 
- Safe ~~” 
Mosler a <a 3 
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ant vice-president and will continue as 
the administrative head of the corpo- 
rate trust function. 

Fidelity also announces plans to 
purchase the Ridley Park National 
Bank. L. Leslie Pyle, president of the 
latter institution, will become an assist- 
ant vice-president and H. L. de Moya 
an assistant treasurer at Fidelity. 


e 


Julius Stone has been named to the 
newly created office of chairman of 
the board for three affiliated firms, the 
Rock Finance Company, Rock Loan 
Company, and Rock Insurance Agency, 
Inc., Green Bay, Wisconsin. 


Elected president of the Rock Fi- 
nance Company and Rock Loan Com- 
pany is F. E. Dykstra, formerly vice- 
president of the Thorp (Wisconsin) 
Finance Corporation. 


e 


Harley A. Degen has been elected 
secretary of Investors Diversified Serv- 
ices, Inc., Minneapolis, and T. L. 
Kenealy has been named director- 
mortgage division. 


. 
Featured in the staff “Round-Up” 


magazine of Valley National for Sep- 
tember was Art Wahl, assistant man- 





counter equipment... 


for the modern bank... 


by Watson 


When planning to build or remodel 
it pays to consider WATSON ... 
one of the largest builders of 


custom built and standard 


metal bank counter equipment. 


For more information about 


Watson Bank Counter Equipment 


write Dept. F-12 


established 1887 


WATSON MANUFACTURING CO., Inc. 


Jamestown, New York 


WATSON ALSO BUILDS A COMPLETE LINE OF STANDARD 
FILING CABINETS AND ROL-DEX ROLLING RECORD UNITS. 
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Valley Neaticnal Bank ‘ 
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Collection hobby featured 


ager at Mesa. He was pictured on the 
cover, surrounded by some examples 
of his hobby. Miniature cars and trucks 
of every vintage, from the Stanley 
Steamer to today’s streamlined hard- 
tops, are represented in his collection, 
which fits into his everyday activity, 
for Mr. Wahl is in charge of instal- 
ment loans, including auto financing, 
at the Mesa office. 


+ 


John G. Hewitt, assistant vice-presi- 
dent and manager of the consumer 
credit department 
at The First Na- 
tional bank of 
Jersey City (New 
Jersey), has been 
advanced to vice- 
president. He will 
continue as head of 
the department, 
which he organized 
in 1949 when he J. G. HEWITT 
joined the bank, and in addition he will 
participate in the First National's busi- 
ness development and public relations 
program. 


° 


Quite a number of promotions have 
been announced by the Citizens & 
Southern organization in Georgia. 

At The Citizens and Southern Na- 
tional Bank in Savannah, Henry M. 
Garwes, ranking commercial officer, 
and Leighton W. McRae, ranking trust 
officer, have been named senior vice- 
presidents. In the commercial depart- 
ment, Joseph H. Harrison has been 
elected executive vice-president, W. 
Franklin Frazier advanced to vice- 
president, and Elton L. Cowart to 
cashier. In the trust department, Vice- 
President Eugene G. Hardy will assume 
additional duties in trust administra- 
tion and estate planning. 
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RESOURCES 


Cash on Hand and in Banks $ 
U. S. Government Obligations 








State, County, and Municipal Bonds 











Other Bonds and Securities 
Stock in Federal Reserve Bank 
Loans and Discounts 
Bank Premises and Equipment 
Other Real Estate 
Customers’ Liability under Acceptances 
Accrued Interest Receivable and 
Other Assets 


100 YEARS OF 
BANKING 


Statement of Condition 


September 30, 1954 


225,528,534.08 
433,326,655.38 
54,696,674.41 
25,143,544.41 
1,650,000.00 
568,845,367.65 
10,93 1,888.95 
1.00 
965,453.34 


7,233,391.28 





Total Resources 





$1,328,321,510.50 


MEMBER FEDERAL DEPQSJT INSURANCE CORPORATION 


LIABILITIES 


$1,232,683,273.55 
1,009,876.53 
8,660,782.09 
13,238,982.76 
1,880,657.16 


Deposits 
Acceptances Outstanding 
Reserve for Unearned Discount 
Reserve for Interest, Taxes, etc. 
Other Liabilities 
Capital Funds: 

Capital Stock 


Surplus 
Undivided Profits 


Total Liabilities 


20,000,000.00 
35,000,000.00 
15,847,938.41 
$1,328,321,510.50 





United States Government and other securities carried at $169,573,035.06 are pledged to secure U. S. Government 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 
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At the Citizens & Southern National 
Bank in Atlanta, A. Penniman Wells, 
Jr.. has been promoted to vice- 
president. He has been in charge of 
the C&S freight payment plan, which 
permits business concerns to pay 
freight bills with a validating stamp 
instead of a check, and now has over 
275 firms, 30 motor carriers and a major 
airline participating in the program. 

In other Atlanta advancements, 
Herbert J. Dickson and W. Barrett 
Howell have become assistant vice- 
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- SPEED COLLECTIONS 


presidents, and L. M. Ezell, Jr., has 
been elected assistant cashier. 

At the Citizens & Southern Bank in 
Albany, Georgia, Olin Fulmer, Jr., has 
been named president to succeed the 
late Lansing B. Mays. Hoyt D. Edge 
has been elevated to executive vice- 
president. 

New president of the Citizens & 
Southern Bank in LaGrange is Harry 
R. Spikes. William F. Holle, Jr., has 
been elevated to vice-president and 
cashier, Woodrow Smith to. vice- 
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IN EVER-GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 


Our experience and full 


knowledge of local people and conditions are at your dis- 


posal. 
Banco 
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CREDITO Y AHORRO PONCENOMEwE 


MAIN OFFICE: PONCE, PUERTO RICO 
Member Federal Deposit Insurance Corporation 













president and assistant trust officer, and 
Robert J. Darden to assistant cashier. 


* 


The scene below emphasizes how big 
a factor the personal loan business has 
become in American banking. 

It commemorates the passing of the 
$3 billion mark in loans, by the per- 
sonal credit department of The Na- 
tional City Bank of New York. J. An- 
drew Painter (second from left), vice- 





$3 billion in personal loans 


president in charge of the department, 
is presenting the customer whose loan 
brought the total over the $3 billion 
level with the proceeds of his loan, 
the note stamped “paid,” and a savings 
passbook with a $100 balance. 

National City was the first major 
commercial bank to establish a sepa- 
rate personal loan department. Losses 
sustained in this activity are less than 
Y% of 1 per cent of the aggregate 
amount of the loans, which bears out 
one of the department’s long-standing 
mottoes: “You can’t lose money on an 
honest man with a job, who borrows 
within his means,” 
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The new president of the Consumer 
Bankers Association is Robert A. Cul- 
ver, president of the Tennessee Valley 
Bank, Knoxville. Also elected to officer 
posts at the association’s recent annual 


| convention were Roy A. Perry, first 


vice-president, Ralph W. Stoddard, 
second vice-president. Mr. Perry is 
executive vice-president of the Indus- 
trial National Bank of Miami, Florida, 
and Mr. Stoddard, president of the 
Buffalo (New York) Industrial Bank. 
Hollis W. Burt, of Washington, D.C., 
will continue as executive director, and 
Margaret Goldsmith as secretary. 


* 


Rudolph F. Hajicek was recently 
elected president of the Lawndale Na- 
tional Bank of Chicago, Illinois. At the 
same time Jerry A. Srp was appointed 
a director and vice-president; Lee J. 
Hruby, cashier; and Frank J. Vasek, 
vice-president and secretary, to the 
executive and discount committees. 


° 


After 32 years as president of The 
Farmers National Bank of Salem (Vir- 
ginia), J. Sinclair Brown has been 
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They are both good collateral when secured 
by a LAWRENCE FIELD WAREHOUSE RECEIPT 


Lumber and wine are two of a long list of commodities which are prime 
security when backed by a Lawrence receipt. Why? Because— 


1. The integrity of the Lawrence Ware- 
house Company is behind every Lawrence 
Warehouse receipt. Bank officers throughout 
the United States, Canada and Mexico unhesi- 
tatingly make inventory loans when so secured. 

2. Legal liability and fidelity bonds are 
also behind each Lawrence receipt. These 
bonds total $1,000,000 at each of more than 
2500 Lawrence field warehouse locations — 


protection unsurpassed for banks or other 
receipt holders. 


3. Lawrence facility simplifies the handling 
of commodity loans. For example, the exclu- 
sive Lawrence-IBM Commodity Collateral 
Report is electronically compiled for loan 
officers— keeping them always up to date on, 
inventory values while reducing the costs of 
servicing loans. 











LAWRENCE ON WAREHOUSE RECEIPTS - « « IS LIKE CERTIFIED ON CHECKS 











_ JAWRENCE WAREHOUSE ©MPANY 











NATIONWIDE FIELD WAREHOUSING 








37 Drumm Street, San Francisco, California 


100 N. La Salle St., Chicago 2, Ill. 
OFFICES 





IN PRINCIPAL CITIES 


79 Wall Street, New York 5,N.Y. 















named board chairman. New president 
is C. E. Webber, formerly a vice-presi- 
dent. 


*. 


Some 400 bank officials and their 
wives gathered at a dinner in Dallas 
recently to pay tribute to W. A. (Doc) 


Sandlin, who has retired as chief na- 
tional bank examiner of the 11th Fed- 
eral Reserve District. A group of dis- 
tinguished speakers, including Comp- 
troller of the Currency Ray M. Gidney, 
traced the life and achievements of 
this popular figure in the bank and 
supervisory field over the past 40 years. 








® Complete modern banking facilities await 
you and your clients. Inquiries are invited 
regarding export-import trade, agencies, 
plant locations, taxation or foreign 
exchange. Information provided to meet 


specific requirements. 





COMPLETE 
BANKING SERVICE 
ACROSS CANADA 


Head Office: 
Toronto, Canada 








. | THE 
D OMINION 


BANK 


New York Office—49 Wall Street 








England, France, 
Portugal and Spain 


Complete International Banking Service 
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Mr. Sandlin resigned his post to be- 
come a vice-president of the Republic 
National Bank of Dallas. 


* 


At The First National Bank of Glen 
Head (New York), Robert S. Miller 
has been elevated to the presidency 
and G. Thomas Powell is now chairman 
of the board. 

Mr. Powell has served as president 
since the bank was organized in 1927. 
Mr. Miller also joined the bank on the 
date of its organization, serving first as 
cashier and later as executive vice- 
president. 


° 


David C. Davenport, formerly asso- 
ciated with a New 
Hampshire law 
firm, has joined 
The First National 
Bank of Santa Fe 
(New Mexico) as 
trust officer. Ed- 
ward H. Tatum, Jr., 
who has been serv- 
ing as interim trust 
officer, is now vice- 
president in charge of operations. 


D. C. DAVENPORT 


& 


New president of the First National 
Bank of Martinsville (Virginia) is Sut- 
ton §. Flythe, formerly executive vice- 
president. He fills one of the posts left 
vacant by the recent death of James 
C. Greer, who was actively associated 
with the bank for 59 years. The posi- 
tion of board chairman, also held by 
Mr. Greer, will be filled at a later date. 

Prior to joining the Martinsville in- 
stitution in 1947, Mr. Flythe was vice- 
president and cashier of The Bank of 
Fieldale (Virginia). 


5 


Six officers have been promoted by 
the Detroit Trust Company. Moving up 
to vice-presidents are Andrew C. Davi- 
son, Charles E. Howard and Erwin 
Springman, while Alcide P. Chauvin 
and Walter C. Goulet have advanced to 
assistant vice-presidents. George W. 
Menold is now an assistant secretary. 


| All are members of the personal trust 


department. 
+4 


H. E. Diggle was elected president of 
the Washington (Illinois) State Bank 
to succeed the late James Robert 
Heiple. Mr. Heiple had been with the 
bank since 1912, as has Mr. Diggle, 
who before his advancement was vice- 
president and cashier. 


e 


At the Northwest Bancorporation, 
Minneapolis, Curtis A. Lovre has been 
promoted to vice-president and Ray A. 
Scott to assistant comptroller. 
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DIRECTORS 


BARNEY BALABAN 
President, Paramount 
Pictures Corporation 


EDWIN J. BEINECKE 
Chairman, The Sperry & Hutchinson Co. 


CLINTON R. BLACK, JR. 
President, C. R. Black, Jr. Corporation 


EDGAR S. BLOOM 


Director, The Adams 
Express Company 


ALVIN G. BRUSH 


Chairman, American Home 
Products Corporation 


LOU R. CRANDALL 
President, George A. Fuller Company 


CHARLES A. DANA 
Chairman, Dana Corporation 


HORACE C. FLANIGAN 
President 


JOHN M. FRANKLIN 


President, United States 
Lines Company 


JOHN GEMMELL, JR. 
Clyde Estates 


PAOLINO GERLI 
President, Gerli & Co., Inc. 


JOHN L. JOHNSTON 
Director, Phillips Petroleum Company 


OSWALD L. JOHNSTON 
Simpson Thacher & Bartlett 


KENNETH F. MacLELLAN 


President, United Biscuit Company 
of America 


JOHN T. MADDEN 


President, Emigrant Industrial 
Savings Bank 


JOHN P. MAGUIRE 


President, John P. Maguire & 
Co., Inc. 


GEORGE V. McLAUGHLIN 


Vice Chairman 
Triborough Bridge and Tunnel Authority 


Cc. R. PALMER 
Director, Cluett Peabody & Co., Inc. 


GEORGE J. PATTERSON 


President, Scranton & Lehigh 
Coal Co. 


WILLIAM G. RABE 
Chairman, Trust Committee 


HAROLD C. RICHARD 
New York City 


HAROLD V. SMITH 
Chairman, Home Insurance Co. 


L. A. VAN BOMEL 


Chairman, National Dairy 
Products Corporation 


HENRY C. VON ELM 
Honorary Chairman 


GEORGE G. WALKER 


President 
Electric Bond and Share Co. 


y 





MANUFACTURERS 
TRUST COMPANY 





Condensed Statement of Condition 


September 30, 1954 








RESOURCES 
Cash and Due from Banks 


U. S. Government Securities . . . 
U. S. Government Insured F. H. A. 

a, Se et ee tae be 
State, Municipal and Public Securities 
Stock of Federal Reserve Bank . . 
ieee Soomtiies. «+s «tw hs 
Loans, Bills Purchased and Bankers’ 

AgGeptances <« .« « « «se a 8 
Mortgage ... s « 6 @ 8 6 ® 
Banking Houses . . . . « « « 
Customers’ Liability for Acceptances 
Accrued Interest and Other Resources 


LIABILITIES 


Capital (2,519,500 

shares—$20. par) $ 50,390,000.00 
Surplus . . . . 100,000,000.00 
Undivided Profits . 35,759,784.89 


Reserves for Taxes, 

Unearned Discount, Interest, etc. . 
Dividend Payable October 15, 1954 
Outstanding Acceptances ; 
Liability as Endorser on Acceptances 

and Foreign Bills . . . .« « « 
Other Liabilities . 2. . 2. « © « 
Deposits . . « «© « «© © © @ « 





$ 847,343,976.36 
944,826,936.77 


85,253,603.12 
181,507,769.47 
4,511,700.00 
38,002,759.16 


845,093,172.70 
14,804,675.82 
15,695,180.70 
16,001,219.09 
9,124,630.56 


$3,002,165,623.75 





$ 186,149,784.89 


24,292,815.91 
1,889,625.00 
17,497,567.12 


14,444,790.08 
2,664,384.71 
2,755,226,656.04 


$3,002,165,623.75 





United States Government and Other Securities carried at $150,287,659.25 are pledged to 
secure public funds and trust deposits'and for other purposes as required or permitted by law, 


Head Office: 55 Broad Street, New York City 


MORE THAN 100 OFFICES IN GREATER NEW YORE 


Member Federal Deposit Insurance Corporation 
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THE WAVY LINES @ ARE 
A LA MONTE TRADE-MARK 








and Salesman... agree 


Yes, wage earner and salesman . . . architect and executive — almost 
everybody agrees that paying bills by check is the simplest, safest 
and most convenient way. And regardless of occupation, all your 
customers are sure to appreciate your thoughtfulness in supplying 
them with checks lithographed on La Monte Safety Papers. The 
high quality of these fine papers is self-evident to the ultimate user 
and can play an important part in building and maintaining pleasant 
customer relations. If you have not yet tried La Monte Safety Papers, 
samples are available from your lithographer or from us direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED chéck paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 
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CANADIAN BANKING 








Sterling Ease 
Aids Immigrants 


Canadian banks lost no time in ad- 
vising immigrants from Great Britain 
of the recent easing of currency re- 
strictions by the United Kingdom. 
Early in September the British gov- 
ernment announced that British emi- 
grants to Canada could take up to 
£2,000 with them on emigrating, and 
that recent immigrants could obtain 
blocked sterling balances at once. 

Previously emigrants from Great 
Britain were allowed only £1,500 for 
a family of three, and this could only 
be had in four annual instalments. 
Now the balance of these instalments 
can be obtained at once. In addition 
British emigrants can now start draw- 
ing on income from sterling invest- 
ments as soon as they arrive in their 
new country, at blocked sterling rates, 
which were fractionally lower than the 
free rate at the time the announce- 
ment was made. 

From the standpoint of more immi- 
grants for Canada the new regula- 
tions are expected to bring a new 
group of British people to Canada, 
those with limited savings and includ- 
ing many professional people and of- 
fice workers. Till now British emi- 
grants to Canada have been mainly 
those who used up most of their sav- 
ings for passage to Canada and had 
little capital blocked in Great Britain. 

From the banking standpoint the 
new regulations will bring many new 
customers to Canada’s banks, people 


Meets new needs 


Royal Bank of Canada 
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By JAMES MONTAGNES 





Installed at the new London, Ontario Branch of the Bank of Montreal 


First of its kind, this curl. teller was designed by the bank 


with funds to be transferred and those 
with investment income in Great 
Britain or other parts of the sterling 
area which can now be changed into 
dollars when the income falls due. 
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Upswing in 
Night Depositories 

The volume of evening shopping in 
Canada continues to grow steadily 
with the result that the demand for 
after-hour depository services has 
also increased greatly, particularly in 
view of the Saturday bank closings. 

Accordingly, The Royal Bank of 
Canada and the Bank of Montreal 
this Fall opened a number of after- 
hour depository services at various 
branches. The entry of these two 
banks brings to four the number of 
banks now having such services. 

The Imperial Bank of Canada for 
several decades has had a night de- 
pository service at its branch at Yonge 
and Bloor streets, Toronto. The new 
Mercantile Bank of Canada installed 
such a service in its new branch at 
Vancouver this summer. The Royal 
Bank of Canada introduced the night 
depository service late in August at 
one of its branches in Montreal, and 
the Bank of Montreal announced in- 
stallation of “around-the-clock” de- 
pository service at a large number of 








branches from Montreal to Vancouver 
about the same time. 

Both the Royal Bank and the Bank 
of Montreal intend to increase the 
number of these after-hour depos- 
itories in principal Canadian cities. 
Both feel that current shopping trends 
and the closing of branches on Satur- 
days in practically all cities across 
Canada, will increase the need for the 
service. Both banks used extensive 
advertising in the cities where the 


‘ depositories were opened. 
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Curb Teller Innovation 

The Bank of Montreal opened its 
seventh branch in London, Ontario re- 
cently and in it inaugurated a unique 
curb-side banking service, the first of 
its type in Canada. Developed by the 
bank itself the new curb teller differs 
from curbside installations in the 
United States. The Bank of Montreal 
curb teller takes advantage of a one- 
way street. The teller wicket faces the 
street and consists of only a compact 
metal box at the curb that is linked 
to the teller’s wicket inside the bank. 
There are no obstructions for pedes- 
trians using the sidewalk. As the teller 
sees a customer drive up, the metal 
door in the face of the box opens auto- 
matically and two-way communica- 
tion system below the sidewalk enables 
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customer and teller to converse. In 
addition there is a call button beside 
the speaker on the metal box that can 
be used to summon the teller if she 
is not in the bank window. 

The customer places the deposit or 
signed check for cashing in the metal 
carrier in the curb-service box. The 
door shuts, and the carrier is conveyed 
by a belt under the sidewalk to the 
teller’s wicket. There the teller re- 
ceipts the deposit slip or cashes the 
check, and places the money or feceipt 
on the carrier, which then travels 
under the sidewalk once more to the 
waiting customer. 
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Banks in Bigger Role 
in Home Financing 

Since Canadian banks entered the 
home mortgage field on new homes 
late in March, 1954, about 40 percent 
of the 24,316 mortgage loans taken out 
under the 1954 National Housing Act 
have come from the banks, according 
to a report of D. B. Mansur, president 
of the government’s Central Mortgage 
and Housing Corporation, Ottawa. 
Sixty percent of the mortgages were 
taken up by insurance and trust com- 
panies. 

Mr. Mansur estimated that there 
will be about 115,000 new homes built 
in Canada this year, as compared to 
106,000 last year. The lack of funds 
noticeable earlier this year for mort- 
gages on new National Housing Act 
approved homes, has been largely rec- 
tified with the entry of Canadian 
chartered banks and Quebec savings 
banks into the mortgage field for the 
first time. 


od ° e 


New Billboard Campaign 


The Canadian Bank of Commerce in 
Toronto has started an outdoor adver- 
tising campaign using billboards with 
spectacular neon-lighted bank signs 
and ads. The bank plans to extend the 
new program to include billboards in 
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Bank oF MonrTREAL 


New York --64 Wall Street 








SAVINGS 


ANADIAN 


Neon-lighted boards featured in cross-Canada ad program 


numerous other Canadian cities. 

The billboards are to be changed 
monthly. The first ads featured sav- 
ings, and those this month feature the 
Christmas Club service. The billboards 
are located at heavily travelled main 
street intersections and the signs are 
regulated to flash on each line of the 
advertisement, followed by one flash- 
ing of the entire name. The drive-in 
bank sign of the Canadian Bank of 
Commerce will also have an intermit- 
tent flashing ad. 
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Personnel News 


Edward Ernst, superintendent of 
the foreign department of the Bank 
of Montreal is making a six weeks 
trip of the Middle East for the bank. 
He will visit Tur- 
key, Israel, Cy- 
prus, Egypt and 
Greece, covering 
about 15,000 miles 
on the trip. The 
tour is part of the 
bank’s program 
of covering the 
entire business 
world abroad in 
order to place at 
the disposal of its 
foreign-trading customers complete 


E. Ernst 





















San Francisco --333 California Street 


Chicago: Special Representative’s Office, 141 West Jackson Bivd. 
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600 Branches Across Canada Resources Exceed $2, 300,000,000 
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and accurate information on Canadian 
trade abroad and the related problems 
with the countries concerned. 


* 


H. A. Channell has been appointed 
supervisor of branches in the British 
West Indies for the Royal Bank of 
Canada, succeed- 
ing J. W. Brad- 
shaw who has re- 
tired on pension. 
Mr. Channell will 
headquarter at 
Port of Spain, 
Trinidad. He was 
previously assist- 
ant supervisor of 
branches in Que- 
bec, New Bruns- 
wick and eastern 
Ontario for Royal Bank of Canada. 





H. A. Channell 


os 


John Pogue, formerly vice-pres- 
ident of the Canadian Bank of Com- 
merce (California) at Los Angeles, 
has been appointed agent of the bank 
at New York. He started with the 
bank in 1916, and prior to his appoint- 
ment at Los Angeles, was for six 
years assistant manager at the bank’s 
main Toronto branch. 

Ray St. John succeeds Mr. Pogue as 
vice-president of the Canadian Bank 
of Commerce (California) at Los 
Angeles, coming there from his post 
as inspector at the Toronto head office 
of the bank. He started with the bank 
in 1925, and since has served in vari- 


| ous branches as well as the head office 
of the bank. 


J. Pogue R. St. John 
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Here may be the beginning of a costly lawsuit for the 
owner of this home. And if one of your mortgagors 
should find himself faced with such a problem, it 
could be costly to you. 


Personal liability is one among many hazards that 
could well prevent a mortgagor from meeting his 
payments. When mortgagors are fully protected 
against these hazards, it stands to reason that they 
become sounder financial risks. 


That’s why we think you'll be interested in know- 
ing more about North America’s Homeowners Policy 
for the average homeowner. This is a single, con- 
venient policy that combines the coverages of Fire, 
Extended Coverage and Theft on dwelling and 
contents together with Personal Liability protection. 


Picture of a mortgage on thin Ice 
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North America’s Homeowners Policy provides 
better insurance-to-value, better protection for the 
homeowner, thus adding to the financial stability 
of mortgagors. Its use is acceptable to the Vet- 
erans Administration and the Federal Housing 
Administration. 


If you would like further information on North 
America’s Homeowners Policy, we'll be glad to send 
it at your request. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 
@® Indemnity Insurance Company of North America 
PROTECT WHAT YOU HAVEO 


Philadelphia 1, Pa. 
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FREE NEW BOOKLET Explains 25 Ways Our 
Correspondent Banking Services Help You 


Are you taking full advantage of the correspondent 
services available to you at First National Bank 
in St. Louis? 


"Sincerely Yours" gives you a concise and compre— 
hensive review of the 25 regular correspondent 
services available to our banking customers. 


Complete as this list is, it cannot cover all our 
individual services. We believe in personalizing 
our services to fit your individual needs. 





Find out how your bank can benefit from our complete and personalized banking service, 
Write today for your free copies of “Sincerely Yours.” Address your requests to: 


FIRST NATIONAL BANK in ST. LOUIS, St. Louis 2, Missouri 
FIRST IN CORRESPONDENT SERVICES 
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THE FIRST 


NATIONAL BANK 


IN ST.LOUIS 


MEMBER 

FEDERAL DEPOSIT 
INSURANCE 
CORPORATION 
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THE BOOKLET COUNTER 








1955 Income Tax ... This syn- 
dicated booklet is being distributed by 
The Boatmen’s 
National Bank, 
St. Louis, Mis- 
souri, to familiar- 
ize its customers 
with the changes 
in the tax laws 
this year. The 
booklet summa- 
rizes the princi- 
pal changes in the 
internal revenue 
code, gives the 
general income 
tax provisions 
and contains sec- 
tions on estate 
and gift taxes, 
income tax and 
withholding tables. With tax time 
near, other banks and financial organi- 
zations will want to examine this 
handy-size, 24-page booklet for pos- 
sible use in their own tie-in promo- 
tions. 











Timely aid 


How to Analyze a Contractor’s 
Financial Statement ... An expert 
in the contract bond department of a 
leading casualty company prepared 
this study to aid the company’s agents 
in selling construction contract bonds. 
In easy-to-read language, the author 
discusses each item in both the assets 
and liabilities columns in a specimen 
of a-contractor’s statement. The au- 
thor then tells how to interpret the 
figures and how they are related to 
each other in determining the con- 
tractor’s financial position. He also 
stresses the strong and weak points 
to watch for. 


Defense Against Recession .. . 
This important statement on national 
policy by the research and policy com- 
mittee of the Committee for Economic 
Development represents the thinking 
of leading businessmen and educators 
on a subject of prime interest to fi- 
nancial institutions. The book dis- 
cusses such matters as the generating 
of the demand factors in the economy, 
the strengthening of the stabilizing 
factors, and the broad instruments 
of policy that are available in an anti- 
recession program. 


Letterhead Logic . . . An informa- 
tive brochure containing new ap- 
proaches to the problem of designing 
letterheads. An unusual feature is a 
check list that can be used by bank 
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officers to test the efficiency of their 
existing letterheads. The list covers 
12 factors that should be considered 
in letterhead design. Several examples 
of conservative and modern design 
letterheads are included. 


Business Insurances . . . This is a 
series of four booklets produced by 
the Small Business Administration to 
bring about a wider understanding of 
how life insurance can help to protect 
and assure the continuity of a busi- 
ness and at the same time give full 
value to the business equity of the 
family of the deceased. One booklet 
discusses business life insurance in 
general, the need for it, its purposes, 
benefits, valuations. In the other three 
booklets partnership, corporation and 
sole - proprietorship fife insurance 
plans are discussed separately and at 
length. For the purpose of advising 
their customers who are in business, 
bank and other financial institutions 
will find these informative booklets 
valuable. 


Financing Modern Kitchens .. . 
An interesting booklet prepared by 
Republic Steel Kitchens that details 
for customers six methods of financ- 
ing new kitchens, both in new homes 
and as an improvemént in old homes. 
The plans described are: Conventional 
bank loans, F.H.A. Title II home 
loans, F.H.A. Title I loans, “Open- 
End” mortgages, credit union loans, 
and insurance loans. The booklet also 
includes two F.H.A. loan amortization 
tables, one on home improvement, 12- 
36 months, and the other on multi- 
family units, 48-60 months. 


Services Booklet. This is an in- 
teresting services promotion piece 
produced by one of Florida’s large 
banks. The photographs throughout 
illustrate brief descriptions of each 
one of the bank’s complete line of 
services, personal, commercial, foreign 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











and trust. The difficult job of packing 
a wealth of information into a small 
booklet is done here. 


Taxes and a Sound Economy... 
In this booklet the president of a large 
Boston bank makes a plea for reduced 
government spending as the sole solu-~ 
tion to the dilemma of “destructively 
high taxes on the one hand and infla- 
tionary deficit financing on the other.” 
Says the author in his solution to the 
dilemma, “To deceive the mass of the 
people through inflation is dishonest, 
and the deception in time will do more 
to undermine faith in our form of 
government than anything the social- 
ist or communist could do.” A clearly 
written and informative booklet. 


You and Your Attorney . . . This 
booklet recognizes the areas of cooper- 
ation between the 
banking and legal 
professions and 
was prepared by 
a large bank in 
Texas as an aid 
for its customers. 
The booklet was 
distributed to the 
customers 
through mailing 
with bank state- 
ments. It discuss- 
es such legal top- 
ics as agreements 
with friends in- 
volving money; 
signatures ‘‘on 
the dotted line;” buying or selling a 
home or other real property; acci- 
dents, partnerships, taxes, and many 
other helpful subjects. An excellent 
example of a booklet designed to build 
customer goodwill. 





A bank piece 


Trust Promotion ... This booklet 
tells how the customers and potential 
customers of a large New York trust 
company can get the most out of their 
investments. Illustrations and copy 
stress the importance to the investor 
of group thinking by career invest- 
ment men, research and statistical 
facilities, safety features, etc. An ex- 
cellent example of trust service pro- 
motion. 


Currency Bags... This folder was 
produced by the A. Rifkin Company 
and illustrates the various types of 
Rifkin money bags and their use by 
financial organizations and transport 
service. The folder gives complete in- 
formation on fabric, color, size and 
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New desk pen automatically fills 
itself every time it is returned 
to socket. Writes a full page 

or more at each filling. 





r. SPECIAL POINT FOR 7 
PUBLIC COUNTER USE 


Esterbrook Renew-Point, No. 
9460. Rugged enough to 
stand up under writing of mul- 
tiple users. Firm enough to 
make carbon copies. Point in- 
stantly removable in case of 
accidental damage. More 
than 30 other points, for every 
use and writing style. 





Finger grip never 
touches ink. Can't smear 
users’ fingers. 
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2 foot chain an- 











chors pen to base. 
Discourages theft. 
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Closure lifts off ial 
easy top filling 
and cleaning. 


Heavy glass tity 
Choice of 5 colors. 
Has adhesive on 


bottom. Sticks to 
any flat surface. 
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Giant size ink 
fountain in base in- 
stead of pen barrel. 












Holds 40 times more 
ink than ordinary 
fountain pen. Won't 
oe Won't flood. 
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Ask your stationer for a demonstration. 


® 
Made in U.S.A., 
England and Canada 


DESK PEN SETS 


The Esterbrook Pen Company, Camden 1, New Jersey 
The Esterbrook Pen Company of Canada, Ltd., 
92 Fleet St., East; Toronto, Ontario 
COPYRIGHT 1954 THE ESTERBROOK PEN COMPANY 





imprinting of the currency bags. In- 
cluded is a description of the “Safety 
Sac” with patented “Arcolock” for 
tamper proof transfer of money. 


Incentive Poster ... This example 
is being offered without charge as one 
in a series of posters produced by the 
Kelly-Read company in Rochester, 
New York to help condition employee 
attitudes. The poster is 20 by 27 inches 
and attractively printed in multicolor. 
A tangible aid for personnel and oper- 
ations supervisors. 


Dictating, Recording Equipment 
- » » Two booklets produced by a large 
manufacturer of dictating and record- 
ing machines under the titles, “How 
to Communicate With People,” and 
“How to Talk Yourself Out of Time- 
Taking Work.” By use of illustrations 
and specific examples these booklets 
present the case for dictating and re- 
cording equipment as time-savers in a 
most interesting manner. 


Federal Savings & Loan Insur- 
ance Corporation . . . This is the 
20-year anniversary booklet of the 
Federal Savings & Loan Insurance 
Corporation and represents the com- 
plete highlights of the origin, history 
and growth of that agency. It also con- 
tains many tables covering the corpo- 
ration’s financial status and activities. 


Office Layout ... This booklet by a 
large manufacturer of office equipment 
offers many suggestions for planning 


| efficient office layouts, including func- 


tional work stations, open office ar- 
rangement and department grouping. 


Free Markets and Free Men... 
“Government intervention in the mar- 
ket,” says this booklet’s foreword, 
“stimulates the growth of economic 
pressure groups and ends in govern- 
ment by economic blocs. Such a course 
diverts our energy and resources to 
uneconomic uses .. .”” The booklet then 
presents a detailed and interesting ex- 
planation of the term “free market,” 
and discusses the questions: How does 
the free market work? What is the de- 
sirable function of government? How 
can both economic progress and human 
freedom be assured? Illustrated with 
graphs, 26 pages. 


Taxes and Economic Growth... 
This library edition of the Committee 
for Economic Development’s §state- 
ment on national policy deals with the 
ever-important subject of taxes. It 
considers possible tax revision in rela- 
tion to national security and economic 
growth and sets forth a number of 
recommendations affecting not only 
1954 but the next few years. The 
heads of many financial organizations 
helped in making this timely study. 
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OF FINANCIAL INSTITUTIONS... 





? Philabank Plan 


Sponsored Jointly by — 
THE PHILADELPHIA NATIONAL BANK 

\ and 

\ 

\ 

\ 


THE MUTUAL LIFE INSURANCE COMPANY 
OF NEW YORK 


A complete employee benefit program providing 


> 
benefits, and widows’ pensions 


The Philabank Plan offers broader benefits, is more 
flexible and less expensive 


\ 

\ 

\ 

\ 

\ 

\ 

\ 

\ 24: 
\ 

1 lifetime retirement pensions, death and disability 
\ 

\ 

\ 

\ 

\ 

\ 

\ 

\ No large initial outlay for past service 

\ 

\ 

\ 

\ 


A deposit relationship with The Philadelphia 
National Bank is not a requirement for participation 
onrnn NATio 
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iB PLAN 6? 


ot 
ENEFITs FoR EMPY 


For information write to 


THE PHILADELPHIA NATIONAL BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Organized 1803 
PHILADELPHIA 1, PENNSYLVANIA 





Now-—after years of research 


A MULTI-BENEFIT PLAN FOR EMPLOYEES 


NOW, two can do their work 


on one Burroughs Sensimatic 


Wo-fellen. 


window posting machine 


Two of your tellers can keep separate and 
distinct records safely, without confusion, on 
this new Burroughs Sensimatic accounting 
machine. What’s more, it can be applied to 
either a unit or dual plan window posting 
operation, where individual total accumula- 
tions are required for two tellers, or for 
regular and relief machine operators, with 
greater audit control. 


@r- Teller locks enforce identification of 
operator for every entry. 


&-= Separate accumulating registers are 
under the control of each teller’s indi- 
vidual lock, preventing unauthorized 
or unintentional entries. 


Or Cash balancing totals are immediately 
available at any time for each teller. 


@p Auditor lock insures correct automatic 
dating of each entry. 


@re Audit lock is provided for the shield 
over all control keys. 


os Then, too, you get all the advantages of the 

. ¥ famous Sensimatic automatic operations, 
featurin 5 including one-operation posting of journal, 
> <i original passbook and ledger, proof of posting 7 
Takei hareterel accuracy, posting of ledger controls, 


So, get all the facts about this new Burroughs 
Sensimatic accounting machine—developed 
specifically for two-teller window posting. 
Call your nearest Burroughs branch, or write 
Burroughs Corporation, Detroit 32, Mich. 
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Wherever there’s business there’s Burroughs 
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COURT DECISIONS 











By FREDERICK C. FIECHTER., Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Escheat from National Bank 

The New Jersey Superior Court 
held last summer that its Custodial Es- 
cheat Act was applicable to a national 
banking institution. The bank con- 
tended that because it was not a cor- 
poration organized under the laws of 
the State of New Jersey, or a person 
or corporation organized under the 
laws of any other state and authorized 
to do business in New Jersey that 
therefore it did not fall under the 
Custodial Escheat Act. 

The Court held that since it was an 
association and was a _ corporation 
statutorily organized under the laws 
of the United States, it fell under the 
general Escheat Law of which the 
Custodial Escheat Act was simply a 
supplement and it was, therefore, a 
“person” under the meaning of that 
act.°The argument that because the 
word “person” was always used in 
conjunction with the word “corpora- 
tion” and, therefore, that a corpora- 
tion was not a person, failed. 

State v. Banking Co. 106 A2d 358 
(1954). 


Sd Sa Sd 


Certified Check Deposits 


Amounts which happened to be set 
aside in banks on the designated tax 
day to redeem and satisfy the banks’ 
obligations created by certifying 
checks were held by the Supreme 
Court of Ohio not to be “deposits” 
within its taxation statute, and there- 
fore the banks were not required to 
include such amounts in their report 
of taxable deposits or to pay a tax 
on such amounts. 

The Ohio law provides a tax rate of 
two mills on the dollar with respect to 
“deposits.” It also stipulates that the 
report of each financial institution 
should show at the end of business on 
the tax day the aggregate balances 
of the taxable deposits of its depositors 
in each county in which the institu- 
tion maintains an office or offices for 
the receipt of deposits. 

The definition of the term “de- 
posits” included “every deposit which 
the person owning, holding in trust, 
or having the beneficial interest there- 
in is entitled to withdraw in money, 
whether on demand or not, and wheth- 
er evidenced by commercial or check- 
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ing account, certificate of deposit, sav- 
ings account or certificates of run- 
ning or other withdrawable stock, or 
otherwise, excepting (1) unearned 
premiums and surrender values under 
policies of insurance, and (2) such 
deposits in financial institutions out- 
side of this state as yield annual in- 


’ come by way of interest or dividends 


in excess of four per centum of the 
principal sum so withdrawable.” 
The Court pointed out that the 
amount of a certified check charged to 
the account of the drawer is re- 
moved from his deposit and that he 
has no longer any control over that 
amount of money. It further remarked 
that should an officer or employee of 
a bank upon certification of a check 
fail forthwith to charge the amount 
of the check against the account of 
the drawer, he would be subject to a 


fine and imprisonment, and when the 
check is certifiied, the drawer is no 
longer liable on the check. Instead the 
bank becomes primarily liable, re- 
gardless of whether the drawer or 
the holder of the check procures the 
certification. 

Under the statute the incidence of 
the tax is on the depositor and not 
on the bank which merely acts as the 
collector of the tax. This is not af- 
fected by the fact that the depositee 
bank may elect not to pass the charge 
on to the depositor. 

Nor, said the Court, does the mere 
holder of a certified check become a 
depositor, because he has opened no 
account and made no deposit in the us- 
ual and commercial understanding of 
that term. Furthermore the holder 
on the tax day may be several times 
removed, by endorsement, from the 

















Complete Correspondent 





With banking offices .strategieally), 
located in Detroit, »Highland Park, » 
Dearborn, Grosse Pointe Woods and — 

Van Dyke, Manufacturers National 
Bank offers prompt, careful handling of \ 
your correspondent needs in Michigan. == 


Manufacturers Nat 
OF DETROIT 
Detroit 31, Michigan 











Member Federal Deposit Insurance Corporation 












The colored flat 
tubular wrapper, 
originated by us, 
is today the 
quality standard 
of the banking 
industry —one that 
you are proud to 
put your bank 
name on. These 
easy-to-open 
heavy wrappers 
are available in 
nationally 
accepted colors. 
We also offer 
colored flat 
diagonal cut or 
twin window 
(automatic) in #1 
grade brown 
kraft for all 
denominations. 
The wrappers are 
tough—the 
prices right. 


ALSO 


a complete line of 
colored currency 
straps in easily 
recognized colors 
and our “Peekay” 
straps in brown 
kraft with 
contrasting inks. 


FOR MORE EFFICIENT 
COIN COUNTING 
NEW—EXTRA FAST COUNTER-PACKAGER 


i 


Model No. 7G 


Abbott's fastest coin counter, absolutely 

accurate, easy to service, and quiet. 
For efficient money handling equip- 

ment, see your Abbott catalog. 











one who procured the certification, and 
the bank has no means of identifying 
the holder on the tax day. The argu- 
ment that a certified check was a cer- 
tificate of deposit was found without 
merit. 

First National Bank of Cincinnati v. 
Peck, 120 N.E. 2d. 725 (1954). 
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Joint Ownership of Deposits 


Suppose a certificate of deposit is 
kept in a safe deposit box of one of its 
two named joint tenants with right of 
survivorship, and one of the tenants 
dies. Does the certificate of deposit 
then become the property of the other 
joint tenant, or of the estate of the 
decedent? 

The Supreme Court of Pennsylvania 
recently found itself divided on this 
question. The majority held that the 
deposit was the property of the de- 
cedent’s estate in the absence of ex- 
traneous evidence of intent to donate 
it to the surviving tenant. 

Six certificates of deposit totalling 
$22,500 had as payees the decedent and 
his brother “as joint tenants with 
right of survivorship and not as ten- 
ants in common.” Four certificates 


| totaling $10,000 had the name of the 


decedent and his sister “joint owners, 
payable to either, and after death of 
one, to the survivor.”’ Another certifi- 
cate was in the name of the decedent 
and his brother in the sum of $11,600 
“joint owners, payable to either and 
after death of one, to the survivor,” 
and ten U.S. Series E savings bonds 
totaling $7,200 were in the name of 
the decedent and his brother “as joint 
tenants with right of survivorship and 
not as tenants in common.” 

This was a case of first impression, 
i.e., similar facts were never decided 
before, and the majority of the court 
found that the basic principles which 
govern other types of bank deposits 
were clearly applicable to certificates 
of deposit. The language on the cer- 
tificates, said the court, did not in it- 
self conclusively establish that the 
survivor owned the fund, because in- 
quiry had to be made concerning the 
facts and all of the surrounding cir- 
cumstances when the certificates of 
deposit were obtained. 

No evidence was available to show 
the existence of a gift during the 
lifetime of the decedent which was 
required in order for the survivor to 
secure the fund. The majority consid- 
ered it obvious that the decedent did 
not intend the alleged donees to re- 
ceive the funds until after his decease. 

On the other hand the two dissenters 
said: “The parties and the majority 
admit that United States savings 
bonds were payable to and the prop- 
erty of, [the decedent] and the gift 


thereof was a valid inter vivos gift. 
How the Court can draw a distinction 
between these savings bonds and the 
bank certificates of deposit passes my 
comprehension, especially as the ma- 
jority admits that a certificate of de- 
posit and a bank account should be 
subject, so far as an inter vivos gift 
is concerned, to the same principles 
of law.” 


In Re Elliott’s Estate, 106 A. 2d 453 
(1954). 
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Accelerating Note Maturity 

If an instalment note is in default 
the holder can demand full payment at 
once and it is then said that he has 
accelerated the maturity of the note. 
In Colorado recently a holder of a 
note notified the promisor that he had 
elected to accelerate the maturity of 
the note, but thereafter accepted pay- 
ments that were past due. Later, in 
a lawsuit the promisor contended that 
the acceptance of the delayed pay- 
ments constituted a waiver of the ac- 
celeration right as a matter of law. 
The promisor was upheld by the state’s 
supreme court. 


Such waiver may be shown by mere 
inaction, and particularly by accepting 
payment of the instalment of principal 
or interest after default, and more 
specifically by accepting payments af- 
ter notice of election of. acceleration, 
said the Court. 


A note for $18,000 payable in 
monthly instalments of $150 per 
month was delivered on the 29th of 
June, 1951, with the first payment due 
July first of that year. From July 
through December payments were 
made by check, sometimes fourteen 
days late. The check for January 1952 
was received by the promisee but 
lost when she mailed it in for deposit, 
and her numerous requests of the 
promiser to make that payment were 
ignored until after formal notice by 
registered mail of the exercise of the 
right of acceleration was given. A 
week thereafter payment for the lost 
check was made, and in November and 
December of 1952, other instalments 
were sent and accepted. The Court 
found that such an acceptance with- 
out notice to the promisors that the 
promisee was not waiving her rights 
as to the acceleration of the maturity 
date of the note constituted an ab- 
solute waiver of such right, and made 
her note ineffective. 


The Court felt that to require the 
promisor to pay interest in penalties 
as well as suddenly to have to arrange 
for payment of the entire indebted- 
ness under the circumstances would be 
extremely unjust. 

Barday v. Steinbaugh, 272 P. 2d 657 
(1954). 
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SECURITY TRUST AND SAVINGS BANK OF BILLINGS, MONTANA 
SELECTS DIEBOLD-BASIC VAULT DOOR 


Every requirement for the bank’s objective of pro- 
viding its new building with a vault of enduring 
beauty and operational excellence was fulfilled by 
the incomparable Diebold-Basic Vault Door. Incor- 
porated as a basic element in the architectural motif 
of the lobby, the vault door becomes a focal point of 
interest, open or closed. Style compatibility of door 
and setting assure an installation that will grow 
old ... gracefully. 


Write for copy of 18-page, multi-colored brochure 
that shows how to fulfill your objective for selecting 
vault doors that will withstand styling changes 
for generations. 


New Building of 
Security Trust and Savings Bank ... 
one of the fifty fastest growing 

Banks in the U.S.A. 






Bank Building and Equipment Corp. 


_ of America, Designers and Architects 


Lowe Construction Co. 


General Contractors 


mn ® 
Manufacturers of the World’s Finest Bank Equipment iebold 
2 ¢ @ £3? 2; eee 


903 MULBERRY ROAD, S.E. ¢ CANTON 2, OHIO 








WHEN YOU WANT 
THE BEST 
and the MOST 


for your money 4 


“The Lowest Priced Modern Changer” 


i - Removable top tray 
Exclusive Features: po a Pm AB a 
There must be a reason why banks in 
48 states insist on the MP JR. Metal 
Products Engineering has enjoyed a 
reputation of complete reliability for 
the past 15 years. 


FACTS PROVE you are getting the most 
—- changer available. Over 5000 
MP JR’s sold throughout 

the United States and not 
one penny spent for 
factory service. 

SIZE: 8”x10"x64%". Weight 9 lbs. 
Sturdy aluminum— gray ham- 
mertone finish. Parts and work- 
manship fully guaranteed. 


“> 











Streamlined 


BANTAM 


Coin Changer 


This smaller version of the Junior without 
removable top tray measures only 6”x 5” 
x 10”. Top section holds one roll of each 
type coin, including silver dollars. Capac- 
ity $125.00. This guaranteed modern and 
compact machine is an excellent 
space-saver and a bargain buy. Aigjpee 

Smooth operation, trouble-free (kam 
service. ba PLUS TAX 



















BRAND NEW! 


M, Streamlined 


Made for speed and efficiency, this small 5%” x 64” 
x 5” holder weighs only 4 pounds. Made of alumi- 
num with gray hammertone finish it holds almost 
two rolls of each type coin from pennies to half- 
dollars. It has rubber feet, special grooves to pro- 
tect finger-nails, and a coin capacity of nearly $80.00. 
Popular for small banks, stores and offices. ‘Top sec- 
tion holds ten silver dollars or more 
pieces. 
OTHER MP VALUES 

MP Senior w/silver $ key—$70.00 plus tax 
MP Junior Roll out base —$22.50 plus tax 
MP Stamp Pad & Pen Set—$10.95 no tax 

Modern Products... Moderate Prices 

















PRICE 


Sh he 










METAL PRODUCTS ENGINEERING, INC. 


4000 Long Beach Ave., Los Angeles 58, Calif. 











CONTINUED FROM PAGE 37 


million kilowatts. This would be 1.2 
per cent of the total installed capacity 
anticipated by that year. Some experts 
have estimated that, by the year 2000, 
about 50 per cent of the then installed 
capacity of the electrical utility indus- 
try will be nuclear-powered. 

If such an estimate proves to be 
correct, there will still be in operation 
two or three times as much generating 
capacity, using coal, oil, and gas, as 
is in existence today. So you see, pres- 
ent equipment is not going to be 
obsoleted until it wears out—or until 
it becomes economically advisable to 
retire it. Thus the generation of atomic 
power will find its application in an 
orderly fashion. 


Farm Mechanization 
JOHN L. McCAFFREY 
President, International Harvester Company, 
Chicago, Illinois 

One thing is obviously going to hap- 
pen in the future, just as it has hap- 
pened in recent years; namely, the 
farmer is going to have a larger share 
of his assets invested in productive 
equipment. 

That should not frighten any one. 
It is a normal and inevitable result of 
the fact that he has more acres, fewer 
human helpers, and an expanding mar- 
ket for his products. The process, in 
fact, is already well under way. 

In 1941, before World War II, ac- 
cording to the balance sheet of agri- 
culture which is prepared by the United 
States Department of Agriculture, the 
farmers of this country had only about 
6 per cent of their total assets invested 
in machinery and equipment. 

By 1945, near the end of the war, 
that investment had not changed very 
much—it had gone up to 6.5 per cent. 
By 1950, however, it had begun to 
grow; and in that year the investment 
in machinery and equipment amounted 
to a bigger 9.5 per cent of the farmers’ 
total assets. 

In 1953, the most recent year for 
which figures are available, it had 
stepped up again to 10.4 per cent. I 
would expect to see a moderate but 
steady growth of that investment in 
accordance with the known long term 
developments in farming. That’s the 
first thing I see as a trend. 

Secondly, I believe you can expect 
to see new investments made by farm- 
ers in farm machinery, not necessarily 
based on the old equipment having 
been worn out. 

In industry, it is common to see pro- 
ductive machinery replaced long before 
it is worn out, because new machines 
of greater capacity and_ usefulness, 
offering great cost-cutting possibilities, 
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The 
farmer is in business, too; and he has 
costs to cut. So I don’t think any one 
should be alarmed about the farmer’s 


have been made available . . 


investment in new farm equipment 
unless he is prepared to be frightened 
also by industry’s investment in new 
industrial equipment. 


Bank Capital 
RAY M. GIDNEY 


Comptroller of the Currency, 
W ashington, D.C. 


No matter how good our banks may 
look at a particular. time, those of us 
who have been long in the field of 
banking know that in good times 
preparations should be made to face 
possible adverse conditions later on. 
That is a primary purpose of accumu- 
lating bank capital. Recently we made 
a survey of new capital introduced 
into national banks over a period of ten 
years, and the figures are very impres- 
sive. They are shown below for the 
years 1944 through 1953: 


Capital Stock Capital Stock 











Sold by Sold by 
Operating Newly 
National Organized 
Year Banks Banks Total 
(A ts in th ds of dollars) 

1944 80,458 1,364 81,822 
1945 68,677 3,542 72,219 
1946 51,469 5,112 56,581 
1947 18,974 3,703 22,677 
1948 27,628 2,647 30,275 
1949 19,163 2,782 21,945 
1950 110,519 2,870 113,389 
1951 153,373 2,310 155,683 , 
1952 93,112 3,372 96,484 
1953 80,776 6,580 87,356 

704,149 34,282 738,431 


During the year 1954, 147 national 
banks have completed or will complete 
by December 31, 1954, recapitalization 
programs involving the sale of* new 
capital stock to yield over $220-million 
of additional capital funds. Additional 
programs have been approved for 
presentation to shareholders at annual 
meetings to be held in January 1955. 
From our observation, this seems to 
be a favorable time to raise bank 
capital; and I think we should avail 
ourselves of the opportunity where 
such a course is désirable for a particu- 
lar institution. 


State Bank Supervision 
H. EARL COOK 
Chairman, Federal Deposit Insurance Corpo- 
ration, Washington, D.C. 

The history of the state banking 
system emphasizes the significant role 
of-bank supervision. Not only is it an 
essential ingredient to the success of 
federal deposit insurance; but, more 
important, good bank supervision is 
vital to each individual banker. 
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*A recent installation of precision bui 


aluminum portable tellers buses 





* We congratulate the Republic Nea- 
tional Bank of Dallas for their fine 
choice of selecting ‘‘The Stokes 
Aluminum Portable Buses and other 
Equipment’’ for their new, ultra- 
modern Banking quarters. 


REPUBLIC NATIONAL BANK of DALLAS... 
WRITE FOR CATALOG FOR FURTHER INFORMATION 


Designers and builders of standard and custom built coin trays 
tellers buses storage lockers --=-- THE STOKES ALUMINUM COIN-CONTROL SYSTEM 


GeaALITY PRODUCTS COMPANY,- INC. 


Precision built coin and currency handling equipment 


P.O. BOX 3214 CHARLOTTE 3, N C 
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EASY SNAP FILE BOX 
“Style Cc” e 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 





Send for our catalogue 


STRAYER COIN BAG CO., Inc. 


New Brighton, Pa. 


BANK SUPPLIES 
COIN BAGS 


BOXES—TRAYS 
WRAPPERS 
Check Sorters @ 


Note Cases 








STRAYER “vic 


Any Size You Specify 


NYLON ROLLER 
OR WITHOUT ROLLERS 


INTERLOCK IN STACK—Vertical and 
Parallel Horizontal—AUTOMATICALLY 


Thousands of satisfied users 


QUIET—EFFICIENT 
Low in cost 







































NEW ZEALAND 


Over the past 88 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of economic 
and financial conditions in these two 
greatly expanding nations. 


680 Offices throughout Australia 
and New Zealand provide up to date 
information on the local outlook and 
offer facilities for every type of 
transaction. 


THE COMMERCIAL BANK 





OF AUSTRALIA LIMITED 


FOUNDED I866 


Heod Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA. 


Chief New Zealand Office: 
328-330 Lambton Quay, WELLINGTON. 




















CHANGEABLE BANK 
NAME PLATES 


both letter 
and embossed card styles 





SMOKING ROOM 





Also interior electric signs, cork-back 
bulletin boards, changeable letter bul- 
letin and directory boards. 


Send for special 12 page catalog 
covering banking items. 


Acme Bulletin Company 


37 East 12th Street 
New York 3, New York 
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; some of the special circumstances that 


It may surprise some of you to know 
that in a number of states part of the 
money you pay for bank examinations 
and bank supervision does not go to 
building up the Department but, in- 
stead, to the general fund of the state, 
where it is used for purposes never 
intended by you... You are therefore 
justified in seeking to assure that the 
money you pay to support your state 
banking departments be used for no 
other purpose. 

There are many other things which 
can be done to help your state banking 
department do its most effective job. 

Discretion over the chartering of new 
banks should be broadened. In some 
states, it is almost mandatory that a 
charter be granted when the proper 
forms have been filed and minimum 
capitalization requirements have been 
met. Yet there are other factors which 
are always vitally important to the 
making of a correct decision. For 
example, consideration should be given 
to the ability of the community to sup- 
port a bank. Another factor to be con- 
sidered, for obvious reasons, is the 
character of the proposed management. 

Broader authority to check unsound 
banking practices is also needed by 
supervisory authorities in some states. 
Surprisingly enough, there are still a 
few states in which supervisory author- 
ities cannot compel a bank to discon- 
tinue unsound practices. In some other 
states, the authority actually held does 
not permit sufficiently prompt action or 
suitable penalties. 

The bank commissioner in too many 
of our states is not adequately compen- 
sated for the responsibility with which 
he is charged, nor is his term of office 
of such length as will permit him to do 
the best job. 

As state bankers, you can lend your 
authority and assistance to efforts 
which will attract to the important 
business of bank supervision men of 
high caliber and qualifications. Such 
positions should be available on a merit 
basis only—free from political inter- 
ference. Salaries should be sufficient to 
attract highly capable men, and the 
salary scale should recognize the value 
of experience. Advanced training pro- 
grams should be made available, and 
fringe benefits initiated or increased. 
All or most of these things you do with 
respect to the staffs of your banks— 
it is equally in vour best interest to 
see that they are done for ‘those 
charged with such an exacting and 
such a highly specialized job as bank 
examination. 


The Credit Outlook 
GEORGE CHAMPION 


Senior Vice-President, The Chase National 
Bank, New York, New York 


It may be worthwhile to consider 
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now affect bank loans to business. 
Actually, total credit in use by com- 
merce and industry has dropped very 
little when account is taken of all 
sources. However, some firms have 
: been encouraged by changes in the rate 
structure to turn to nonbank sources 
to obtain a somewhat larger share of 
their needs—chiefly through the issu- 
ance of long term obligations and the 
sale of commercial paper. 

Now these are not developments 
that in any sense are surprising; nor 
should they be any cause for alarm. 
We know that eighteen months to two 
years ago many businesses felt it un- 
wise to issue long term obligations, as 
they normally would have done, be- 
cause of the rate structure. They came 
to the banks instead; and we were 
fortunate in being able to take care of 
their needs, even in some cases where 
the usual source of funds was closed 
to the borrower. Today the rate struc- 
ture has changed, as institutional and 
other investors have funds available. As 
a result, many companies once again 
are expanding their long term in- 
debtedness. 

Then again, the rate structure in 
recent months has encouraged an ex- 
pansion in the sale of commercial 
paper.. Today the total stands at about 
$2.2-billion. Corporate treasurers them- 
selves have acquired an_ increasing 
amount of this paper, encouraged to 
do so by the very low rate to which 
treasury bills had declined. Yet I be- 
lieve it is important that we see this 
activity in its true perspective. The in- 
crease in commercial paper since the 
end of 1952 has been less than $300- 
million, and the total itself is small 
compared with the aggregate of our 
bank loans. Nor should we forget that 
borrowers have access to commercial 
paper only because their credit is fully 
assured through bank _ lines—lines 
which the borrower should be required 
to use if we are to continue their 
availability. In the meantime, it would 
be foolish indeed to let this small tail 
wag the dog so far as our rate struc- 
ture is concerned. 

The activity of corporate treasurers 
in the open market points up another 
factor that has a bearing on our loans— 
an increase in the liquidity of certain 
companies. Several developments have 
contributed to this—cash has been 
freed by lower inventories, for example, 
and the flow of depreciation funds has 
expanded greatly. This year it is esti- 
mated that industry will have available 
some $14-billion from depreciation 
allowances, about double the amount 
set aside in 1949. While this is a° huge 
sum, it need not displace our bank 
credit in any substantial volume so long 
as business continues to expand and 
make capital improvements on the 
present scale. 
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It takes a sharp and practiced eye to dropa 
bird on the wing. Alert, experienced 
people play a major role in banking, too. At 
Continental Bank, experts in the 
field of finance stand ready to serve you and 
your customers in furthering your 
business interests in Utah and the West. 
Every modern banking facility, 
backed by over 45 years of service, is at your 
disposal when you call on Continental. 








The Continental Bank 
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OF SALT LAKE CITY 
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Industrial... Commercial and Financial. Information 


the social pattern. 


(Established 1835) 





Designed to provide factual information for businessmen this 
new booklet is now available on request. 


111 pages packed with carefully selected facts, graphs, maps, 
and illustrations, describe the Australian scene, the people, 
primary and manufacturing industry, power resources, trade, 
transport and communications, private and public finance, and 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 


in which are merged 


BANK OF AUSTRALASIA 


UNION BANK OF AUSTRALIA LTD, 
(Established 1837) 


Overseas Department: 


394 COLLINS STREET, MELBOURNE 


Over 780 Branches and Agencies throughout Australia and New Zealand, in Fiji and 
Papua, and in London. 





TRANSFER RECORDS 
THIS EASY WAY 
AND HAVE... 
ECONOMY, 
SYSTEM, 
SAFETY!. 
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STORAGE BOXES 


Protect your inactive business records 

with proper storage. LIBERTY STORAGE 

BOXES are constructed of highest test 

corrugated fibre-board. Dust-proof, spill-proof 
protection. Liberty’s storage system assures fast- 
finding of any record. Try LIBERTY BOXEs for 
quality and low cost. 25 stock sizes. 


Sold by leading stationers. 








Clip this ad to your letterhead 


FOR FREE BOOKLET 


1 Record retention chart tells you how long 
to keep specific records. 

. 2 Gives complete information for best 

= procedures in record storage. 


BANKERS BOX COMPANY 


720 S. Dearborn Street.* Chicago 5, Ill. 
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Precision Manufacturers of 
PASSBOOKS for— 
Commercial Accounts 
Savings Accounts 
Loan Accounts 


CHECK COVERS for— 
End Stub Checks 
Top Stub Checks 
Three-on-a-page Checks 
Open End 
Thumb Cut Envelopes 





A Complete line of— 
VINYL PLASTIC CHECK COVERS 
and COMMERCIAL PASSBOOKS 





SPECIALISTS IN PASSBOOKS AND 
FORMS FOR MACHINE POSTING 


Write for samples 
and prices today! 


WILLIAM EXLINE INC. 


1270 Ontario Street + Cleveland 13, Ohio 















One other circumstance that contin- 
ues to affect our loans for inventory 
is worthy of mention. I refer to the 
activities of the Commodity Credit 
Corporation. The C.C.C. in effect is 
financing inventories which normally 
are carried by the merchants and proc- 
essors of our agricultural products. 

In spite of all these special circum- 
stances—the return to long term bor- 
rowing, heavier sale of commercial 
paper to corporate treasurers, increased 
liquidity, and activities of the C.C.C.— 
our total loans to business should re- 
main at a healthy level. As inventory 
buying again becomes normal, banks 
stand to gain by the resultant increase 
in business activity. On the whole, 
then, the outlook for loans can be 
regarded only as a most promising one. 


Equities for Trust Funds 
BENJAMIN STRONG 


President, United States Trust Company of 
New York, New York 


To sum up the reasons why we are 
justified in being interested in equities 
for our trust funds, we have: 

1. A more stable interest rate struc- 
ture. 

2. A more favorable equity market in 
which to function. 

3. A more mature industrial climate 
in which to invest. 

What then are the implications and 
impacts of this big change? What does 
substantial investment in equities de- 
mand of us who are responsible for 
trust funds? 

To me, nothing in the history of 
trust investment has had more far 
reaching effects than this big change. 
In a sense, it alters the whole character 
of our business, and should radically 
change our approach to investment 
problems and methods. 

In years past, we were largely in- 
vestors in debt, usually protected by a 
mortgage or other secured position. 
For such investments we have had 
services to provide ratings of quality, 
and in many states we have had ap- 
proved legal lists to protect us. How- 
ever, a gradual relaxation has come; 
and I would guess that in the future 
there will be very few trusts that do not 
carry broad investment powers. 

Obviously, these broad powers de- 
mand more skill, experience, and 
knowledge if they are to be success- 
fully executed. Full discretion carries 
a great responsibility and demands a 
high degree of professional skill. The 
techniques used in supervising a legal 
bond portfolio, or any bond portfolio 
for that matter, are far from adequate 
for handling a diversified list that 
includes a goodly percentage of equi- 
ties. The highest degree of ability and 
experience is needed in the trust 
investment personnel, with mature 
understanding at the management level 
and in the committees involved in 
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policy decisions. Perfunctory trust 
committees or those composed of offi- 
cers and directors having little financial 
and investment experience may well 
be subjected to a critical eye. 

Sources of information must be 
broadened. No longer is it possible to 
run a trust portfolio from the pages 
of a manual or a rating list. Investment 
officers must study industries and 
companies at first hand, or have avail- 
able to them the reliable opinions of 
those who have this knowledge. Wise 
commercial bank management will en- 
courage this type of approach and will 
open the doors, through its commercial 
customers and friends, to research and 
study by investment officers. If trust 
investment policy is to be dynamic, 
rather than stodgy and static, it must 
have a broad and constructive approach 
by us all. 


The Battle of Communism 
JAMES Q. du PONT 
Administrative Assistant, E. I. du Pont de 
Nemours & Company, Wilmington, Delaware 

We should, we must, take time off, 
or find time, from this utterly impor- 
tant thing called work to do another 
equally important thing called think. 
We must think about, think deeply and 
deliberately about, the problem of 
Communism. Then, having thought, 
we must devote some reasonable por- 
tion of our waking hours, and energy, 
to fighting in the battle for men’s 
hearts and minds. 

Some of us can speak, “carry the 
word,” “pass the ammunition” to the 
four corners of the land. Some of us 
can write speeches, plays, radio and 
television scripts. Some of us, who 
can’t do these things, can contribute 
in a very important other manner by 
seeing to it that the truly effective 
writers and speakers on our side are 
handled wisely and utilized to the hilt. 

But better still than any of these 
special efforts, we can all of us revise 
and improve our behavior, our actions, 
in the light of our deeper thinking. 
It is our actions, and what we are as 
business and professional men, that 
will be our salvation or our defeat and 
destruction. 


Bank Growth, Earnings 
HENRY A. KUGELER 


President, National Bank Division, and Presi- 
dent, The Denver National Bank, Denver, 
Colorado 


During the past decade national 
banks have grown rapidly, as evidenced 
by a 70 per cent increase in total 
assets, 67 per cent increase in total de- 
posits, 4 per cent increase in invest- 
ment in government obligations, a 274 
per cent increase in total loans, and 
an 87 per cent increase in capital 
structure. 

While gross earnings have materially 
increased during that period, so have 
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© 99 keys for speedy, absolutely accurate 
coin paying . . . one key for each amount 
from 1 cent to 99 cents, inclusive 

@ plus 5 change accommodation keys to de- 
liver split change 

@ removable coin magazine for quick and 
convenient storage 

® automatic coin payment control prevents 
depression of keys involving channels in 
which coins have fallen to a low point 

®@ soft, rich, non-glaring gray finish . . . dur- 
able baked on enamel 

@ individually adjustable feet permit Model 
150 to be set at a height to suit teller's 
preference 

®@ Model 250 can be supplied with delivery 
chute on either right or left side... a 
choice of seven lengths of chutes 


Other Brandt products include machines for sorting, 
counting and packaging coins, coin storage trays and 
coin wrappers and bill straps 


BRANDT 


AUTOMATIC CASHIER CO. 


Watertown, Wisconsin 
Established 1890 


“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 








operating expenses proportionately in- 
creased, chiefly due to higher salaries 
and wages and increased interest on 
deposits. Federal taxes have been an 
increasing burden, appreciably reducing 
of late the annual net earnings after 
taxes. Consequently, banks, like many 
industries today, are finding the margin 
between earnings and expenses sharply 
narrowing. It means that banks, in 


order to maintain their high standard 
of service to the public and a satisfac- 
tory relation between earnings and 
expenses, must operate as efficiently as 
possible. 

In no way, however, must the qual- 
ity of service be permitted to deteri- 
orate. To prevent that, banks should 
adopt more time-saving equipment, de- 
vise more efficient procedures, train 
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CORRESPONDENT BANK SERVICES OF 


THE BANK OF VIRGINIA 





One Account gives you a correspondent in six principal cities 


RICHMOND ¢ PETERSBURG * ROANOKE e 


NEWPORT NEWS ¢ 


PORTSMOUTH ¢ NORFOLK 


Member Federal Reserve System @ Member Federal Deposit Insurance Corporation 





















































@ RETAIN OLD CUSTOMERS 


CURTIS 


380 Capitol Ave 
HARTFORD, CONN 


1000 University 
ST. PAUL, MINN 
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@ RELIEVE LOBBY CONGESTION 
@® ROUND UP NEW CUSTOMERS 





Use The CURTIS 
BANK-BY-MAIL SYSTEM 


@ REDUCE OVERHEAD EXPENSES 





Send for samples 


1000 INC. 


2630 Payne Ave 


CLEVELAND, O. 


355 Morietto St. NW 
ATLANTA, GA. 


3206 Polk Ave 
HOUSTON, TEX. 








more competent personnel, develop 
experienced and well balanced manage- 
ment, and undertake constructive fu- 
ture planning. 


State Bank Division 
HARRY M. ARTHUR 
President, State Bank Division, and President, 
Arthur State Bank, Union, South Carolina 

Following the convention in 1953, 
the State Bank Division sent a letter 
to its members telling them of some of 
the activities contemplated during the 
year. One of the most important of 
those contemplated activities that ma- 
terialized during the past year was the 
development of a much closer working 
arrangement with the Federal Deposit 
Insurance Corporation and the Federal 
Reserve Board in Washington. 

The State Bank Division at its vari- 
ous meetings has again considered the 
matter of bank holding companies, and 
there is considerable sentiment in favor 
of legislation to control and regulate 
these companies. It is our view that 
every effort should be made to obtain 
favorable action toward this end. 

The Division, throughout the year, 
has been in close contact with the 
efforts of the Association in connec- 
tion with legislation having to do with 
the branch expansion of savings and 
loan associations. The State Bank Divi- 
sion wishes to go on record as being 
entirely in favor of the efforts being 
made by the Savings and Mortgage 
Division of the Association with re- 
gard to this legislation and urges the 
banking fraternity as a whole to work 
and assist in every way possible to 
bring about a successful solution to 
this problem. 


Savings and Mortgages 
JOHN W. KRESS 
President, Savings and Mortgage Division, 
and Executive Vice-President, The Howard 
Savings Institution, Newark, New Jersey 


We are talking of an increase of $20- 
billion of all savings in 1954. It is ex- 
pected that $6-billion of this $20-billion 
will be invested in first mortgage loans 
on improved real estate, an increase of 
7 per cent over the amount invested 
last year. 

Our Division will become increas- 
ingly concerned with the Housing Act 
provision which relates to the Volun- 
tary Home Mortgage Credit Program. 
It is intended as a means whereby pri- 
vate financial institutions may provide 
a flow of mortgage credit into small 
communities in remote areas and to 
minority groups on a nationwide basis. 
Funds are thus supplied from sources 
where there is an ample supply into 
areas where there has long been felt 
to be a scarcity. 

It.is apparent from the general set- 
up of the Program and from the regu- 
lations and policy statement by the 
national committee that the Voluntary 
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Home Mortgage Credit Program may 
become an important factor in our 
sphere of mortgage financing. 

The country continues to grow and 
expand in savings, in housing, in de- 
mands for mortgage loans, and in a 
better standard of living generally. 
There are approximately 69-million 
savers in the commercial and mutual 
savings banks of our country. We have 
promoted and stimulated the American 
public to the value of thrift, home 
ownership, and higher learning for our 
children. Granted that there is some 
duplication in the total number of 
savers, we roughly estimate that 40 per 
cent of our population have savings 
accounts in our banks. 

Yet, compare this with the result 





of the thrift promotion effort of the | 


Scandinavian bankers and of the sav- 
ings habits of their populace—over 


11%4-million savers out of a population | 


of slightly under 15-million people— 
almost 80 per cent compared with our 
40 per cent. There is much, therefore, 
that still needs to be done. An apathy 
towards savings deposits by some of 
our bankers has, to a very large extent 
been the reason for the growth of other 
types of institutions. If we fail to pro- 
mote the advantages of doing business 
with a bank, we have ourselves to 
blame if the public does business with 
the competitors down the street. 


Trust Division 
N. BAXTER MADDOX 
President, Trust Division, and Vice-President 
and Trust Officer, The First National Bank, 
Atlanta, Georgia 

As I look back over my past year as 
president of the Division, I have be- 
come convinced that we are as far 
away as ever from the final answers 
to the problems affecting our business. 
It is true that we have made strong 
progress toward solving some of them; 
but a world of change brings new ones, 
so that our job is never done. 

For example, economists, business 
leaders, statesmen, politicians, and 
others have tried for years to solve the 
riddle of the business cycle—which cer- 
tainly has a pronounced effect upon 
our trust operations. Those who not 
long ago suggested that we may have 
reached a millennium of a constant 
superboom in business have relearned 
during the past year that the old laws 
of supply and demand have not been 
repealed. Despite our tremendous ad- 
vances toward understanding the work- 
ings of business and economics, and 
despite the development of the greater 
role of government responsibility for 
the health of the economy, the business 
cycle remains as one of the problems 
we must constantly keep in mind. 

At times, the impact upon our oper- 
ations can be tremendous. In the past 
year, as a result of the shift in the 
business climate, we have had one of 
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colored end labels, which alwaysmatch “the color ~~ 
of the coin wrappers for easy identification of the 
coin denomination. 


LIFT PANS FOR COIN TRAYS 


“*Steel-Strong’’ Lift Pans serve to accommodate 
filled Coin Trays in the cage and become a con- 
venient carrier to and from the vaults for night 
storage. Illustration also shows Pan filled with 
loaded Coin Trays and the great advantage of all 
trays being the same length and width. This per- 
mits secure stacking and perfect nesting. 


5-DAY FREE TRAIL! 


The ¢. L. DOWNEY Co. 


DEPT. B, HANNIBAL, MO. 
Please send us, prepaid, for trial ........ Coin Trays 
Lift Pans for demonstration. We will 
return same for credit if found unsatisfactory. 
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the most drastic changes in the level 
of interest rates in history. Those of 
you in the investing segment of the 
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trust business fully understand hpw 
it has influenced your current policies 
and your attitudes toward the future. 
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APPLYING WORK STANDARDS 


CONTINUED FROM PAGE 40 
it now appears, as something to be 
endured. 

Work unit reports showed the pay- 
ers were being literally swamped. So 
we remodeled two cages, making it 
possible to add two payers on the ex- 
tra heavy days and abolish the 
overload. As we view it, this was not 
simply increasing expense to improve 


service. Rather, if we were not able 


to add two extra tellers for peaks, 
eventually the department head would 
have convinced us he needed at least 
one more full-time teller. Instead, 
everyone is happy with the less expen- 
sive solution. 

Our long-term goal is to develop 
through work standards a basis for 
standard cost accounting in the bank. 


: | We believe that standard costs are just 


as applicable to bank operations as to 


_manufacturing. Banks need accurate 
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times for operations, and therefore of 
the resultant cost, for setting up 
standard cost systems. 

So we are working through the bank 
one department at a time toward the 
day when we can set up standard cost- 
ing. Each year we lengthen the list of 
departments that have been time stud- 
ied and therefore prepared for that ob- 
jective. 

Bank and office employees are not in 
general used to the idea of time study 
as are industrial employees. We ex- 
pected some suspicion and opposition 
among our staff, and in a few early in- 
stances found some. Gradually we 
learned how to overcome this. Today 
we encounter none, because our regu- 
lar introductory routine makes sure 
that all will go smoothly. 

At the outset, the bank had no time 
study personnel. We brought in a man- 
agement engineer to set up the pro- 
gram and train our people. The fact 
that he came from the outside was of 
itself disturbing to some employees. 
Training our own people proved to be 
the right approach. When the same 
time study tools were used in an oper- 
ating department by folks who were 
old friends with familiar faces, em- 
ployee nerves became distinctly less 
jumpy. 

Gradually we evolved a procedure 
that we now follow carefully for intro- 
ducing work standards into a depart- 
ment. First, the operating officer to 
whom the department head reports is 


invited to come talk it over with three 
of us. As operating vice president, I 
sit in. So do the assistant vice presi- 
dent under whose jurisdiction that 
particular department comes, and the 
standards analyst who will do the ac- 
tual job. In this session we carefully 
explain the entire program, its pur- 
poses and the expectable results. There 
usually is little or no problem with the 
department operating officer, but we 
want to be absolutely sure he not only 
approves the project but also under- 
stands it thoroughly enough to handle 
any inquiries that may come to him 
from his staff. 

’ Next the department head, manager 
or supervisor is invited for a meeting 
with this same departmental operating 
officer and the standards analyst. 
Sometimes I attend, depending on the 
individuals and problems _ involved. 
Some rather searching questions are 
likely in this meeting, and all of them 
are answered frankly and fully. Most 
worries disappear once the department 
head realizes that every operating de- 
partment in the bank is on the list, 
that it merely happens to be his turn. 
We are careful never to do less than a 
thorough job of convincing him that 
work standards will help him and his 
people. An unconvinced department 
head could be fatal to acceptance of 
time study work by the departmental 
staff. 

Finally, the entire departmental 
staff sits down to talk it over with the 
standards analyst and the department 
head. Once more the details are pains- 
takingly explained, with every ques- 
tion and objection answered fully. Con- 
siderably less doubt is encountered to- 
day in a new department than was 
usual even two years ago. Word has 
spread that no harm results, usually 
benefits can be expected. Suspicion has 
given way to widespread cooperation. 


HIS article has cited examples of 

readjustments of personnel that 
resulted from work standards in book- 
keeping and paying teller departments. 
Another instance came up with the 
currency tellers. Time study disclosed 
that counting currency used a surpris- 
ingly large fraction of their time. We 
installed a currency counting machine, 
transferred out 1 teller of 11 in the de- 
partment. Now 10 carry the load more 
easily than 11 did previously. 
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Instances of improved conditions 
could be cited from practically every 
department that has been brought into 
the work standards program. The pay- 
ing teller experience already cited is 
typical of one type of results. With 
solid factual information to work with, 
we have overcome several peak load 
situations with solutions less costly 
than- the overstaffing which would 
have been probable without these facts. 

Today a supervisor has no difficulty 
in convincing management when work 
load figures show his department is 
understaffed. We now provide person- 
nel according to the need, rather than 
in proportion to the supervisor’s sales 
ability. 

Finally, work standards give man- 
agement a positive control over depart- 
mental staffing. We are no more eager 
to understaff than to overstaff. Work 
standards show us what is right, and 
let us hold each department close to the 
right figure. 


ACH month the work unit statis- 

tics covering each department 
using work standards are reported to 
the standards section. For each de- 
partment, a report is maintained 
showing monthly performance since 
the department was originally studied. 
The report on a department goes to 
its department operating officer and 
to its department head. Likewise, a 
monthly staff report is compiled for 
our office, showing the one month’s 
performance figures for each depart- 
ment, so that interdepartmental com- 
parison is available. 

Column headings are identical on 
both of these reports. They show the 
number of employees used, the number 
indicated as needed by time study, 
work index, last day of the month staff 
quota and actual number employed and 
average daily work load expressed in 
standard hours as determined by time 
study. 

Key to management decisions is the 
work index column, which shows per- 
centage of time required to time spent. 
Our objective is to keep this figure in 
the 90’s. Higher is not feasible in 
many departments because of unfore- 
seeable fluctuations in activity. 

The other columns provide informa- 
tion by which we can interpret the 
work index, in the light of our knowl- 
edge of bank operations. For instance, 
consider Department C, as shown on 
the staff report for July 1954 repro- 
duced on page 39. The work index is 
given there as 72. Actual performance 
was 72 per cent of standard, which at 
first glance is poor. But if allowance is 
made for the lesser productivity of 
10.2 trainees who worked in the de- 
partment, the adjusted work index was 
101 per cent. Most new employees are 
assigned to this department for at 
least a few days to learn their way 
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around the bank, and so we show an 
adjusted work index for the regular 
staff of the department. 

Departmental operating officers, su- 
pervisors and managers keep close 
watch on their monthly trend figures. 
They aim at maintaining an acceptable 
work index level, which of course re- 
quires them to control the number of 
employees accordingly. 

Our comparative monthly work 
standards reports now cover 15 depart- 
ments, and the earliest month on any 
of these is three years ago. Some few 


' go back only six months. In some in- 
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WORLD BANK 


CONTINUED FROM PAGE 43 


States dollars; it pays another 18 per 
cent in its own currency, and the bank 
may lend this only with the consent of 
the subscriber. The remaining 80 per 
cent of subscribed capital is not paid 
in, and cannot be loaned. It can be 
called by the bank only to meet obliga- 
tions to investors holding its bonds or 
other market obligations. 

From paid-in capital the bank has 
had available for loans the equivalent 
of about $914 million, $749 million in 
United States dollars and $162 million 
in other currencies, principally those 
of Western Europe. 

To finance its operations the bank 
is more and more relying on its ability 
to enlist the support of private capital. 
Currently, we have the equivalent of 
$851 million of bonds outstanding, and 
these bonds have a wide market both 
here and abroad. Our loan record, 
which is clear of defaults, and our 
financial record of accumulating re- 
serves have been factors in winning 
the confidence of private investors in 
the soundness of our bonds. 

Of the total of world bank bonds 
outstanding, nine issues amounting to 
$715 million are denominated in 
United States dollars; and eleven is- 
sues equivalent to $136 million are 
denominated in Swiss francs, pounds 
sterling, Canadian dollars and Nether- 
land guilders. In the United States, in- 
stitutional investors such as commer- 
cial banks, savings banks, pension and 
trust funds and life insurance com- 
panies are the principal holders of our 
issues, with holdings of nearly $500 
million. 

Despite the preponderance of dollar 
issues sold by the bank and the large 
holdings in the United States, the mar- 
ket for our issues is, as I have already 
pointed out, actually international. 
The equivalent of ‘about $350 million 
of our issues is held outside of the 
United States and of this figure more 





stances where the work index indi- 
cated that the load was above an equi- 
table level, the staff of a department 
has been increased. In other cases, re- 
ductions in staff quotas have followed 
our time studies. In any event, we now 
have a control over personnel require- 
ments in which we have greater confi- 
dence. 

Meanwhile we have seen a continu-- 
ing improvement in work index re- 
sults. 
standards as fair, and like the results. 
That seems to sum up our experience 
with work standards thus far. 


® 


MOVES ANEAD 


than $200 million is in dollar bonds. 
Indeed the worldwide demand. for 
world bank bonds has become so keen 
that shortly before the annual meeting 
in September, a $50 million issue of 
United States dollar bonds issued by 
the bank was sold entirely outside this 
country to investors in twenty-three 
countries abroad. 

We roughly estimate the interna- 
tional distribution of the bank’s bonds 
as follows: Canada, $55,000,000; 
Europe, $200,000,000; United States, 
$500,000,000; Africa, $24,000,000; 
Asia & Mid-East, $20,000,000; Aus- 
tralia, $3,000,000; Latin America, 
$43,000,000; Unclassified, $6,000,000; 
Total, $851,000,000. Rough as these 
estimates may be, they do indicate that 
the world bank is tapping private capi- 
tal on an international scale. 

The bank is also helping to foster 
direct investment abroad by private 
capital, particularly commercial bank- 
ing capital. Of particular interest 
along these lines is the development of 
a market for the obligations of our 
borrowers which we hold in our loan 
portfolio; and the increasing number 
of participations by private capital in 
our loans. The total of such transac- 
tions now amounts to about $120 mil- 
lion. Participations by private capital 
in our loans has increased sharply over 
the past eighteen months. The most 
recent case is the loan to the Pacific 
Railway of Mexico, in which The Bank 
of the Manhattan Company and Chem- 
ical Bank & Trust Company partici- 
pated to the extent of $2,420,000. 


INCE lending for economic devel- 
opment has become the principal 
activity of the bank, around which all 
others revolve, I should like to discuss 
briefly some of the considerations we 
take into account before we actually 
make a loan. 
The bank insists on the participa- 
tion of local enterprise, local skills and 


Burroughs Clearing House 





Our employees accept work - 








a. = — 2 a 


3. 


is 


se 
at 
pi- 


er 
ate 
ik- 
est 


yur 
an 
er 

in 
ac- 
ril- 
tal 
ver 
ost 
ific 
ink 


ici- 
vel- 
pal 

all 
uss 


ally 


pa- 
and 





local finance in the projects which it 
finances. In fact, in most cases the 
funds provided by the borrower in his 
own currency are at least equal to 
those supplied by the bank, which 
lends only foreign exchange. Total 
capital invested in the projects sup- 
ported by us is estimated at something 
more than $4.5_billion, which means 
that local interests have a greater 
stake in them than we have. 
Finance, whether domestic or for- 
eign, is not the only condition of suc- 
cessful economic development. There 
are a number of recent ventures which 
show how quickly capital can be wasted 
in trying to install power stations in 
unsuitable locations, to build indus- 
tries where markets for what they 
produce are inadequate, or to grow 
crops in the wrong soil or climate. The 
bank, therefore, undertakes a careful 
scrutiny of the economic and technical 
merits of a project before it commits 
itself. It also keeps a close watch on 


the progress of projects once the loan | 


financing them has been signed. The 
borrowers keep us informed by means 
of periodic reports and from time to 


time bank specialists visit the actual | 


sites of the projects. 


SPECIAL disbursement proce- 

dure has been worked out to keep 
a further check on how the bank’s 
money is being handled. Instead of 
turning over the proceeds of a loan to 
a borrower, the bank opens an ac- 
count on its books in the borrower’s 
favor. Drawings on this account are 
authorized only upon receipt of docu- 
mentary evidence, such as invoices, 
bills of lading or manufacturers prog- 
ress reports, that the payment involved 
is in accordance with the requirements 
of the project. Frequently, both the 
bank and its borrowers rely on com- 
mercial banks to carry out these trans- 
actions for them through the medium 
of letters of credit and other forms of 
accommodation. 

The expansion of world trade and 
the improvement of payment balances 
are part of the bank’s basic purpose. 
In deciding whether or not to make a 
loan the bank attaches special im- 
portance to projects which will in- 
crease the exports of the country in 
which the loan is made or strengthen 
its international payments position 
through the development of new prod- 
ucts which can economically take the 
place of imports. 

In fact our loans themselves have 
contributed materially to the financing 
of world trade. For example, of the 
$1,405,000,000 equivalent that has 
been disbursed to June 30, 1954, a 
total of $948 million has been used by 
borrowers in the United States alone, 
while additional sums of more than 
$300 million equivalent has been spent 
in Europe, $79 million in Canada and 
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77 ofeces aiheve decisions count 


Men who contribute to our way of doing things, present and 


future, know the importance of selecting the proper 


letterhead 


to represent them. That’s why thousands of progressive firms 
choose Cockletone Bond. Executives prefer its sturdy feel... 


its lively crackle . . . the rich shade of.pure white. 


The moderate cost of Cockletone Bond will surprise you, 


You can obtain business printing on Hammermill papers 
wherever you see this shield on a printer's window. Let the 
Guild sign be your guide to printing satisfaction. 


SEND THIS COUPON for the FREE Cockletone Bond { 
Portfolio. It contains a wide assortment of good, § 
modern letterhead designs. You'll find it helpful in > 
improving or redesigning your present letterhead. 


Why not investigate the advantages of appointing this out- 
standing letterhead paper as your business representative? 














We will also include a sample book of Cockletone Bond. 


Hammermill Paper Company, 
1503 East Lake Road, Erie 6, Pennsylvania. 
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$62 million in Latin America. 

By investing in productive enter- 
prises throughout the area covered by 
its membership, I believe the bank is 
helping to build more stable and more 
prosperous partners in world trade. 
We recognize that this is a tremen- 
dous task, and one to which the bank’s 
contribution can only be relatively 
small. In its operating methods, as 
well as in its choice of loan projects 
the bank is therefore guided by the 
desire to encourage the investment of 
other funds, particularly private 
funds, whether domestic or foreign, in 
economic development. 
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gauge furniture steel; baked 
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MR. CLUTCHBILL 


CONTINUED FROM PAGE 47 


needle’s face an extremely keen glance 
as the examiner hastened with John 
and a wad of stickers to seal the vault 
and note file. 

On his return John sat down, leaned 
toward Mr. Clutchbill and whispered 
silkily: “That bird has got only one 
eye, and I’ll bet he’s rising 80.” 

“Don’t get careless,” wheezed back 
the old director. “That eye has got only 
what is called a detail-pinch. I saw it 
open once. He may be 90, but I know 
the strain . .. he'll count the paper 
clips in the cardboard box on the 
counter. But don’t get scared, and 
don’t show scare; we’ve got to slow 
him up . .. somehow—and ... and I 
wonder how.” 


HALF hour later Willie crept 

into the front office. “He’s done 
with the counter cash.” Willie wiped 
the sweat off his chin. “I never have 
seen such a cuss. One bill had an edge 
gone and he measured it with a tape 
measure he’s got in his pistol pocket. 
He wants the vault cash brought into 
the directors’ room.” 

“Keep the lights low for hard coun- 
ting,” cautioned Mr. Clutchbill as John 
rose. 

While alone in the front office the 
old director sat pawing thoughtfully 
at his grey goatee. Suddenly he got 
up, stuck his head into the directors’ 
room, glanced over the shadowy piles 
of bank notes and gave John a nod. 

When John was in the lobby the two 
men walked to the far end. 

“How’s he counting?” asked Mr. 
Clutchbill. 

“He examines even the old dollar 
bills on both sides. I think he is sus- 
picious.” 

“Suspicious? I’m going home to 
think. Set everybody hounding out that 
lost note. What we want is time. Steer 
him onto the mortgage notes; they’ve 
got bewildering part-payment endorse- 
ments and have a lot of papers messed 
up with them. That lost $10,000 note 
was in the ‘demand’ file.” 

At 8 o’clock that night Mr. Clutch- 
bill picked up his phone and gave his 
cashier’s house a ring. 

“Find anything yet?” he shot over 
the wire. 

“Heavens, no! Nobody can do any 
hunting with that bird around. He 
never left till 7 and he’s got through 
the mortgage notes already.” 

“Hm-m... See you in the morning.” 
Mr. Clutchbill hung up, then put in a 
new ring. 

“That you, Spearhawk? As a di- 
rector, you stay around. The examiners 
are here. I’m coming over to your place 
early in the morning.” 

“Now, Aaron, why should I be.. .” 





Mr. Clutchbill hung up. For an hour 
he sat thinking, then crept up to bed. 

In the morning when the old di- 
rector looked out of his bedroom win- 
dow a thick haze covered the hills. He 
realized it was the peculiar smog that 
creeps in ahead of a freak snow storm. 

It was nearing 8 o’clock when he 
stalked grimly up into director Spear- 
hawk’s yard and pounded on the 
kitchen door. 

Mr. Spearhawk, himself, opened the 
door. At the apparition before kim his 
pale blue eyes spread like saucers over 
the wrinkles of his small wizened face. 
Hanging before him was a grey goatee 
half way between a red jacket and a 
battered, slightly green homburg that 
might have belonged to the Marquis 
of Donegal. It sported a tuft of blue- 
green feathers from a turkey’s plum- 
age. In the visitor’s hand hung a 
double-barreled shotgun. 

“Are you Aaron Clutchbill?” gasped 
Mr. Spearhawk whirling his tongue in 
wonder. 

“Clutchbill of the Ferndale National, 
my lord! Pull your galluses up over 
your wing-joints and get your car and 
gun. We’re entertaining royalty ... 
providing I can haul him into our 
clutches.” 

“Royalty?” Mr. Spearhawk leaned 
forward to see if Mr. Clutchbill was 
lying as accurately as usual. 

“An old bank examiner has showed 
up... and a $10,000 note in our files 
hasn’t shown up. I’ve got to pull him 
off somehow to give us time.” 

“A $10,000 note? You can leave me 
out! It ain’t me, I haven’t been around 
there for a week.” 

“You was at the last directors’ meet- 
ing ... that $10,000 note was there 
then. You can’t dodge evidence. You 
may have to testify in court, unless 
you pitch in with me in gaining time to 
dig up that note.” 


R. SPEARHAWK reached up, re- 
seated his upper teeth with a 
trembling hand. Getting his tongue 
loose, he uttered: “A director’s life is 
ah...”, but hearing Mrs. Spearhawk 
behind him he shifted to present busi- 
ness. “What was you wanting, Aaron?” 
“Get rigged and take me down to the 
bank.” 

When Mr. Spearhawk’s elderly black 
sedan throbbed to the bank curb Mr. 
Clutchbill scrambled out with his gun 
and half ran to the bank door, let him- 
self in with a rattling key, and looked 
round the early office scene. 

Humped over a table in the main 
office the heron-like form of the visit- 
ing examiner was working into a pile 
of notes, lovingly examining the print- 
ing on each as though it might be a 
legacy from London... Screwing round 
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irritably to locate the sudden disturb- 
ance, his jaw dropped and the pencil 
fell out of his hand. A figure in a 
feathered homburg was waving his 
arms in the front office. 

“T’won’t happen again for ten 
years!” came excited words over a 
grey goatee. 

The figure stalked hurriedly into 
the main office. He laid an eye on the 
open-mouthed examiner. “Morning! A 
great day! Woodcock are in all the 
way from the North Pole. Covers are 


full... maybe storm coming. Want to 
have a whirl at ’em?” 

“Oh, thanks .. . no—no!! How far 
is it?” 


“Why, just araund the hill, only ten 
minutes. Got to hurry before anyone 
gets into the cover. Better come... 
never forget it!” 

“No... no, t’won’t do! What are 
they in?” 

“Clean black alders. Don’t need any 
rig. Got an extra gun. Place you on a 


mossy log neat as a rocking chair... | 


clear shooting. We’ll be back in no 
time. Always wanted to do something 
for the examining boys, now’s the 
chance.” 

“Wh ... why—lI better not.” The 
examiner was standing up. 

“Hop into the car. We’ll have broiled 
woodéock for supper.” 


FEW moments later Mr. Clutch- 

bill watched Mr. Spearhawk’s 
two eyes studying the examiner’s one 
eye in the front seat of the old black 
sedan. 

With Cashier John Atwood’s face 
sagging into temporary relief at the 
bank window the car flapped her fend- 
ers and took off in a throaty rattle. 

High in the west hills the car 
crawled out of a forest road, and to the 
left, cut clean as with a knife, lay an 
old valley of abandoned farms hang- 
ing like a hammock on the mountain 
wall. Out along the valley the car 
dipped down a lane and stopped in a 
grass-grown farmyard beside a de- 
serted homestead behind which a sea 
of black alders spread away like an 
army marching underground with only 
their glittering purple bayonets show- 
ing. 

“There,” said Mr. Clutchbill to the 
examiner a few moments later, “if you 
will sit on this comfortable log Mr. 
Spearhawk and I will shoo a cloud of 
woodcock past you. Let the examiner 
take your gun, Mr. Spearhawk.” 

After crawling under a wire fence 
with thorns like salmon hooks, the old 
director and Mr. Spearhawk coasted 
the open pasture to the upper end of 
the alder sea. 

“Don’t do any hurrying, Spearhawk. 
We’ve got him parked. I hope all of the 
saints of this valley will help John find 
that $10,000 note before we get back.” 
“Walk slow, Mr. Spearhawk,” ad- 
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monished Mr. Clutchbill a moment 
later. “Is that a woodcock whistling?” 

“No, it’s a woodpecker drilling on 
a stump.” 

“Sure it isn’t the examiner?” 

“How long do you think your friend 
is going to stand it down there on the 
log?” 

“T reckoned in about a half hour you 
could sneak up to the nearest farm 
house and telephone John. If he’s had 
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any luck locating that note we can 
go home, otherwise we may have to 
wander round here all day.” 

“All day? I’m not going... .” 

“Wheet . . . wheet—wheet!!” 

Sudden as lightning a woodcock 
twisted up like a corkscrew, twinkling 
brown and grey in a patch of sky. 

Mr. Clutchbill snatched off a snap- 
shot. 

“Still going!” howled Mr. Spear- 
hawk in a squatting position with an 
anxious eye on Mr. Clutchbill’s gun. 

“Whamb-b-b!”’ came a distant blast. 

“The examiner must have got that 
bum eye open,” observed Mr. Clutch- 
bill listening. 

Silence now reigned in the alders, 
and it kept on reigning till the two 
men came to the open bay in which 
sat the examiner. 

Suddenly an explosion and a bright- 
ly trailing whistle leaped up in the 
air. A robust ruffed grouse and a pow- 
erful Canadian woodcock flushed to- 
gether. 

The examiner was seen to hop from 
his log like a deacon at the end of 
prayer meeting. He coolly let the two 
birds zoom over him. Then he leaned. 
Two fast shots stabbed the air. It was 
a clean wink-out. The birds tumbled 
to the ferns. 

“That examiner has certainly got 
one prime eye on him,” breathed Mr. 
Spearhawk. 

“Two prime eyes,” gasped Mr. 
Clutchbill in wonder. “He isn’t going 
to miss the hole where that $10,000 
note was in our files. Bet we can keep 
him here now all day. Come on, let’s 
go over.” 

“Never seen a _ neater double,” 
greeted the old director as he and Mr. 
Spearhawk came over to the spot 
where the examiner had picked up his 
two birds, and was now regarding his 
watch with an alarmed eye. 

“Do you know what time it is? Ten 
o’clock! I’ve got to get back this in- 
stant! I’m expecting my helper... 
can’t have him tattling on me leaving 
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the job—and all those note files sealed. 
Take me down to the bank at once!” 

Mr. Clutchbill’s heart was in his 
mouth as the car at last rolled up Main 
street, stopped at the bank curb and 
the three hunters climbed out. 

A new face showed in the main 
office; the helper had arrived. 

Mr. Clutchbill glanced at John and 
got a head-shake. 

“Come into the directors’ room,” 
hissed the old director to Mr. Spear- 
hawk. 


HE two men settled in their old 

familiar chairs and looked fitfully 
at each other through the twilight 
hovering ominously over the directors’ 
table. Mr. Clutchbill took off his hom- 
burg and hung it on the corner of the 
table. It fell to the floor. The old direc- 
tor absently felt for it, and finding 
nothing pawed briskly round his feet. 
His hand collided with a hidden waste 
basket which he snatched up to learn 
if it had caught his homburg. 

A strange white glow met his eyes. 
His hand darted forward. 

“Punch on the lights,” he howled. 

Mr. Spearhawk sprang for the 
switch. 

The old chandelier instantly flooded 
down on Mr. Clutchbill. In his hand 
was a piece of paper. There was an 
expression on his face not of this 
world. He handed it silently to Mr. 
Spearhawk. 

“You dropped that in the basket at 
our last meeting,” he scolded. 

“I didn’t drop it. You did.” 

“T didn’t!” 

“You had it last ... I saw you with 
bag 

Mr. Clutchbill’s grey goatee fell. 

“Spearhawk, don’t you ever men- 
tion this. Take it out to John and tell 
him to sneak it somehow into the note 
file. And wait.” Mr. Clutchbill pulled 
out a drawer in the table. “Here, take 
this cigar. It’s one Herb Smalley gave 
me two years ago when they had twins. 
Seems appropriate again.” 
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MOTOR BANKING PROBLEM 


CONTINUED FROM PAGE 45 
positors of the value of these new 
parking and banking facilities. 

During the first month an average 
of 136 transactions a day were han- 
dled at the drive-in and walk-up win- 
dows in the Autobank. During August, 
after three months of operation, an 
average of 354 transactions a day were 
being handled. This increase in activ- 
ity was experienced during one of the 





hottest summers on record. We expect 


400-500 transactions a day soon. 

The value of the Autobank in build- 
ing good will, attracting new accounts, 
and relieving congestion at our win- 
dows has already exceeded our expec- 
tation. With an eye to the future, we 
have provided for the addition of one 
more window, either drive-in or walk- 
up, depending upon traffic demand. At 
the present rate of growth our only 
real problem may be: did we provide 
for enough future expansion? 


Burroughs Clearing House 


Ctrs not the number of people that makes 
ie * a crowd. Rather, it’s the fact that they are 
C2 > Aa getting in each other’s way. To “engineer” 
. rusk-hou? congestion and confusion out 
of your bank, floor traffic must be expertly 


this a ee bank was eng ineered -—plannéed_ and all facilities designed for fast- 


moving functional efficiency. 


—to- eli I mM™M i n ate ~That’s why it’s important, when you build 





i ~or remodel your bank, to have a designer 


Cc rowd Ss “a n rai co onFu Q i Oo n who understands the needs of your busi- 


~———ness. For more than forty years, Bank 





eres Buriding Corporation has specialized in 

———_—_ a architecture . . . planning banks 

‘ J that are outstanding for their efficiency as 
~———well as their beauty. Whether your project 





a is large or small, you pay no premium for 
this valuable experience. For more infor- 
mation, write or phone our nearest office. 


* Photo shows modern banking lobby of The 
Capital Bank, Cleveland, Ohio .. . designed 
und executed by Bank Building Corporation. 
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Headquarters: ST. LOUIS, 91n & Stoney Srneets 
Offices in: NEW YORK, 103 Panx Avenue ¢ ATLANTA, Westenn Union Bunc. ¢ SAN FRANCISCO, Mecnamcs Instrrurs Buvo, 
Operating outside continental U. §. as: BANK BUILDING CORPORATION, INTERNATIONAL 





assures well-planned service facilities 
and impressive appearance for 


The ADDISON STATE BANK, Addison, Mich. 


The combination of ETTL bank architecture designing experi- 
ence... and ETTL bank fixture designing experience ... makes 
available to bank executives a wealth of information and service 
RUST RY fy in bank planning. 
Are you building new? Are you remodelling? Enlarging? ETTL 
is equipped with every facility to help you achieve your modern- 
izing and building program. 
We invite you to send the coupon below. 
THE ETTL FURNITURE & MANUFACTURING COMPANY e Bank Designers and Builders for 53 years 
1921 North 12th Street, Toledo 2, Ohio © Detroit Sales Office: 1408 Broderick Tower 


peeeeoeetar SEH SOSHSHSSSSSHHSHHHHH HEHEHE HEHHHEEEEHEHEHEEEHEEHEEHEEEEEEHEHEEEEEEEEEEHE: 


The EH! Furniture & Mfg. Co. 
1921 N. 12th St., Toledo 2, Ohio 


Without any obligation on our part please 


contact us further concerning your facilities. 











